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No matter where 


| your customers 


buy Macoma 





| 
Other Outstanding 
Shell Industrial Lubricants 
Shell Tellus Oils —for closed hydraulic 
systems 
Shell Alvania Grease — multi-purpose in- hell coma Oils are pren 
7 dustrial grease tied extreme pressure ge 
Shell Turbo Oils — for utility, industria i hey provide superior high-! 
and marine turbine ervine pacity and are partic 
Shell Rimula Oils — for 
engines 
Shell Talona R Oil 40 
case oil for diesel 
‘ , ym; 
Shell Dromus Oils— soluble Mace , 
for high-production n Duilt-in be excellent resistal 
Shell Voluta Cils for to oxidation, greatadhesis eness, rapic 
quenching with num stability separation ft 1water. They are nor 
' 


Its performance and name 
are the same around the world 


yrrosive, non-foaming and have high 


stability in storage 


The world-wide availability of 
Macoma Oils is assurance that your 
customers abroad will get the same 
equipment 
domestic customers rely 


performance from your 
that vour 
ipon. For complete specifications, 
write Shell Oil Company, 50 West 
SOth St., New York 20, N. Y. or 100 
Bush St., San Francisco 6, California. 


*Reeistered Trademark 


7 SHELL MACOMA OIL 
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Fiow to cut costs 


with the RIGHT motor 


Don’t be baffled by power factors, torques, effi- 
ciencies, and starting, accelerating, and thermal 
characteristics, or housing, horsepower and speed 
control. Let Century Electric help you balance these 
factors to cut operating costs with the right motor. 

Here’s how Century Electric can help you 


10,000 Choices—Century Electric engineers 
can help you specify the right motor without having 
to rely on a few types to do all jobs. Century Electric 
makes a complete variety of integral horsepower 
motors. Over 10,000 types up to 400 hp. There is 
one for every type of equipment—transfer ma 
chines, ball mill drives, compressors, drilling ma- 


chines, lathes, etc. For all operating conditions, too 
—dusty, corrosive, explosive or moist 


Application Know-How— Every Century Elec- 
tric sales engineer knows motor drive systems be- 
cause he sells motors and nothing but motors. Often 
he can give you on-the-spot answers. If not, he can 
turn to an engineering staff that comes up with 
quick answers samples, quotes, drawings — 
whatever you need to help solve your problem. 


You can get the right motor for your equipment 
just by contacting your nearest Century Electric 
Sales Office or Authorized Distributor. A Century 
Electric sales engineer will be glad to help you. 


CENTURY ELECTRIC COMPANY 


St. Louis 3, Missouri Offices and Stock Point P 


pal Cities 
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HEAT-TREATED ALLOY STEEi 
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Standard microsize UNBRAKO socket cap and set screws, #0 through 
43, are supplied by your authorized industrial distributor in heat-treated 
illoy or stainless steel. Available with Nylok* self-locking feature. 





*oer? YVYoeriroer > 


Standard Microsize 
UNBRAKO Socket Screws 
Reduce Costs of Fastening 
Small Assemblies 








Microsize UNBRAKO socket cap and set screws save both time and 
money in the design and assembly of your small devices. Precision 
manufactured, available locally, they eliminate the cost and delay 
of designing or procuring special screws to fasten tiny components. 
Use them in computers, servomechanisms, instruments, miniatur- 
ized electrical and electronic equipment—countless small, intricate 
devices where reduction in weight and bulk is required without sac- 
rificing strength or reliability. 





These miniature socket screws have all the advantages of larger 
UNBRAKOs. Deep, accurate sockets for non-slip, high-torque wrench- 
ing. Radii in socket corners to eliminate sharp angles where cracks 
start. Fully formed threads for greater strength and precision fit. 
Controlled fillets under cap screw heads to prevent shearing. Careful 
heat treat for maximum tensile values without brittleness or decarbu- 
rization. Because of these features, microsize UNBRAKO socket cap 
screws are as much as 80°; stronger than ordinary miniature cap 
screws, and microsize UNBRAKO socket set screws can be torqued 
tighter than ordinary miniature set screws. This extra strength means 
greater reliability in the fastening of your small assemblies. 








For more information, see your authorized SPS distributor. He car- 
ries microsize UNBRAKOs in both alloy steel and stainless in sizes 
#0, #1, #2 and #3. Or write us for Bulletin 2374 and samples 
Unbrako Socket Screw Division, STANDARD PrReEsseD STEEL Co., 


Jenkintown 31, Pa. HIGH RELIABILITY 


*T.M. Reg. U.S. Pat. Off., The Nylok Corporation SPS research is continually 





developing fasteners 
with higher and higher standards of predictable 
We also manufacture precision titanium fasteners performance By installing SPS high-reliability 


write for free booklet 


fasteners in your assemblies, you increase your 
overall product reliability. 
Jenkintown ¢ Pennsylvania ' , 





Shonderd Preceed Stact Co. © The Clevelend Con : | For more information on the full meaning of reliability, 
a Stee ment Co. © Not NM e F ts | write for a copy of the new SPS booklet "High Reliability.” 
- Nutt e! ¢ . W este . t C s itd 


rato 
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OIL 
SEALS 


mm stock! 


Thousands of sizes... available for prompt delivery 


Whenever you face the problem of finding the right oil seal quickly h CR you'll find the seal 


in extensive or limited quantity check C/R your problem available from stock in 


, — cases. Or C/R engineers will gladly offer 
More than 20 types, forming over 7,500 size combinations for shafts 5 : 


» — , ; unrivaled experience and facilities 
from %" to 50” O.D. are available—the majority from stock! C/R I 


; ; and produce special designs 
shaft type oil seals fit most seal applications from simple dust as I 


exclusion to high-speed, high temperature fluid retention under Mere extemobile, farm end industrial machines rely on 


extremely rugged operating conditions where high sealing efficiency C/R Oil Seals than any other similar sealing device 
must be maintained over long service life 


OiL SEAL DIVISION 


This new, comprehensive catalog of stock C/R seals is now ready. 


Write for your free copy 


CHICAGO 
1 tate Avene + Cheapo aa. ets RAWHIDE 


Offices in 55 principal cities. See your telephone book 


Other C/R Produ 
in Canada: Manufactured and Distributed by Chicago Rawhide Mfg. Co. / oe : 
of Canada, Ltd., Brantford, Ontario Sirvene (synthetic rubber) moiced pliable parts « Sirvis- 
Conpor mechanical leather cups, packings, boots « 
Export Sales: Geon International Corp., Great Neck, New York C/R Non-metallic Gears 
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For anything electrical... 
call Graybar first 


Always call Graybar for anything and everything electrical. Through 
Graybar you have available over 100,000 electrical items, locally or through 
a nationwide network of warehouses. Ready to help you on any problem 
concerning lighting, ventilation, electronics and communication are 
Graybar Specialists. 
The Graybar representative who calls on you, and Graybar “inside” per- 
sonnel who back him up, can provide accurate catalog and quotation infor- 
mation on products of the world’s leading manufacturers in every field of reat Dc Mend 
electricity. Further, Graybar is completely owned by its operating and brochure which tells in digest form 
retired personnel. Thus every Graybar man you deal with is vitally inter- how Graybar’s nationwide facilities 
ested in seeing that your electrical needs are well and promptly served. —" to serve every electrical 
Next time you need anything electrical, large or small—rely on Graybar. 


77-1712 


- GraybaR -- @ 


GRAYBAR ELECTRIC COMPANY, INC., 420 LEXINGTON AVENUE, NEW YORK 17, NEW YORK, IN OVER 130 PRINCIPAL CITIES 
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Pulse of Business 
P.A.s Outlook 
Price Trends 
Sales, Inventories, Orders 
Washington Report 
Recognition: Let's Start From the Beginning 
A Letter From the Publisher 
The Challenge to Purchasing 
The Push Toward Materials Management Dean Ammer 


Weekly Status Reports Aid Inventory Planning 


How to Get Fewer Cost Reductions in Purchasing 


Cutting the Cost of Small Order Paperwork W. J. Brooking 
How to Know When to Make or Buy Norman P. Levine 
What the P.A. Should Know About Sales Warranties A. W. Gray 
Adhesive Gives Firm Bond to Wide Range of Materials 


Sizing Up the P.A.s Skill in Delegating 


MONTHLY FEATURES 


i i 

Information for Your Catalog Files 
Letters to the Editor 

Purchasing People 

F.O.B, 

Products and Ideas 

Office Equipment and Supplies 
Association News 

Employment Service 


Index to Advertisers 





CONOVER-MAST PUBLICATIONS, INC 
CONC SUNT EDITORIAL AND EXECUTIVE OFFICES 


Stuart F. Heinritz Paul V. Farrell 205 East Gand Swrost,_ New York 17, 
Senior Editor Editor 1959 by C-M Business Publications, Ir 
PURCHASING is on independent journal, not 
the official organ of any association. Es 
Dean Ammer tablished 1915 os ‘The Purchasing Agent.” 
: P Consolidated with ‘The Executive Purchaser.” 
Executive Editor Contents ore indexed monthly ond ennvally 
; by the Engineering Index Service and Busi 
Harold Barnett Assoc. Managing Editor ‘Ned Kellogg Associate Managing Editor ness Periodicals Index 
C. D. Francisco Mid-Western Editor Leonard Sloane Assistant Editor ae > om lished every-other-Mon 
. “ - ay y M usiness Publicotions, Inc., 
Mary T. Rogan Editorial Assistant John Van Deventer Assistant Editor subsidiary of Conover-Mast Publications, 
ae = ; , Inc., at 440 Post Rood, Orange, Conn. Edi 
A. W. Gray Legal Edito A. N. Wecksler Washington Editor a Nae hy gece angen Senge gh 
Walter E. Willets Consulting Editor T. C. DuMond Contributing Editor Street, New York 17, New York. V e 46 
. No } Subscript ite United States, 
Robert Gunning Readability Consultant U. S. Possessions and Canoda: $4.00 per 
yeor; single copies 75 cents elsewhere, 
ART STAFF PRODUCTION STAFF $20.00 per year; single copies $1.00. Please 
send all notices of change of oddress to 
E. Carlton Arink Art Director L. E. McMahon Production Manager executive offices in New York. Secend-Cles 
= : postage paid at Orange, Conn. ond of ad 
John Drain Associate Art Director Joan Goodian . Production Supervisor ditional mailing offices 
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ou get the most f Monsanto 


Tale) BIGGEST in 
Rye eS BENEFITS 


1. You get FIRST-LINE PRODUCTS 


Monsanto’s broad line of acids and heavy 
chemicals is made up of primary products 
not by-products! This means better chemicals 
... better processing for you. 


2. You get FAST, TAILOR-MADE DELIVERIES 


For maximum speed, Monsanto salesmen tele- 
type your order direct to plant nearest you, where 
specialists in sales service expedite shipment to 
your specifications—usually within hours 


3. You get PROTECTED SHIPMENTS 
Boxears are photographed before shipment to 
show you arrangement of load. Tank cars get 
close inspection before and after loading 


4. You get BUILT-IN EXTRAS 


Built-in characteristics of these Monsanto prod- 
ucts can often save you money by eliminating 
your need for certain catalysts, accelerators and 
inhibitors. Monsanto's new research program as- 
sures you a steady flow of products better suited 
to your processing needs. 


5. You get ALL YOU NEED 


foday, Monsanto is selling its greatest volume 
of acias and heavy chemicals—to new custom- 
ers and those who have been with us more 
than 50 years! This volume operation is another 
benefit you get all you need when you need it. 


Monsanto's Line Includes: 
ACICS HEAVY CHEMICALS 
sulfuric aluminum sulfate 
oleum sodium bisulfite 
muriatic sodium bisulfate 
nitric caustic potash 
chlorosulfonic sodium sulfite 
phosphoric sodiun: sulfate 
mixed sulfur dioxide 
Bag, drum, tank car or carload, Monsanto supplies acids 
and heavy chemicals in any quantity from a conveniently 
located plant, warehouse or through a national network 
of service-minded distributors. Phone Monsanto 
Atlanta, Trinity 6-077 . Boston, Dunkirk 7-5010 
Chicago, Whitehall 4-6750 + Cincinnati, Woodburn 1-3677 
Cleveland, Superior 1-3830 + Detroit, Broadway 3-7090 
Houston, Jackson 6-255] « Los Angeles, Revmond 3-2492 
New York, Plaza 9-8200 + St. Louis, Wydown 3-1000 
San Francisco, Yukon 6-6232 
MONSANTO CHEMICAL COMPANY 
Inorganic Chemicals Division 
St. Louis 24, Mo 


YOUR “BIG BENEFIT” SOURCE FOR PHOSPHATES, 
DETERGENT RAW MATERIALS, SILICAS, ACIDS 
AND HEAVY CHEMICALS 
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A Year Of 
Recovery 


Auto Sales 
To Rise Sharply 


The Industrial Produc- 
tion Index rose three 
points in November to 
141. It is now only four 
points below the pre- 
recession high of 145. 


JANUARY 5, 1959 


areas. 


Pulse of Business 





W hat kind of a year will it be? A year of tremendous challenge 
for purchasing agents—and one that will present many opportuni- 
ties for advances in creative purchasing. The general business out- 
look can be summed up in these few words: better in almost all 





A year ago we were in the midst of the recession. The big prob- 
lem for P.A.’s was maintaining efficient operations in the face of 
sharply declining sales and reduced inventories. Their success in 
this difficult task is documented by the speed with which we re 
bounded in the last six months of 1958. 

Durable goods producers bore the brunt of the 1957-58 inventory 
recession. That’s why their excellent '59 prospects for recovery are 





so important to the entire economy. A sharp pick-up in that sector 


will beef up all industry—and, of course, eventually mean more dol 
lars in everyone’s pocket. 

This is the PURCHASING Magazine forecast for some of the majo: 
industries in 1959: 


Automobiles: The auto industry will sell around 5.4 million cars in 
1959. That’s over a million more cars than the disappointing total 
notched last year—and this 30% rise will mean improved business 
for scores of industries that supply automotive parts and acces- 
sories. 

The 59 models have gone over well with car buyers so-far, with 
sales of most makes up sharply. If the Big Three decide to bring out 
a small car later in the year, it will be still another spur to greater 
auto sales—at least at the outset. 


Steel: 1959 ingot production will be about 110 million tons. The 


1958 total was 85 million tons, and the record year of 1955 saw the 
nation’s steel mills turning out 117 million tons. (Turn Page) 


INDUSTRIAL PRODUCTION 
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THE CRANE LINE- 
Purchasing Managers’ Stand-by 


For thousands of purchasing managers, 
Crane is the dependable source for quality 
piping materials—valves, fittings, pipe and 


accessories. 


Crane's reputation for complete line availabil- 
ity is matched only by Crane quality. 


a Crane quality—in design, materials, manufac- 


turing—results in long-term, reliable perform- 
Diaphragm Valves ‘ 
ance at lowest ultimate cost. You pay no more 


for Crane quality. 
Screwed Fittings 


Crane as your one source for piping material 
makes buying easier and more economical. 


Crane products are readily available, as ample 

stocks are carried by hundreds of local Crane 

branches and wholesalers, located throughout 

the country. 

Shown here are a few of the widely stocked 
an ane Crane lines—a reminder to call your Crane 


Iron Body Valves o--ag supplier for piping materials. 


Steel Body Valves § 


CRAN E VALVES & FITTINGS 


PIPE © PLUMBING ¢ KITCHENS « HEATING « AIR CONDITIONING 
Since 1855— Crane Co., General Offices: Chicago 5, Ill.— Branches and Wholesalers Serving All A reas 
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Purchasing executives can be assured of am- 
ple steel supply—at least for the first half of 
the year. 59 capacity will be 146 million tons, 
so that production will represent around 75% 
of capacity. If the steelworkers strike on July 





1, however, the supply situation can change 
overnight. 





Construction: About $52 billion worth of con- 
struction will be put in place this year, up 7% 
from 1958. But some of this work was con- 
tracted for last year or even earlier. Actual dol- 
lar value of major 1959 contracts let for future 
construction should be around $35.5 billion. 


Public construction—especially highways— 
will be the bulwark of the industry this year. 








Housing starts should be the same as 1958— 
roughly 1.2 million units. 

Aluminum: Domestic shipments in 1959 will 
total over 2 million tons. In 1958, 1.75 million 
tons were delivered to purchasing agents. 

Aluminum, too, is fighting the battle of over- 
supply. Present industry capacity is 2.1 million 





tons—but projects now under construction will 
boost capacity by another 500,000 tons in the 








next few years. 





Appliances: Consumer appliances suffered 
along with automobiles when the American 
public tightened its purse strings in ’58. For 
"D9 the sales outlook is much improved. 

Pent-up demand will help the appliance man- 
ufacturers considerably. Their finished inven- 
tories are down and they'll most likely keep 
their production this year in line with antici- 
pated sales. 


Machinery: 59 will be a better year, but sales 
will still be subnormal. It looks like it won’t be 
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until 1960 at the earliest before this industry 
really recovers. 

Machine tool shipments will increase around 
15% from the low levels of 1958. Farm ma- 
chinery will rise between 10% and 15%, while 
electrical machinery shipments are now coming 
forth at a faster pace. 


Retailing: Both department store and food 
store sales will rise in 1959. The general busi- 
ness recovery will put more money into the 
hands of more people—and give them the op- 
portunity to spend it on personal items. 

Most of the sales increase will be in the first 
half. Possible strikes in some key industries 
could slow down the merchandising area in the 
last six months of the year. 


Chemicals: Sales by the chemical industry 
will show a sharp rise in 1959. Consumer ac- 
ceptance of newly developed products and 
better overall business conditions should result 
in a substantial rise to around $34 billion this 
vear. 


Petroleum: Domestic demand will rise about 
5%. In addition to the oil companies, those 
firms that supply oil country goods will also 
improve their business in ’59. Gas companies 
will profit from the better business situation, 
as will the pipeline and distributing outfits. 


Rubber: Domestic consumption of rubber will 
rise about 10% in 1959 to 1.5 million long tons. 
However, United States capacity will also in- 
crease to 1.7 million long tons by the end of 
the year. 


Don’t expect any miraculous economic spurt 
in 1959, like the one we had in 1955. But you 
can look for a year of general prosperity, higher 
income, and better business conditions for al- 
most everyone. 
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The only one-hand 
strapping tools 


SFC Series 


Complete line of air 
power tensioning tools 
PN Series 





Air power portable 
strapping machines 


AP Series 


strapping 





The only air power feed wheel 
tensioning tool for heavy duty 


Bra 
als 
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- 
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Electric portable 
strapping machines 


AE Series 


Heavy-duty air 
power sealers 


N Series 








Make your product cost less 


to handle, store, ship, and receive 





Power strap feeders 
Model PSF 


Binding things together with steel 
strapping is a low cost way to elimi- 
nate individual handlings, save space, 
and prevent damage. These nine ma- 
chines—part of the most complete line 
of equipment in the steel strapping in- 


dustry—create new ways to save with 
strapping. Signode will be glad to 
help you select the right equipment 
and devise methods to make the most 
of it. There’s a Signode man near 
you. Call him today, or write: 


SIGNODE STEEL STRAPPING CO. 


2676 N. Western Avenue, Chicago 47, Illinois 


Offices Coast to Coast. Foreign Subsidiaries and Distributors World-Wide 
In Canada: Canadian Stee! Strapping Co., Ltd., Montreal « Toronto 








Fully automatic carton 
strapping machines — Model M2N 





Fully automatic roll and coil 
strapping machines 


Model M2ORB 
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The P.A.’s Outlook 


Most P.A.'s Still 
Predict Better Business 


But Optimism Tapers 
As Recovery Slows 


Local Associations 
Warn of Inflation 


r % 

I HE MAJORITY of purchas- 
ing agents surveyed by Pur- 
CHASING Magazine’s Business 
Confidence Poll still expect busi- 
ness conditions in the next three 
months to improve. 

However, the percentage who 
expect an improvement has tap- 
ered off somewhat. In January, 
only 61% predict better business 
in their industries, compared 
with 78° the previous month. 

These figures have been trans- 
posed to a new statistical index. 
The base of 100 equals the aver- 
age level of purchasing agents’ 
confidence in during 
1958. This was determined from 
monthly surveys made through- 
out the year by PURCHASING 
Magazine. Since the way P.A.’s 
feel about the short term 
nomic outlook helps determine 
what they do, the index is valu- 
indica- 


business 


eco- 


able as a lead economic 
tor. 

The January index 
98, a nine point drop from the 
previous month. Some of the 
reasons suggested by P.A.’s for 
their slightly dampened en- 
thusiasm are: 

@ Dissatisfaction with the 
slow speed of recovery from the 
recession. 

® Worry 
forces that are creeping 
into the economy. 

@ Anxiety over the still high 
unemployment figure — now 
ranging around 3.8 million peo- 
ple. 

This same backing off from 
the overwhelming optimism of 


stands at 


inflationary 
back 


over 
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FEB MAR MAY 


1958 
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BUSINESS CONFIDENCE 


How P.A.‘s feel about the short-term economic outlook 


INDEX 


1958x— 100 * 


AUG SEPT OCT NOV DEC JAN FEB 


459 


Purchasing Magazine’s new Business Confidence Index—designed to meas- 
ure purchasing agents’ confidence in the short-term business outlook— 


dropped nine points in January to 98 (1958 


100—the average confidence 


level for the year). Although a majority of purchasing agents expect busi- 
ness to be better in the next three months, the percentage who feel this way 


is slightly less than in December. 


the last couple of months was 
noted in reports from the Na- 
tional Association of Purchas- 
ing Agents and the Chicago, 
Pittsburgh, and Canadian loca! 
associations. 

The N.A.P.A. notes “a con- 
tinuing lull in textile, lumber, 
and machine tool demands.” it 
adds “there is still considerable 
unemployment in many indus- 
tries, with no indication of any 
immediate improvement.” 

According to the N.A.P.A. 
Business Survey Committee, 
many purchasing executives 
continue to be concerned over 
narrow profit margins. But the 
report adds that “price infla- 
tion appears to be very grad- 
ual.” 

The Chicago association has 
some discouraging news to re- 
port about backlogs. “For the 
first time in several months,” it 
says, “an increasing number of 
reporting companies show lower 
backlogs.” 


It also warns that “upward 
pressures continue to reflect in- 
fluence on prices.” 


Starting to Slip 

From the Pittsburgh group 
comes this word: “The slow and 
steady increase in business in 
the tri-state area has all but 
come to a halt—and in some cor- 
ners it has started to slip.” 

It also reports that “the em- 
ployment picture is not good.” 
Inventories in that section of the 
country dropped around 9° 
from the previous month. 

The Canadian association is a 
bit more optimistic. Its survey 
shows “a continuation of the 
trend toward recovery which 
commenced early in the year.” 

jut it points out “the 
cific results .. . betray a hesita- 
tion in that the rate of improve- 
ment has slowed slightly.” It 
rates the recent recovery as 
“gradual, modest, and _ fluctu- 
ating.” 


Spe- 
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NOW...AT INLAND...500,000 ADDITIONAL TONS CAPACITY FOR 
COLD ROLLED SHEET PRODUCTS ... a half-million more tons of the same uni- 
formly dependable steel that has made Inland Quality the recognized standard among manufacturers 
throughout the great Midwest. Inland’s giant, new 4-stand tandem mill, most powerful of its size in 
the industry, is part of Inland’s program of expansion, keeping pace with the growth of Midwest manu- 
facture. New pickling, continuous normalizing, annealing and tempering facilities do their part in 
This new capacity means better service for you from Inland. 


producing this quality steel for your use. 


INLAND STEEL COMPANY 


30 W. Monroe St. + Chicago 3, Ill. | Sales Offices: Chicago - Milwaukee - St. Paul - Davenport - St. Louis - Kansas City - Indianapolis - Detroit - New York - Houston 


‘ el 
JOSEPH T. RYERSON & SQN N 
NLAND STEEL PRODUCT MF 
NLANI aaa NTAINER 


NLAND LIM & 
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e Producers’ Copper Stocks 
Lowest Since ‘56 


e Lead Product Imports 
Are on the Rise 


Vi ETAL prices generally showed little change 
as 1958 came to a close. Many P.A.’s were 
waiting until 59 plans were clearer before go- 
ing into the metals markets. 

Here’s how the situation shapes up in some 
of the more important commodities: 


Copper: Purchasing agents have been buying 
copper at a rapid pace, building up heavily 
depleted inventories. According to the latest 
report by the Copper Institute, stocks are at 
the lowest levels in a few years. U.S. producers’ 
stocks now amount to only a three-week supply, 
based on average deliveries in the September 
through November period. 

This can become a serious supply situation 
for P.A.’s if demand picks up further this 
month. Domestic stocks in the hands of pro- 
ducers were less than 94,000 tons at the end 
of November—the smallest since September 
1956. Continuation of this trend might lead to a 
further increase in the copper price early in 
the year. 


Lead: An increasing number of purchasing 
executives—especially in the Midwest—have 
stepped up their purchases of foreign-made 
semi-finished and finished lead products. These 
purchases have been made at prices substanti- 
ally below those of domestic suppliers. 

Despite the limitations placed by the govern- 
ment last October on imports of lead metals 
and ores, there is no restriction on manufac- 
tured products. Some P.A.’s have been able to 


Wholesale Commodity Prices 


| Metals & Metal Products 


Structural Products 








All Commodities 
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IN CORROSIVE AREAS, WE USE 
ROZONE-ROSEAL POWER CABLE .THAT 


) } ROSEAL JACKET iS TOPS AGAINST [5 
OIL, CORROSIVE FUMES, AND MOST u 
ERI CORROS =p | 
| ioe } 
t) ION Vis oa . 


yn 


on 

















LOOK, MACK ... JUST ABOUT THE 
K EASIEST- PULLING JACKET 
ROUONE ROSEAL CABLE MOISTURE BETTER THAN ANY “| CAN Ger BENDS saan, 700... 
ewta ROSEN OTWMER NON-METALLIC JACKET! 4 . , . 
‘ 


. EVEN AT BELOW ZERO 
SHUELOING taPE al ANO IT MEETS U/t FLAME : TEMPERATURES 
TEST REQUIREMENTS, TOO ! F 


Sin 
BALDING Tam 


Pn 
m WOTONE (On nase 
Mm SLLATION 





> 


STRaNDEO 
CON Dt. Toms 





SEMEL CONDUCTING 
rare 





fr T, HOT AND MUGGY! BUT ROME'S L ————e 
ROSEAL JACKET CAN TAKE IT! YESSIR, | USE A matter of FACT 
WHEN WE NEED DEPENDABLE POWER | ROZONE- ROSEAL 
IN CORROSIVE ATMOSPHERES, WE | BLE 

. | POWER CA 
SAY ROMES ROZONE-ROSEAL | 


POWER CABLE } A 4 








Photo of conventional rubber spec- Photo of Rozene specimen after 
imen after short-time ozone test long-time orone fest. 
WHEREVER CORROSIVE 
COMDITIONS EXIST 


Rozone insulation is high in dielectric and impulse 


strength and has excellent resistance to corona and 
ozone cutting. 


FREE BULLETIN describes the benefits of Rome's 


pre terre d high volt ige power ¢ ables 
ROME CABLE CORPORATION 
Department 720, Rome, New York 


Please send me a copy of the new Rome Cable 
Bulletin RCD-700 


Available in voltage ranges through 15 kv Rozone- 
Roseal preferred power cable may be installed in air, 
conduit, underground ducts, or directly in earth. Your 
choice of premium ozone-resistant insulations: Rozone 
(oil-base) or Rozone A (butyl-base). For complete in- 
formation, contact your nearest Rome Cable representa- 
tive and ask for Bulletin RCD-700. Or mail the coupon 
today. 


ROME CABLE §. 


Type of business 
c oR PO R A Tt O WN 
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Price Trends 








Steel Scrap 


heavy melting Pitt 
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save almost four cents a pound on lead products 
by purchasing overseas. 


Zinc: Another meeting of zinc producing 
nations will be held in New York in March to 
thrash out the problem of regulating exports 
and production. Two similar meetings—in Lon- 
don last September and Geneva in November 
failed to provide any concrete solutions. 

Deliveries of zinc to domesti purchasing - JAN FEB MAR APR MAY JUN JUL auc SEP OCT NOV. DEC JAN 
agents totaled about 83,000 tons in November 1958 1959 
roughly 10,000 tons less than the previous 
month. However, smelter production continued 














around the 65,000 ton mark, which resulted in Rubber 
an 18,000-ton cut in producers’ stocks. 


rib smoked sheets 


Tin: In both London and Singapore, trading 
in tin has been inactive recently. Bids from 
buyers have not been at a high enough level 
to attract interest and prices are steady. 

The big question is still this: Will Russia 
join the International Tin Council as a full 
participating member? Once that mystery 
decided either way, a certain amount of. sta- 











“JAN FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC JAN 
bility, that has been missing for quite some 1958 1959 


time, will return to the tin market 





Aluminum: The self-administered price freeze 
by the aluminum suppliers has drawn praise 
from P.A.’s. Domestic fabricators are now as- 
sured that there will be no price boosts before 
July 1, and they can plan their production 
schedules accordingly. 

However, the aluminum producers are start- 
ing to take steps to cut production in 1959. 
Already Aluminium Limited has announced a 
10% production cutback at its Canadian smel- 
ters, and some of the other large companies 


Cotton 


5 6, New C 
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COLD FINISHED BARS 


e new Bright-Drawn finish 
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J&L's B-1113 leaded steel permits 35% higher machining speeds in this multiple 
spindle screw machine operation at Singer Manufacturing Co., Elizabethport, N. J. 


“J&L B-1113 leaded steel provides 
flawless finish, speeds machining of 
Singer sewing machine parts 35%” 


“Flawless finish of ‘Slant-O-Matic’ 
hook assembly components ma- 
chined from J&L B-1113 leaded 
steels and carefully polished pre- 
vents thread snags,”’ according to 
officials of Singer Manufacturing 
Company. 

With the “‘Slant-O-Matic” hook 
assembly moving at 3200 revolu- 
tions a minute, the slightest burr 
or tool mark on any part would 
snag the thread. Singer officials 
report the machined surfaces with 
J&L steel are “definitely easier to 
polish.”’ They are now using leaded 
steel in over 100 components on 
the scores of industrial and house- 
hold machines they manufacture. 

“‘Use of cold finished leaded steel 
bars also speeds production 35% 
on our multiple spindle screw ma- 
chines. And we get 25% longer tool 
life,’’ Singer officials report. 

Similar machining qualities and 
speed are possible in your opera- 
tions with J&L controlled quality 
cold finished steel bars. A J&L 
steel specialist can recommend 


exactly the right steel for any job 
from J&L’s complete cold finished 
line. Chances are he can help you 
get improved finishes, higher cut- 
ting speeds and longer tool life. 
Call your local distributor or 
write to Jones & Laughlin Steel 
Corporation, Dept. 498B, 3 Gate- 
way Center, Pittsburgh 30, Pa. 


The superior surface finish on hook assembly 
components prevents thread snags. Parts 
are machined from J&L leaded steel bars 
with the improved new Bright-Drawn finish. 


Jones & Laughlin Steel Corporation 


PITTSBURGH, PENNSYLVANIA 
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@ Slight Rise In 
Inventories Noted 


Due END of the inventory recession finally 
showed up in the latest figures released by the 
government, ut the increase in stocks was a 
slight one. Sales and new orders both rose. 


Following a year of steady stock reduction, 
inventories rose $4 million to $49.3 billion. 
Manufacturers cut nearly $5 billion worth of 
inventories in the last year, although the rate 
of decline slowed in recent months. The rise 
was due to an increase in purchased materials 
stocks, since further liquidation continued in 
finished goods. 


Durable goods producers had a greater rate 
of increase in sales and new orders than non- 
durable companies. Sales were boosted primari- 
ly by the automobile output jump, while new 
orders got their big impetus from the entire 
transportation group. 


Manutacturers’ Sales 
Seasonally Adjusted paeiiene of Dollars) 


ALM | Inclactel 








Manufacturers’ Inventori 
Seasonally Adjusted (Million of wenmens 





Manufacturers’ New Orders 
Seasonally Adjusted (Millions of Ootend 
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Dept of Commerce—Seosone 
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Sept 





28,215 
14,132 
2,182 
1,547 
4,314 
3,407 
940 
668 


14,083 
4,278 
378 
1,040 
932 
1,951 
2,803 
481 


26,565 
12,519 
14,046 


54,103 
31,754 
4,356 
3,143 
10,583 
71979 
1880 
1,273 


22,349 
4,725 
1,980 
2,625 
1,423 
3,732 
3,623 
1,097 


26,450 26,096 
12,512 12,177 
13,938 13,919 


27,047 
12,859 
14,188 


27879 
13,511 
14,361 





p— preliminary 


n.o.—not available 
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WHAT’S MAKING NEWS? 


The big news in industry today can often be reduced to a 
chemical formula. Chemistry makes important industrial 
news in so many ways that top management men find it 
difficult to keep up with developments. Yet they must keep 
up because advances in chemistry may have vital mean- 
ing for them. These messages are designed to let you 
know, quickly and easily, what's happening in chemistry. 


You may wish to check certain 
items in this advertisement and 
forward to those concerned in your 
company. 


ROUTE TO: 

















“Octopus” Chemical 
Clears Troubled Waters 





A boon to the mining industry since its introduction, 


Separan” now separates good from bad in chemical 
processing, waste disposal, the pulp and paper industry 
and many other fields 





When Separan went into commercial 
production in 1954, Dow research men 
knew had an unusual chemical. 
They however, by the 
impressive success of Separan in the 


they 
were startled, 


mining field. This suecess was a tribute 
to the ingenuity of many mining engi- 
to use 


neers (who discovered where 


Separan) as well as to the exhaustive 


efforts of Dow’s technical service team 
(who knew how to use it). 

With Separan 
moved into other industries, and, un- 


surprising speed 
like the solids it processes, hasn't set- 
tled yet! 

What flocculation does. Separan is a 
flocculating agent, a mouthful word to 
describe its basic function of gathering 


Demonstration of remarkable flocculating speed of Separan. 


(1) A few drops of Separan added to dirty waste water. (2) Graduate mixed 


gently. (3) In a moment, solids have settled. Compare with untreated waste 


water in other graduate. 


solids that are dispersed in solution 
small masses, or causing 
them to settle rapidly to the bottom 
for either recovery or disposal. Stated 
Separan separates what is 
wanted from what is not. 

How does Separan work? It has a 
long, spiral-shaped molecule with 
octopus-like tentacles that grasp dis- 
that 
weight causes them to settle rapidly to 
the bottom. In a_ single pound of 
there are millions of such 
tentacles, all itching to carry away the 
sludge in industrial processing fluids— 
or to gather up the pay load. 


into flocs, 


simply, 


persed particles so increased 


Separan 


DOWTHERM™ 


Dowtherm™A, the modern heat-transfer 
medium, was utilized by Canada's Imperial 
Oil, Ltd., in a process heating system for new 
lube oil refinery. High temperature stability, 
lower skin temperatures and ease of oper- 
ation influenced choice. 
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Many important industrial uses. Paper 
manufacturers to clarify the 
lake-size quantities of water they use 


use it 


in processing. Separan also se parates 
solids from liquids in the clarification 
of coal-washery water and settles mud 
in the manufacture of alum. Industrial 
plant men long concerned with stream 
pollution problems are raving about 
the way Separan helps clear effluent 
waters. With Separan, industrial wastes 
can from 
to 
ma- 


be economically removed 


process water before it’s returned 
the stream, often saving valuable 
terials which 
been lost. 
Dow “family of flocculants’’. At this 
time, there are two Separan products 
designated Separan NP10 and Separan 
NP20. Dow promises there will be 
more the future Needs of 


various industries for specialized floc- 


would otherwise have 


in neat 
culants are spurring development of a 
to ht 


complete line, designed many 


industrial requirements. 


Synthetic Gum: 
@ New ally for food manufacturers 
If mother is talented in 
the kitchen as Ie gend insists, she did 
Today’s 
the 


star d bvs 


was re ally 


it pretty much on her own 


illies 
food industry and one of the 
Is AS thoc t ] 


foods. 


voung wife has countless 


, as contained in prepared 





DOW CHEMICALS basic to industry 


Glycols, Glycol Ethers ® Amines and Alkylene Oxides ® Benzene Derivatives 


Inorganic Chlorides * 


Magnesium 


THE DOW CHEMICAL COMPANY, Midland, Michigan 


DOWANOL 


Combining the solvent properties of glycols, 
alcohols and ketones, Dowanol" products 
offer the widest range of organic solubility 
available in any modern solvents. Paint, 
brake fluid, ink, other interested manufac- 
turers should have new 52-page booklet. 


For 
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Alkylenes and Halogens ® 
Fungicides ® Herbicides ® Fumigants ® Hundreds of other Chemicals ® Plastics 


Used as a thickener, emulsifier, stabi- 
lizer and moisture retainer, it is color- 
less, odorless and tasteless. One com- 
mon use is in canned fruit pie fillings 
where it provides consistent fluidity, 


Filling makes the pie—and Methocel keeps 
the filling firm and consistent, hot or cold. 


hot or cold. Its non-ionic quality means 
it is not affected by the natural acidity 
of truit Methocel in 


valuable in endless convenience items. 


Food men find 


As a redispersing agent in dehydrated 
fruits and vegetables, it provides a 





Solvents © Germicides 





In the processing industries, this versatile 
product is almost indispensable. Makers of 
glass, soap, paper, textiles and many 
different chemicals get quick delivery from 
Dow's plants in the South and Southwest. 
Request 44-page booklet on letterhead. 
More 165 on 


Information Write No. Inquiry 


rehydrated 
original 
news for the food business—and has 
pte tink od an almost endless list 
of other fields 
paint, leathei 
a few. 
Chelating Agents: 
® Poison antidote of the future? 
Exciting possibilities in 


of 


good 


that smacks 
Methocel is 


product 
goodness. 


‘ drugs, cosmetics, 


and paper, to name 


the medical 
field are beginning to emerge from re- 
search on chelating agerits. Heretofore 
known industrial 

ingenious compounds 


as chemicals, these 
metallic 
ions suspended in liquid in a claw-like 
hold rendering them harmless 
Though still in the investigative 
stage, possible medical use of 
metal-grabbing chemicals provides 
fascinating food for thought. Chelation, 
for example, could be used to counter 


calcium cle posits on bones or to rid 


Crasp 


these 


the body of poisonous lead accumula- 
And it olter the 
ofly hope of an antidote for plutonium 
] nsoning 

Effective medical use of the chelates 
‘fis for the future, but industry is using 
them hundred = different 
ways. Whenever a manufacturing proc 
affected by 


the mstances 


tigns. virtually 


may 


today in a 


ess 1S impurities in water 


the 
chelates come into their own 


In mak- 
| 


ing rubber, dveing textiles, in cleaning 


-and are endle SS 


scale from boilers and heat exchangers, 
the 


cheaply and effectively 


chelates do iob 


an important 
Dow chelating 
sold as Versene 


agents are . Versenol® 


and Versenex*. They're worth investi- 
gating. 
x wk k& * 

For further information about these and 
hundreds of other profit-building chemi- 
cals, contact THE DOW CHEMICAL COMPANY, 
Midland, Michigan, Chemicals Sales De- 
partment 603EEI-5. 


*TRADEMARK OF THE DOW CHEMICAL COMPANY 


TRICHLOROETHYLENE 
The vitally important missile industry is 
making widespread use of a new high- 
purity trichloroethylene developed by Dow 
especially for use in cleaning missile hard- 
ware. Minimum residue on the cleaned parts 
reduces the danger of misfiring 
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—From Head to Head— 


FINEST IN FIT, FEEL 
AND FINISH 





WILLIAMS 
NEW DESIGN SUPERRENCHES| 


F t Square, precision broached openings end sloppy fits and rounded nuts. 
Strong but thin heads permit plenty of clearance in tight quarters. 


Fe p | Drop-forged alloy steel allows trim heads ard slim handles designed 
to give the same “balanced feel” in all sizes... all styles. 


a e 
. i i S h Smooth contours andsatin finished handles provide asafe andsure 
grip. Opening sizes legibly stamped. Chrome plated over nickel. | 


BUY THEM NOW FOR YOUR PLANT ASK FOR CATALOG No. 303 


FOR PROMPT 7 <2\ CALL YOUR 
PERSONAL 4 P LOCAL 
SERVICE i DISTRIBUTOR 
oop S 
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Washington Report 





Overhaul of Military Procurement 


Policies Slated by Congress 


[ ne MILITARY SERVICES 
expect a Congressional overhaul 
of procurement regulations this 
session. 

Late in the last session of Con- 
gress, Senator Leverett Salton- 
stall of Massachusetts, top rank- 
ing Republican on the Senate 
Armed Services Committee, in- 
troduced a bill which he claimed 
would make major reforms in 
military buying. Basically, what 
he has in mind are important 
changes to cut the lead time in 
new weapon procurement. 

A big problem now for the 
military is the lengthy time it 
takes to bring a weapon from the 
concept stage to usable hardware 
Under routine conditions, a 10- 
year lead time is considered nor- 
mal. It is generally believed that 
the Soviets have shortened their 
lead time quite a bit, and the Sen- 
ator fee's his proposed change in 
the law would shorten ours. 

Some of Senator Saltonstall’s 
suggestions, which will be dis- 
cussed by the new Congress, are: 

@ Use of performance “specs” 
instead of the elaborate detailed 
specifications now required. 

@ Application of the “weapon 
system” concept of procurement 
to all major weapons. This means 
that one prime contractor would 
be given the greatest latitude in 
subcontracting. 

@ Insistence on 
fixed-price 
possible. 

@ Exemption of these incen- 
tive and fixed-price contracts from 
renegotiation. 

@ Requirement that prime 
contractors give small business 
the widest opportunity to become 
suppliers. 


incentive or 


contracts wherever 
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@ Greater flexibility in buying 
with open competitive negotiation 
placed on an equal basis with 
formal advertising. 

Obviously, the Senator has 
thrown the works into his pro- 
posals. Some of the ideas are prac- 
tical and others were made for 
political reasons. However, gov- 
ernment buying practices will cer- 


tainly be high on the list of Con- | 


gressional probes. 

For many reasons, some form 
of procurement legislation looks 
likely this year. Perhaps the best 
bet is that a new law on contract 
renegotiation is due. Military buy- 
ing practices are sure to come 
under close scrutiny when re- 
negotiation is being studied 


Uniform Regulations 


Uniform federal procurement 
regulations are also being drawn 
to apply to both civilian and mili- 
tary buying. 


The first section of the new 
regulations, corresponding to Part 
1, Section 1, of the Armed Ser- 
vices Procurement Regulations 
(ASPR), will be issued shortly 

These regulations are being 
prepared by a task force whose 
membership represents the mili 
tary and the various civilian gov- 
ernment departments, The pro 
cedure followed by the task force 
is to study the ASPR and the cor- 
responding regulations of other 
government agencies—and to use 
what is thought to be the best 
of each. 

No major changes will come by 
this approach, but a greater uni- 
formity among departments will 
result. Thus, where one depart- 
ment has developed something of 
value, the other government 
agencies will be able to get the 
benefit 


(Turn Page) 


An extensive re- 
vision of the 
government’s 
procurement 
policies has been 
suggested by 
Senator Leverett 
Saltonstall (R- 
Mass.). His pro- 
posals are sure 
to set off a hot 
debate in this 
session of Con- 
gress, 





CLEVELAND 


Improved M2-MAX’ crounD 


T-SHAPED CUT-OFF BLADES 


can REDUCE YOUR COSTS ee a 
on all types of cutting-off, 
grooving and finning operations 





' 


MO-MAX High Speed Steel, carefully 
heat treated by the most modern methods 
and equipment, provides superior cutting 
qualities ... produces more cuts per grind. 


MoO-MAX COBALT High Speed Steel 
gives best results under difficult conditions 
...has a high degree of red hardness. 











<< A> 
A new method of grinding these T-shaped Cut-off Blades 

assures extremely high accuracy in all dimensions. Head and body are 

always equidistant from the center line. This provides complete in- 

The head and body of every blade 

are ground to close tolerances with 

The top of each blade is ground with a radius, so that the chips are reference to the center line, result- 

ing in accurate uniformity and inter- 

changeobility. 


terchangeability, and saves costly set-up time. 


crimped, Chips are narrower than the blade itself, resulting in a cooler 
running tool, less scoring on the sides of the cut and easier appli- 
cation of coolant. 

Try MO-MAX or MO-MAXN COBALT T shaped Cut-off Blades on 
your next job and see how thei superior performance reduces yout 


costs. Contact our nearest stockroom o1 


A’ 
ANI 


TELEPHONE YOUR INDUSTRIAL SUPPLY DISTRIBUTOR 


y 


, THE CLEVELAND rwistT DRILL co. 


e 
1242 East 49th Street +- Cleveland 14, Ohio. 


Stockrooms: New York7 * Detroit 2 * Chicago6 


Daiias 2 * San FranciscoS ¢ Los Angeles 58 
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Washington Report 





e@ Stable Prices Seen 
Through June 1959 


The price outlook 
tinued stability until 
The recovery pattern 
clearer then and wage 


is for con- 
mid-year 
will 
costs 

be known for most basi 
tries 

In almost every segm 
props 
built in. £ the 


economy, price have 
hirst 

Serious Sag, support 
ately injected by the 


The 


stability in the 


only questio 


can be maint 


Any 


as price cuts are 


change w 
motely indicated 
According to gov 
omists, prices 
1959 can either: (1) hold 
with some creep upward or (2) 
jump sharply 
The only real factor currently 


steady 


holding prices in line is industry’s 
great potential for increasing pro- 
ductivity. The investment in new 

1955 
off in 
if long pro- 


and equipment in 
through 1957 will 
boosted productivity 


plant 
pay 


duction runs are needed 
The 


already in the economy are wage 


wedges for higher prices 


increases, a high level of govern- 


ment spending, and price 
ports. All these have to be over- 


come by 


Sup- 
productivity gains, if 


prices are to remain at present 


levels. 


@ $5'/2 Billion Spent 
For Gov't Stockpile 
Basic 

copper, 

were 


stockpile 


aluminum 


objectives 

and 
virtually completed 
vear’s end. However, the 
of Defense Mobilization is 
quired under contract t 
dustry “puts” of 
when prices fall } 
prices 

During the 
these “puts” 
lion or more With the 


copper firming, there have been 
no recent “puts” of the red metal, 
but industry sales to the 


nickel 


have continued 


govern- 


ment of and aluminum 


JANUARY 5, 1959 


Already the government has 
bought $5 billion worth of ma- 
terials for the stockpile. With the 
exception of a few piddling items 
the 
tives of the stockpile have been 
met 

The 
still buying 
small 


1] ) 
DLOCK 


dollar-wise, original objec- 


government, however, is 


amosite asbestos, 
diamond dies, muscovite 
film mica. It plans to 


pend $9 million for these in the 


and 


current fiscal year 
the 


materials 


ODM is up- 
for the stock 
oxyvgen-tree 


In addition 


include cop- 


‘rro molybdenum, ferro 


vanadium, molybdic oxide. and 


tungsten carbide powde r The dol- 
will be 


lar cost of this program 


million 


e@ ‘59 Capital Spending 
To Stay At ‘58 Level 


Spending for new plant and 


equipment remains a big question 
for the From both 
Government and private forecasts, 


year ahead 
capital equipment spending is not 
likely to go up by much, if at all, 
in 1959. 
A joint 


merce 


Com- 
Ex- 


Department of 
Securities and 
Commission study 
that the rate of spending 
first quarter of the 
year, will be slightly higher than 
in last half of ’58 


It’s towards the end of the year 


and 
change sug- 
gests 


in the new 


that forecasters see the possibility 
of a real upturn. Manufacturing 
should show strength then, 
business leaders could come into 
the market for 
be used 


and 
more money to 
modernization and 
new plant facilities 


This the 


uld probably come at the sam« 


for 
stimulus to 


economy 


inventory build-up 


likely for the 


ne as an 


and most 


Same 


@ Steel Price Hike 
Likely After July 1 


The steel industry expects tough 


bargaining sessions when labor 


contracts come up for renewal in 
From all current signs, the 
will 


June 


steelworkers come to nego- 


tiating sessions demanding a “big” 





COLLETS © HARDINGE COLLETS @ HARDINGE COLLETS @ HARDINGE COLLETS @ HARDINGE COLLETS ® HARDINGE 


@ HARDINGE COLLETS @ HARDINGE 


When You 
Think 


LATHE COLLETS 


= 


SCREW MACHINE COLLETS 


MASTER COLLETS 


One Source of Supply for 
all our ¢ ollet 


requirement 


means Purchasing Econom 


( omple te range 
round he Aagol 
Shop Proved 

for Over 65 Years 


FREE! 


“How to Order 
Collets”’ 


HARDINGE BROTHERS, INC. 
ELMIRA, N. Y. 


Immediate delivery from conveniently 
located stocks in: Atlanta, Boston, Chi- 
cago, Dayton, Detroit, Elmira, Hartford, 
Los Angeles, New York, Philadelphia, 
Seattle, Portland, Minneapolis, Ook- 
land, St. Louis, Toronto, Montreal 


For More Information Write No. 168 
on Inquiry Card—Page 32 





BRIDGEPORT BRASS 


OPPER ALLOY BULLETIN 


mie Reporting New Developments in Copper-Brass Alloys and Metalworking Methods 


‘ 


Conductivity and fast, low-cost fabrication are 
important qualities Bridgeport tube supplies 
for parts like this finned copper tube de- 


froster coil 


High quality surface finish and easy workability 
specified—-and supplied by Bridgeport 
in tube used in modern lamps like these 


Ease of fabrication, heat conductivity and cor 

rosion resistance make copper tube the ideal 
choice for parts like this automatic trans 
mission cooling unit. 


WHY IT PAYS 
TO FABRICATE WITH 
BRIDGEPORT 
SEAMLESS TUBE 


Bridgeport brass and copper 
seamless tube is an unusually versa 
tile metal form which has a host of 
qualities, characteristics and uses 
few other metals can provide. Used 
in lamps, andirons, automotive 
parts, cooling units, furniture and 
other items, it fills a wide range of 
product and production require- 
ments. 


Why Seamiess Tube? 

Fabricators select Bridgeport 
Seamless Tube for many reasons. 
Its beauty and warmth lend much 
to the appeal of consumer products, 
for example. And its corrosion re- 
sistance and rustproofness make it 
desirable where other metals fail. 
Another important plus factor of 
seamless tube is its easy work 
ability. Machining, bending, form 
ing, cutting and cupping all are 
easier. Its wonderfully smooth sur- 
face finish simplifies polishing and 
plating. Close OD, ID and wall 
thickness tolerances are maintained. 
This simplifies fabricating, keeps 
costs down and insures more uni 


form end products. 


Economy... 
In addition to the fabrication 
savings mentioned, additional econ 


omies are realized with Bridgeport 


Seamless Tube because it is pro- 
duced in long lengths to insure un- 
interrupted production runs. 


Characteristics... 

Still another advantage is the 
wide range of characteristics avail- 
able. You can specify combinations 
of mechanical, physical and fabri- 
cation properties as well as tempers 
to suit every need. 


And Quality... 

Made in one of the country’s 
most modern tube mills, Bridgeport 
tubes are checked and inspected at 
every stage of manufacture to as- 
sure adherence to specifications. 
Bridgeport’s other tests cover sur- 
face finish, interior strength, accu- 
racy of gage and diameter, chemical 
analysis, strain, expansion and mi- 
crostructure. 


Find Out More 

. about Bridgeport Seamless Tube 
in a wide range of brass or copper 
alloys for use in fabricating. Our 
Technical Service Men can help you 
Just 
call your nearest Bridgeport Sales 
Office, or, if you prefer, write direct 
to Bridgeport Brass Company, 
Bridgeport 2, Connecticut, Dept. 
3702. 


solve application problems. 


Information Write No. 169 on Inquiry Card—Page 32 


PURCHASING 





Washington Report 





package—including a 40¢-a-ton 
welfare fund, patterned after the 
one won by the mineworkers. 

Industry leaders are clearly 
convinced that any increases in 
wages this time will have to be 
fully reflected in price hikes. But 
they know there is some question 
as to how much of a rise the mar- 
ket can take. 

So far there has been little ad- 
vance buying. Steelmen expect 
some hedging in the first quarter 
And as talk of steel negotiation 
difficulties multiply in the months 
ahead, more P.A.’s will begin to 
stock up in anticipation of a strike 
and price increase after July 1 

The amount of the anticipated 
price increase is still uncertain— 
but most informed guesses range 
between $5 and $7.50 a ton. Pur- 
chasing executives who buy a 
great deal of steel say that the 
companies would have to hike 
prices by at least that amount if 
labor wins its demands for a hefty 
wage increase. 

One large company head- 
quartered in the Chicago area has 
already sent out word to its key 
executives to expect a strike, fol- 
lowed by a $6 a ton rise. This 
company has definitely decided to 
build up its inventories, so that by 
July 1 it will have sufficient 
stocks for a considerable period 
of time thereafter. 


@ Bankers Predict New 
Peaks in 2nd Half 


Since banking and credit played 
such a key role in the recent re- 
cession, P.A.’s are paying clos« 
attention to opinions currently ex 
pressed by bankers. Most of them 
predict a moderate upturn during 
the first half of the year, with 
investment and output reaching 
to new highs by December 

The bankers see a fairly cau- 
tious attitude on the part of busi- 
nessmen during the first six 
months. As business continues to 
improve, they believe that busi- 
ness will tend to increase capital 
outlays, and to invest in inven- 
tory 


—A. N. Wecksler 


JANUARY 5, 1959 





Underwater photograph shows 
strength of new M/R boxes. 
Regular corrugated box (left) 
collapsed in nine minutes un- 
der one concrete biock. M/R 
box (right) stood strong and 
firm after one hour under two 
concrete blocks. 


New MR 


Corrugated Boxes 


stay strong when wet...even under water / 


Important news about Hinde & Dauch’s new M/R (moisture re 
sistant) corrugated boxes: Hydrocooler tests show M/R boxes shed 
water; stay strong and durable for packing and shipping all kinds 
of wet products. Moreover, M/R boxes stack high and straight. 
They save packing and handling time, provide remarkable product 
protection. Initial tests indicate shipping damage to peaches re- 
duced 50%. Anu the smooth, clean surfaces of new M/R boxes 
can be colorfully printed with your brand message. H & D Package 
Engineers are ready to design an M/R corrugated box for your 
product. Write, wire or phone for complete information today! 


HINDE & DAUCH 


Division of West Virginia Pulp and Paper Company 


AUTHORITY ON PACKAGING * SANDUSKY, OHIO 
15 FACTORIES * 42 SALES OFFICES 


mem ea a Se 


HINDE & DAUCH Division of West Virginia Pulp and Paper Company 
8813 Decatur Street, Sandusky, Ohio 


Please rush me samples and detailed literat 
M/R corrugated board 


Name 


Company 
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YOUR “race” 
TRUCK 


BATTERY 





Exide Industrial Division, The Electric Storage Battery Company, Philadelphia 20, Pa. 





50 YEARS AGO, EXIDE 
THE TUBULAR PLATE 


Exide was already 21 years old when it 
launched the Exide-lronclad Battery— 
back in 1909. But the idea of the tubular 
positive plate was brand new. It was 
especially designed for electric truck 
service. Would it really give the longer 
battery life Exide engineers expected? 
Would it make possible greater battery 
economy? Look at the results. 


Against every other type of battery—in 
every type of industrial truck application 

in all kinds of heavy duty service, 
nothing has been found to match the 
Exide-Ironclad. A recent survey revealed 
that 91°, of truck owners who have 
used Exide Batteries still use them. Once 
they experience the advantages Exide 
Batteries offer, they seldom buy any 
brand. No other 


othe battery ap- 


More 


proaches this record of user satisfaction. 


Today, of course, the Exide-Ironclad 
Battery is 50 years better than it was in 
the beginning. Exide engineers have con- 
stantly improved it. They have learned 
the secrets about tubular plate construc- 
tion that only experience could teach— 
secrets about casting the lead grids, 
formulating grid alloys, composition of 
active material, filling the tubes, perform- 
ance of tubing (about 20 different types 
were tested over a | 5-year period before 
the last change). So the new Exide-Iron- 
clad Batteries give today’s buyer greater 
life and economy. than ever before. 
For more details on the new Exide-lronclad 
Batteries, write for a copy of the 8-page, 
illustrated Brochure = 6230 


Up to 44% more power. New Exide- 
Ironclad Batteries with armored porous 
tubing pack more power in the same size 
So you can boost the work capacity of 
your present trucks, large or smal!—do 
more work. Or get the same power i'n a 
smaller size. Either way, you get longer 
life potential and more power per dollar 


for greater battery economy. 


PATENTED 
BATTERY 


Today's advanced-design electric in- 
dustrial trucks Vicld their greatest econ- 
omy and productivity when teamed 
with the new, more powerful, Exide- 
Ironclad Batteries. 


Now—get your chargers from Exide too 


A complete line of chargers for electric 
truck 


motor generator chargers feature down- 


New vertical-design 


batteries. 


draft cooling for cleaner operation, Save 
24 on floor area Mounting space required, 
Can also be wall mounted. Simplitied 
design and standardized construction 
make possible significant parts econ- 
omies which are passed on to you. With 


Exide as your single source for both 


batteries and chargers, you are assured 
of better value, better performance and 


better service. Urite for new brochure 


giving complete information, 


Exide 
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AMERICAN STEEL 
ox \ 
ASH 


WAREHOUSE ASS'N 











ALAN WOOD STEEL COMPANY 


Detroit - Houston + Pittsburgh « Richmond « St. Paul + San Francisco «+ Seattle 
Montreal, Toronto and Vancouver, Canada—A. C. Leslie & Co., Limited 


For More Information Write No. 172 on Inquiry Card—Page 32 
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Mr. John D. Vars, Purchasing Agent, 
Northwest Orient Airlines, 
buys Scott Towels because: 


“Northwest Orient Airlines finds Scott Towels highly 
acceptable on all tourist flights because of the 


whiteness and pleasant feel of the paper. These 
qualities help build good relations with the public 
and put Northwest in a favorable light for repeat 
business from satisfied customers ” 


Washrooms and restrooms are highly — 

ployee and public relations. Send for free bo le that bs 

how to create favorable impressions eis ugh pr scores PAPER 
modern washroom design. Or ask your Sex tir 


copy. He’s listed in the Y. ‘llow Pages under “Paper Tov 


Scott UHA Towels + Scott Multifold Towels + Singlefoid Towels - ScotTissue 

Distributed through the leading paper merchants of America 

For More Information Write No. 173 on Inquiry Card—Page 32 For More Information Write No. 174 on Inquiry Card—Page 32> 
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ee el 


21% to 42% 
MORE ELBOW 


AT NO EXTRA COST 


It's a built-in bonus that comes right with the elbow... 


a tangent or straight section at each end of the fitting.* 


Benefits of this bonus ... this extra value... are yours 
AT NO EXTRA COST because Midwest “Long Tangent” 
Elbows are PRICED THE SAME AS OTHER ELBOWS. It's 
a value you can't afford to miss. 

For additional information, ask your Midwest distribu- 
tor or write us for Catalog 54. 
*Size 24” and smaller have tangents equal to Ye nominal pipe size; 


for example, 12” ell has 3” straight ends. Above 24” pipe size, all 
tangents are 6” long 


MIDWEST PIPING COMPANY, INC. 


Main Office: St. Louis 3, Missouri (P.O. Box 433 
Plants: St. Louis, Clifton, N. J. and Los Angeles 


ASHEVILLE (BOX 446, _— N.C 
ATLANTA 9—72 11TH N 

BOSTON _— > ~ 4 st 

CHICAGO 3- iT MONROE ST 





LES OFFIC 
CLEVELAND’ esis ST. Chain AVE. 
HOUSTON 2-—1213 CAPITOL AVE. 

LOS ANGELES 33-520 ANDERSON ST. 
MIAMI 34—2103 LE JEUNE RD. 


YOU GET 
A 


WITH EVERY 


IDYVES 


“LONG TANGENT”’ 
ELBOW 


ADVANTAGES oF mipwesr 
“LONG TANGENT’ ELBOWS 


They save pipe. 


They often eliminate short nipples and their 
extra welds. 


They save time and money in lining up and 
clamping pipe and fitting. 


They make it easier to apply slip-on flanges. 


They remove the circumferential weld from 
point of maximum stress and can be sleeved. 


THEY COST NO MORE THAN OTHER ELBOWS 





‘NEW YORK 7—S0 CHURCH ST 

ST. LOUIS 4—1450 S$. SECOND ST 
SAN FRANCISCO 11-420 MARKET ST 
TULSA—1640 E. 21st ST 


STOCKING DISTRIBUTORS IN PRINCIPAL CITIES 


wer? PROvS <\oh 
G 
eve no cost? 


CCOCOCGRBBAIA 


_ CYIAVDARSLI 2S 
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This Ex-Cell-O Bushing should outlast 


2 of the kind you are now using 


58-5 


POSITIVE PROOF! EX-CELL-O BUSHINGS 
GIVE TWICE THE AVERAGE BUSHING LIFE 


Recent plant-wide bushing life tests, conducted by a 
large heavy implement manufacturer, established 
this astonishing proof of Ex-Cell-O superiority: they 
lasted more than twice as long as the next best bush- 
ings on the market. 

After drilling 16,300 test holes, the competitive 
bushing showed an average .0039” of wear—ready 
for scrap—while Ex-Cell-O bushings averaged only 
.0017” of wear, less than half as much! 

As a cost-conscious competitive manufacturer, 
you owe it to yourself to investigate the very sub- 
stantial savings Ex-Cell-O bushings offer. Test them 
against any, or all, competitive bushings right in 
your own plant. 


Send your order to Ex-Cell-O Corporation at Detroit, 
New York, Downey, Cal., Lima, Ohio, and London, 
Canada. You'll get immediate shipment. Write for an 
Ex-Cell-O Drill Jig Bushing Catalog today. 


EX-CELL-0 


EX-CELL-O, o 


MANUFACTURERS OF PRECISION MACHINE TOOLS « GRINDING AND BORING SPINDLES 
CUTTING TOOLS + TORQUE ACTUATORS « RAILROAD PINS AND BUSHINGS « DRILL JIG 
BUSHINGS « AIRCRAFT AND MISCELLANEOUS PRODUCTION PARTS + DAIRY EQUIPMENT 


guauaes 32, MICHIGAWN, 


ee 





PACKING 


UPTIME... 


how much 
is it wor 
to you? 


These days, everyone talks about dotwentime costs. Few consider how much 
uptime is worth—the great majority of time when production runs smoothly 
How much is uptime worth to you, each hour? $100—$200—$300? 

And how much are you willing to spend each hour for a packing that will 
help keep your pumps and flow lines maintenance free? 1¢ —2¢—5¢? 

That's the kind of money involved when you use a packing like U. S$ r 
Rainbow®—first in red sheet packing. Each extra hour of production uptime a 
means hundreds of dollars in production, yet those same extra hours of ; i 
packing uptime can be had for just pennies... the difference in cost be- LIP OVA... 
tween a quality packing like U.S. Rainbow and ordinary packings. 

Rainbow is designed to pack flanges or other parallel surfaces against 
hot or cold water, air, saturated steam 
hydraulic conditions — and to pack the 


up to 150 Ibs.) and many other 
m for longer hours of uptime “ee a 
When you think of rubber, think of your “U.S.” Distributor. He's your best CARD te aD 
on-the-spot source of technical aid, quick delivery and the finest quality . MZ 
industrial rubber products. 


. 


Mechanical Goods Division 


) United States Rubber 


WORLD'S LARGEST MANUFACTURER OF INDU 


RUBBER 
AL RUBBER PRODUCTS 
ter, New York 20, N.Y. In Canada: Dominion F er y, Ltd. 
For More Information Write No More Information Write No. 176 For More Information Write No. 177 
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COLUMBIA-SOUTHERN CHEMICALS ANSWER 


concentrations, land or water shipment. And vitally 


ideas and technical help? Instantly 


LOWER COSTS, BETTER PROFITS however you 


nalyze it, dollars saved in processing show up 

early on the balance sheet. That’s the big reason 
vou look so closely at the total “pack ige’” you get 
when you buy such essential materials as chemicals 

Product purity? Meeting or exceeding your 
tightest specifications, shipment after shipment 
Dependability of supply? Delivery from plants or 
terminals meshed exactly to your schedules. Geared 
your handling and use? Widest range of forms, 


important 
ivailable through every district office, or direct from 
Pittsburgh: experienced, practical specialists with a 
keen eye to the economics of your specific operation 
All this, from whom? Why, of course 
Columbia-Southern Chemical Corporation, One 
Gateway Center, Pittsburgh 22, Pennsylvania. 
Offices in fourteen principal cities. In Canada 


Standard Chemical Limited 














COLUMBIA-SOUTHERN CHEMICAL CORPORATION 


A Subsidiary of Pittsburgh Pilate Glass Company 

















Who counts ’em? 
CAMBRIDGE does. . 


... because exact mesh count and mesh 
size are the trademarks of Cambridge 


INDUSTRIAL WIRE CLOTH. 


But, quality isn’t the whole story. When 
you call Cambridge for industrial wire 
cloth, you also get service . . . prompt 
answers to your inquiries . . . quicker 
deliveries . . . and an experienced Field 
Representative who follows up your order 
to make sure our product is giving you 
the best possible service. Let us quote 
on your wire cloth needs. We manu- 
facture wire cloth from any metal or 
alloy including titanium —in nine basic 
weaves. Very likely, we have what you 
require in our warehouse right now. For 





samples or more information, call your 
Cambridge Field Engineer...he’s listed in 
the yellow pages under " Wire Cloth’’. Or, 
write for FREE 94-PAGE CATALOG. 


The Cambridge 
Wire Cloth Co. 


Department AK e Cambridge 1, Md 


Manufacturers of Wire Cloth 
Metal-Mesh Conveyor Belts, Wire Cloth Fabrications 
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Vacuum Cleaner Manufacturer Specifies 


OSHUVEG Fabricated Welded Tubing 
a | 


a 
ia 
a 
Ps 


sal 


Bending vacuum cleaner 
owed it 


oe Value analysis sl} ed it would be more economical 
to buy than produce fabricated welded tubing parts 
for our new cleaner. What's more, we could avoid 


additional capital investment in equipment. 
I 


“se 


So we added Ohio Seamless to our production 
line. They have the equipment and facilities to meet 


our design requirements and to hold to our stepped- 


nety of fabricating operations also is performed on Ohio Special Qualit 


~ 
y Seamless Tubing 


up schedules. And we don’t pay shipping costs on 


scrap just on finished parts 99 


Let Ohio Seamless translate your designs into fin- 
ished parts conserve your capital cut your 
production and shipping costs. Contact your Ohio 
Seamless representative, listed in the Yellow Pages, 
or the mill at Shelby, Ohio Birthpla of the 


idce¢ 


Seamless Steel Tube Industry in America 


OHIO SEAMLESS TUBE DIVISION 


of Copperweld Steel Company + SHELBY, OHIO 


For More Information Write No. 179 on Inquiry Card—Page 32 
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Information For Your Catalog Files 





PRECISION GAGES 


A 12 page catalog presenting ultra precision instru- 
ments and complementary accessories. Photographic 
illustrations show applications and instrumentation. 


Engis Equipment Company 
Write No. 1 on Inquiry Card—Page 32 


CABLE 


Describes plastic insulated and jacketed control 
cable rated at 600 volts. Lists the specifications of 
small diameter, station, flexible, and supervisory 
control cables with two to 19 conductors. Also in- 
cludes LMSA municipal signal cables. 


Chester Cable Corp. 
Write No. 2 on Inquiry Card—Page 32 


CARBIDES 


A 32 page booklet describes a new cutting grade, 
CA-604—an extremely hard grade containing a 
unique crater resistant component. Also contains a 
technical section, featuring six special charts on 
the proper feeds, speeds, and grades of carbide ma- 
terials fer various cutting operations, 


Allegheny Ludium Steel Corporation 
Write No. 3 on Inquiry Card—Page 32 


CONTROLS 


Bulletin 958 illustrates a full line of industrial con- 
trols. Both individual products and assembled con- 
trollers are pictured. Also introduces a new line of 
speed-responsive switches. 


Euclid Electric & Mfg, Co. 
Write No. 4 on Inquiry Card—Page 32 


CONVEYOR BELTS 


Describes heavy industrial Koroseal conveyor belts. 
Available for use in metalworking plants when belt- 
ing must come in contact with cutting oils and 
greases. Also for assembly plants where smooth, 
non-porous, non-marking belts are needed. 


B. F. Goodrich 
Write No. 5 on Inquiry Card—Page 32 


COUPLINGS 


Details the Nyflex flexible gear coupling with a nylon 
sleeve. Provides descriptive data about the light- 
weight coupling. Includes tabular material covering 
horsepower and speed ranges, together with bore 
sizes available. 


Sier-Bath Gear & Pump Co., Inc. 
Write No. 6 on Inquiry Card—Page 32 


FITTINGS 


Catalog 556 is devoted to a line of hydraulic tube 
fittings. Divided into three sections covering self- 
flaring, no-flare, and flare-type fittings. Includes 
information on all popular shapes and sizes from 
1g” to 2”. Several pages are devoted to specifica- 
tions on high pressure steel pipe fittings. 


Flodar Corporation 
Write No. 7 on Inquiry Card—Page 32 


FOOT SWITCHES 


Describes a heavy duty foot switch for use on ma- 
chine tools, presses, and motors. Among the features 
are a high electrical rating, oil-tight cast iron en- 
closure, and protective toe guard. Has photographs, 
dimension drawings, characteristics, and electrical 
ratings. 


Micro Switch 
Write No. 8 on Inquiry Card—Page 32 


HEATING COILS 


Contains complete coil selection information as well 
as detailed descriptive data on the coils themselves. 
Bulletin No. 890 includes illustrations, construction 
specifications, dimensional data, surface charts, and 
circuiting diagrams. Describes standards steam, 
steam distributing, and hot water coils. 


American Air Filter Co., Inc. 
Write No. 9 on Inquiry Card—Page 32 


MATERIALS HANDLING 


Bulletin #509-2 illustrates the use of palletized han- 
dling of kegs and multi-sized cartons. Has com- 
plete specifications of pallet sizes, stacking heights, 
and equipment necessary to utilize a system of pal- 
letized loads. 

Lewis-Shepard Products, Inc. 


Write No. 10 on Inquiry Card—Page 32 


PORTABLE POWER TOOLS 


This 70 page booklet describes a complete line of 
portable power tools. Also lists accessories and at- 
tachments. 


Millers Falls Company 
Write No. 11 on Inquiry Card—Page 32 


ASSEMBLY TOOLS 


Catalog No. AT10-58 contains engineering dimen- 
sions and specifications for retaining ring pliers, ap- 
plicators, dispensers, and grooving tools. The 16 page 
catalog contains a selector guide for recommended 
assembly tools for each ring type. Also includes 
descriptions and illustrations of assembly fixtures 
for internal and external rings, along with infor- 
mation about mechanized assembly. 


Waldes Kohinoor, Inc. 


Write No. 12 on Inquiry Card—Page 32 
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Youngstown 
steel bars 


will help build 
farm machinery 


in his day 


Giant, remotely-con 
trolled agricultural ma 
chinery in Ais day will 
utilize steel bars in quan 
tities unheard of in build 
ing the farm equipment 
of Dad's time Youngs 
town, today, is anticipat 
ing tomorrow's need for 
more and better steel bar 
stock. Constant forward 
strides in research and 
steelmaking facilities 
make certain that when 
farmers of Ais generation 
are ready for machinery 
... Youngstown steel bars 


will help build it 


YOUNGSTOWN 


SHEET ANDO TUBE COMPANY 


Manufacturers of Carbon, Alloy and Yoloy Stee 


Youngstown, Oh 








There’s a Thermoid Hose 
for every job 


Cut costs with 
Thermoid Conveyor Belting... 





And for your job, too! 


You'll find Thermoid has a hose 
that wears better, lasts longer, 
stays ‘“‘on the job” to save you 
time and money. Each Thermoid 
Hose is built to do a specific job 
best. The same is true of Thermoid 
Conveyor Belting, Multi-V Belts 
and Friction Materials. Call your 
local Thermoid Distributor today. 
If you prefer write direct to: 
H. K. Porter Company, Inc., 
Thermoid Division, Philadelphia 
35, Pa. 


Ii. K. PORTER 
ComMPANY, INC. 


THERMOID DIVISION 








Catalog Files 





RESIN COATINGS 


Describes a number of industrial 
specialized finishes. Has specifica- 
tions and technical data on poly- 
amide-epoxy coatings. Lists advan- 
tages and uses. 


D. J. Peterson Company 
Write No. 13 on Inquiry Card—Page 32 


TRANSFORMERS 


The 24 page bulletin gives a com- 
plete reference for selecting small 
power and control, general-purpose, 
and_ special-purpose transformers. 
Catalog GEA-6723 contains descrip- 
tions of each transformer type. In- 
cludes typical ratings, prices, and 
detailed application information on 
each type of product. 


General Electric Company 
Write No. 14 on Inquiry Card—Page 32 


TURRET DRILLS 


Illustrates and describes automatic 
hydraulic and tape controlled turret 
drills. The 12 page bulletin gives 
complete details on operation, in- 
cluding pre-selected speed changes, 
depth control, and feed rate. 


Burg Tool Manufacturing Co., Inc. 
Write No. 15 on Inquiry Card—Page 32 


VALVES 


Bulletin LB-3 describes series LB 
control valves. The 12 page booklet 
gives details on construction and 
operating characteristics. Also points 
out various design features and op- 
tional accessories. Complete specif- 
ications and valve sizing data are 
included. 

Conoflow Corporation 
Write No. 16 on Inquiry Card—Page 32 


VOLTAGE STARTERS 


Bulletin 14B8192 describes design 
and construction features of auto- 
matic reduced voltage _ starters. 
Covers 50 to 1200 hp starters. Has 
descriptive copy on the theory and 
operation of low voltage starters. 
Also includes starting characteristic 
calculations, horsepower ratings, and 
features of the contractors, relays, 
and fuses. 

Allis-Chalmers 
Write No. 17 on Inquiry Card—Page 32 
For More Information Write No. 181 
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Been using that 
new gummed tape 


we ordered, Mac? 


Sure have! And 
you know, I 
think it’s about 
the best we ever 
used around 


here! 


Want me to order 


it for you again? 


Yeah, I do. Let’s 
see, I think it’s 
called “‘Safetex’’! 


The easiest way to make money is by saving money 
You can do just that by ordering Safetex for your 
Shipping Department. Safetex cuts application costs 


increases shipping room efficiency 


SaFETEX SUPERSTANDARD GUMMED 1T -_ 


CENTRAL PAPER COMPANY - MENASHA, WISCONSIN 
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555 W. Adams St., Chicago 64, Illinois 





Every day in 
plants, 


America’s cost-conscious 
Continental drills are proving 
their ability to produce a finer, cleaner 
hole and to last longer — up to 25% 
production! Continental drills 
cost you less per hole! 


CONTINENTAL 
DRILL corporation 


more 


WAREHOUSES: 
LOS ANGELES 
2944 Tweedy Bivd 
LO 7-4424 


NEW YORK 


TACOMA, WASH 
75 Murray St 
7 


2006 Center St. 
MA 17-3434 


4 PERMANENT 
TIME-SAVING CHARTS 


Continental Drill Corp 
Chicago 6, til 


555 W. Adams Street 


FREE ha 








| » 
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Letters To 


The Editor 





COSTS VS. TOTAL SALES 


I note in one of your recent 
issues that you have no informa- 
tion to offer a reader who is in- 
terested in the typical ratio of 
Purchasing Department Costs vs. 
Total Sales, Cost of Production 
and other criteria, Looking back 
in my files I find a report en- 
titled, ‘Purchasing Department 
Operating Ratios.” The first two 
paragraphs will be of interest: 

“The October, 1957 Manage- 
ment News contains an article by 
G. H. Haas entitled, ‘Purchasing 
Department Operating Ratios: 
Excerpt from a Research Study’. 
The article covers a study of the 
purchasing department cost of 
126 manufacturing companies. An 
analysis was made of the number 
of staff members in the purchas- 
ing departments as related to to- 
tal account, purchasing 
costs as related to value of pur- 
these rela- 


fe yrce 


chases and costs as 
ted to sales volume. 
“Generally and as may be ex- 
pected, purchasing 
with increas- 
ing complexity of product and to 
be lower for integrated 
firms producing their own raw 
materials against firms pur- 
chasing these materials or merely 
assembling purchased compon- 
nents. Purchasing also 
tended to vary with 
volume.” 
Pa Kirkish 
Purchasing Agent 
Barium Products 
Modesto, Calif. 
@ Management News is a pub- 
lication of the American Manage- 
ment Association, 1515 Broadway, 


New York, New York. 


costs are 


shown to increase 


large 


as 


costs 
inversely 


sales 


Ltd 


SPEAKERS BUREAU 


I want to extend to you the 
thanks to the Minneapolis Chapter 
of the NIAA (National Industrial 
Advertisers Association) for mak- 
ing it possible to have Doug Fran- 
cisco talk to us at our September 
meeting. 

Mr. Francisco did an outstand- 
ing job of presenting the subject 
of how to advertise to purchasing 
agents, and all of the comments I 


heard immediately after and since 
the meeting have been highly 
complimentary to him and to the 
magazine. 

He made a very unusual and ef- 
fective arrangement by having 
five local purchasing agents at- 
tend the meeting; and they were 
kept busy fielding questions dur- 
ing the discussion after Doug’s 
talk. 

We feel that PurcHAstnc Mag- 
azine is very fortunate in having 
such an accomplished speaker on 
the staff and we shall certainly 
recommend him highly whenever 
we have the opportunity. 

George W. Decker 
Vice President 
Minnesota Chapter, NIAA 


FREE—UPON REQUEST 


Thank you for making avail- 
able to us your excellent film “In- 
dustrial Purchasing.” 

It was shown to our production 
and purchasing personnel and was 
well received. 

C. R. Liddell 

Buyer 

General Electric Company 

Specialty Transformer 

Department 

Fort Wayne, Indiana 
e We are pleased with the fine 
reception this film receives where- 
ever it is shown. Produced in co- 
operation with the Encylopedia 
Brittanica, it is available without 
charge to purchasing or company 
groups. For information or reser- 
vations write Miss Irene Kreidler, 
PuRCHASING Magazine, 205 East 
42nd Street, New York 17, New 
York. 


WE'LL DO IT EVERY TIME 


Congratulations to you, and a 
tip of my hat to Purchasing Agent 
Warren L. Price, of Tileston & 
Hollingsworth Company for “Pur- 
chasing is Management” (page 73, 
November 10 issue). 

You have presented this old, 
old subject in a very interesting 
manner. 

H. D. Beebe 

Director of Purchases and Stores 
Key System Transit Lines 
Emeryville, Calif. 
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Genuine ALLENs for your 


king-size holding jobs now 


available from stock! 


1%” and 1)” sizes are standard 


These applications show you the great variety of holding jobs for 
which designers and engineers are specifying these rugged king-size 
Allen Hex-Socket Cap Screws. They're genuine Allens, from their 
heads to their Leader Points. Pressur-formd, to preserve the long 
fibers uncut throughout their lengths. Highly accurate threads. 
Leader Points, of course—for fast, true starting. 14” and 1%” 


diameters available immediately from stock—larger diameters are 


available on special order. 


PHOTO: THE OILGEAR Co. 


King-size Allen Hex-Socket Cap 
Screws are used to secure the 
flanges in this big 12-inch 3000 
psi Oilgear Surge Valve. 


PHOTO GOUOMAN “FG. CO 


King-size Allens secure cutter 
arms, tilting arms, and elevating 
cylinders in this massive Good- 
man Continuous Mining Machine. 


Be 


PHOTO SODERHAMN MACHINE MFG. CO, 


King-size Allen Cap Screws se- 
curely clamp the knives of this 
large and unusual machine that 
debarks whole trees. 


PHOTO: JOHN ROYLE @& SONS 


King-size Allens in the side-de- 
livery Extruding Head of this 
Royle machine for application of 
rubber or plastic in solution. 


The cost of Allen Hex-Socket Cap Screws is only a minor fraction of your assembly costs 
... be sure you're getting the timesaving, cost saving advantages of genuine Allens! 





prs 





ALLEN GRIP HEAD CAP SCREWS- 
known throughout industry as fastest, 
easiest starting, firmest holding. Stand- 
ard sizes from No. 0 to 14%” diameters. 


DES CN oad a 


ALLEN BUTTON HEAD CAP SCREWS 
for streamlined, snag-free, unbroken 
surfaces where countersinking is im 
practical. Standard sizes from No. 4 
through %” diameters 





: 


for str 


plates, moldings, etc. Standard sizes 
from No. 4 through %” diameters. 


ALLEN FLAT HEAD CAP SCREWS 
t lined, flush-fast g of thin 








ALLEN STAINLESS STEEL CAP 
SCREWS—for applications where bright 
finish, or rust and corrosion resistance 
ts essential. Standard sizes from No. 0 
to %”* diameters 








FREE! .. . this new 
“vest-pocket” size 
Allen Hex-Socket 
Screw HAND- 
BOOK ...112 
pages of up-to- 
date technical 
information ... 
Send for your 
free copy 
today. 


MANUFACTURING COMPANY 


Hartford 1, Connecticut 


Bloomfield, Conn, . 


L L. = mg Warehouses 


Stocked and sold by leading industrial distributors every where 


Plant Chicagc, Los Angele 
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NEW IDEAS IN 
PACKAGED POWER 




















































































































3 new Sorensen transistorized 
d-c supplies can solve your lab, 
production and design problems 


In the Sorensen ‘'Q’’ Series, you can 
select from the most complete line of 
fully transistorized, highly regulated 
low-voltage d-c supplies on the market: 
QR-Nobatrons, (shown above, left) with 
output continuously adjustable down to 
zero volts, are ideal for labs or wherever 
maximum flexibility is required. Two 
models, QR36-4A and QR75-2, put out 
respectively 0-36V at up to 4 amps and 
0-75V at 2 amps. Regulation of QR36- 
4A is +0.025% or 4 MV for combined 
line and load variations. Input: 115vac 
50-400 cps available for either bench 
or rack-panel (514” x 19”) use. 


Q-Nobatrons”, with 2:1 adjustable out- 
put, can render outstanding service in 
semi-permanent lab set-ups, in produc- 
tion test, or integrated into your own 
product. Available in 15 models up to 


200 watts capacity with 6, 12 or 28 
volts out. Specs and packaging are simi- 
lar to QR models above. Models for 
+0.25% or +0.05% regulation are 
available. Lower wattages are available 
two to a single rack panel (3!4” or 
514”x 19"). 


QM-Series, solder-into-the-circuit sup- 
plies (shown above, right) mount like a 
potted transformer or choke and come 
in 36 variations: nine voltages from 3.0 
to 36vdc, regulated +0.05%; and four 
wattages, 2, 4, 8 and 15. Input 50/60 
and 400 cps at 115vac. (Incidentally, 
Sorensen also offers similarly packaged 
DC-to-DC and DC-to-AC converters.) 
Ask us, or your nearest Sorensen rep- 
resentative, for the complete story on 
these precision transistorized regulated 


d-c supplies. 6.42 


SORENSEN & COMPANY, INC. 


Richards Avenue, South Norwalk, Connecticut 


S rensen— 


WIDEST LINE OF CONTROLLED-POWER 
EQUIPMENT FOR RESEARCH AND INDUSTRY 


IN EUROPE, contact Sorensen Ardag 


Zurich, Switzerland. IN WESTERN CANADA, ARVA. 


IN EASTERN CANADA, Bayly Engineering. Ltd. IN MEXICO, Electro Labs, S. A., Mexico City. 


For More Information Write No 


14 
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Letters 


BACK DOOR VISITS 


We would appreciate it if you 
would send us any articles you 
have pertaining to visits by sales- 
men directly to the mill. Some- 
times the visitors by-pass the 
purchasing department entirely, 
while others, with permission 
from the purchasing department, 
visit so frequently as to be an- 
noying to the operating people. 

W. J. Langfitt 

Jones & Laughlin Steel Corp. 

Pittsburgh 30, Pa. 


@ Many companies have estab- 
lished very effective controls re- 
garding the “back door” approach. 
A composite of these efforts 
would be: (1) Get top manage- 
ment to initiate a policy state- 
ment saying that all salesmen 
should first go through the pur- 
chasing department every time. 
they call; (2) some control should 
be set up whereby purchasing 
gets a copy of the reception room 
registration booklet so that pur- 
chasing people know exactly 
where all visitors are; (3) Ap- 
proval and cooperation would 
have to be obtained from requisi- 
that they will refer 
salesmen back to the purchasing 
department when calls are made 
directly upon them. This can 
sometimes be controlled by sim- 
ply instructing receptionists not 
to permit anyone through with- 
out a pass. If these controls are 


tioners so 


instituted with everyone's coop- 
eration and understanding, there 
shouldn't be any problem in get- 
ting them to work, 


POINTED NEEDLES 


I thoroughly enjoyed your ar- 
ticle, “A New Approach to Pur- 
chasing Paperwork,” which ap- 
peared in a_ recent 
PURCHASING Magazine 
id). 

Mr. Barcan has given us some 
thought-provoking ideas. Receiv- 
ing the needle concerning the 
volume of paperwork really hits 
home with most of us. 

J. E. Doyle 
Director of Purchasing 
Eastman Kodak Company 
Rochester 4, New York 
For More Information Write No. 186 
on Inquiry Card—Page 32> 
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Experience—the extra a//oy in Allegheny Stainless 


key words in solving production puzzles: 
Allegheny for Stainless; Ryerson for Service 





of your toughest production puzzles is getting top 


lie . osek > . 
lity stainless steel wher you need it, check in now with 


the Allegheny-Ryerson combination 

Allegheny Ludlum is the leading producer of stainless 
steels in all forms. And Ryerson, long recognized as the 
largest and best steel service center, carries Allegheny 


Stainless. This unbeatable team brings you the iality 


Dest Qt 


stainless quick, when you need it 
Ryerson now stocks 2,351 shapes, sizes. finishes and 


the most complete line 


NY 


e | e \f 
delivery ¢ 5 


AIRCO 


alloys of Allegheny Stainless 


ALLEGHE 


for warehouse 


Export distribution 


EVERY FORM OF STAINLESS 


For More Write 


Information 


EVERY HELP 


Ryerson relieves you of the 


And 


inventory COST, gives you as quick service as your own 


of stainless anywhere! 


stoc kroom 
Whether 
bars or whatever, Ryerson stocks it. Trained sales- 


your order is for Allegheny Stainless sheet, 
plates, 
men and technicians to help in selecting or in fabricating 
at your service 

Call Ryerson, for top quality Allegheny Stainless from 
Allegheny Ludlum Steel Corporation, 


Pa. 


are 


} 
warehc STOCKS 


Oliver Building, Pittsburgh 22, 


LUDLUM 


RYERSON 


USC 


y less, ca 


INTERNATIONAL 


IN USING IT 
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Purchasing People in The News 





Clyde E. 
pointed purchasing agent of the 
Industrial 


Rosene has been ap- 


Surface 


Ti vledk . 


Division of 
Combustion Corporation, 


C. E. 


Rosene 


Ohio. Mr Rosene succeeds Morris 
Goodman who Mr. Ro- 
sene joined the company twenty 
and 
purchasing agent since 1943. He 
National As- 
asing Agents 


retired 


five years ago was assistant 


is a member of the 


: ; ) \ 
sociation of Purcl 


Appointment of Harlan E. East- 
man to the newly created post of 


i> y ? + » ? y 
aaministrator LOY 


Los 


an- 


purchasing 
Beckman Instruments, In« 

Angeles, Calif., has been 
nounced. Mi Sastman will be 
head of the purchasing act 
of the 


divisions 


tie 
IVILICS 


companys six operating 


ana a 


subsidiary. He 


joined the Beckman 


organization 
in 1957 as purchasing agent for 
the Helipot Division 
he was manager of purchasing for 
the Clary Corporation for thir- 
Mr. Eastman is a di- 
the Los Ang Pur- 
chasing Agents Association. He is 
district Value 
Analysis-Standardization for 
National Association of 


ing Agents. 


Before that 


teen years. 
rector ol geles 
also chairman of 
the 
Purchas- 


Rheem Manufacturing Com- 
pany, New York, N. Y., has an- 
nounced 
George J. 


| 
the appointment of 


Papas as vice presi- 


JANUARY 5, 1959 


dent-purchasing. Mr. Papas had 
been director of purchasing since 
1946. He joined Rheem at Chi- 
cago in 1941 and served as plant 
purchasing agent at Danville, Pa., 
and Sparrows Point, Md., before 
his appointment as director of 
purchasing. Mr. Papas is a mem- 
ber of the American Iron 
Steel Institute, the American 
Management Association and the 
steel committee of the National 
Assoc.ation of Purchasing Agents 


and 


E. F. Andrews has been ap 
pointed assistant to L. H. Bittner, 
vice president in charge of pur- 
chases, Allegheny Ludlum Steel 
Corporation, Pittsburgh, Pa. Mr 
Andrews comes to Allegheny 
Pitman-Moore 
Ind., 


director of 


Ludlum from 


Company, Indianapolis, 


where he has been 
operations for the past two years 
Prior to that appointment, he was 
for ten years director of pur- 
chases of Pitman-Moore. Mr. An- 
drews is a past president of the 
National Purchas- 
ing Agents. He is currently chair- 


N.A.P.A.’s national ex 


ecutive advisory committee 


Association of 


man ol 


Washington, 
has announced the appoint- 
Richard H. Schwank as 
director of procurement and sup- 
ply. He succeeds George Porter, 
Mr. Schwank 


director ol 


Capital Airlines 
D: < 


nent ol 


who has resigned 
has been assistant 
procurement and 

1956. He had 
years experience in the aviation 
sales and purchasing fields. First 
employed in American Airlines 
division, he joined 
Chicago and Southern Airlines in 
1941. There he was avpointed 
purchasing director. When C&S 
with Delta Airlines, he 
became assistant director of pro- 
From April 1954 until 
joining Capital in 1956, he was 
supervisor of commercial spare 
parts sales for both the foreign 
and domestic operations of Air- 
Research Manufacturing Co., Los 
Angeles. 


supply since 


has over twenty 


procurement 


merged 


curement 


Westinghouse Air Brake Com- 
pany, Pittsburgh, Pa., has changed 
its purchasing 
the Pittsburgh 
Purchasing 


organization serv- 
divisions 

have 
at two divisional 
the Pittsburgh 


area. These departments will re- 


ing 
departments 
been established 


headquarters in 


unit 


local 


place a central purchasing 
which has been serving all 
operating units 

R. E. Moritz 
manager of purchases for the Air 
Brake and Products 
Divisions with headquarters in 
Wilmerding, Pa. H. I. McKeever 
will be manager of purchases for 
the Union Switch & Signal Divi 
R. M. Horn- 


beck, vice-president of purchases 


has been named 


Industrial 


sion at Swissvale, Pa 


and traffic, 
] 


ordinate all purcha ing activities 


1} 
will supervise and co 


In addition, he will be responsible 
for traffic 


all divisions 


and transportation at 


and 


subs:diaries 


American 
Oak, Mich 


pointment of 


Planter Co Burt 
announced the 

William J. 
Almen as purchasing agent 


ap- 
van 


This 


W. J. van Almen 
addition to Mr 


previous 


duty is an 
Almen’s 


duction 


dutie as pro 
manager and cost 
Mr. van Almen 
been previously employed by the 
Bendix Aviation Kansa 
City production co 
ordinator; the L. A. Darling Co 
Metal division as a cost 
and methods 
Wade Electric 
methods analyst 


tor. 


ac- 
countant has 
Corp ; 
division as 


account 
analyst; and the 
Products Co., as 


and cost estima- 





re 


Coit COMPANY 
Divisio® 


nn Mfg. 
n Company 


Ww -Edisot 
Ao. 


Bussm4 
McGra 
St. Louis 7,? 


Gentleme™ 
Jopment of any product, ace 
Since out 


eve 
mportt ‘ 
e was § 


was 
a juction of 
ave eliminated this unknown 


e permit 
ot mechanic al 
cause for tas 


a protective devic 
he eve 
where the 
iS desttoy ea. 


e need 
j, but in © 
q stage 


jence We 


est W ork = 


he solenols 
e test at 


For this ¢ 
operation of 

breakdown: stop th 
be examined before the evs 


Fusetron fuses on 
sistency in rheit 
ere uses it 


electrica 


ago, we St 
have 2 t 
z use fuses Ww 


oper Siz 
he direct cause of 


wo years 
em to 
rating: e the Pt 
has bee™ $ ermine ¢ 
breakdown: 
e that if n fuses + eee Gat WES g used 
eal ot coil replacement could be as oided 
jowns, required while 4 solenoid js beins 
\iminated: 


belicey enerally 
in the (eld, 4 great ¢ anc 
resultant y shuts repaires 
or replace ‘ld be ¢ 

ould be 4 boon to our service det 
the numbe service calls we hay 
directly © . to failure of the S© 
e of the Fusetron fuse prot 
ystomers and ourselves: 


as it would 


sartme yt, too, * 
e the 


cut down eto make whet 
problem is not Jeno: 
yat general us ection fot 

sth our ¢t 


\d help bo 
genet ally 


We feel tt 
solenoids wou 
The sic Fusetron fuse w 
about 125% of the holding © 
Yours very truly, 


“OIL 4 


e use OF normal application” is 
¢ the solenow: 


urrent rating © 


pEeTROIT C OM? ANY 


(i Vs 


A. Viale 
jent 


“A Grea | 
a) i 
could be yaa: of Coil Replac 
Shutdowns : ed, fellate! Resul ement 
Solenoid . Eliminated b tant Costly 
ids with FUSETRON fgg 
: } 4 ee 


PurRcHASING 





Protecting solenoids 
or other electrical equipment with FUSETRON 
Fuses—gives you greater safety, dependability 


— 





New! 


The BUSS Add-On Fuse Block 
for the protection of solenoids 
Small Motors on Multi-Circuit Equipment 


B Add fuse block moke mit e end of fuse to be removed 





protect equipment of . fror , 4 rais right 


needed 
ble spoce 

Each fuse can be used as a 
circuit disconnect. 


y de 


More Information Write No 


JANUARY 5 








and money-savings! 


FUSETRON dual-element fuses provide 10 point 
protection against electrical troubles—unlike circuit 
breakers or ordinary fuses which, except in rare 
cases, protect only against short-circuits. 


with no mainte- 
nance or recalibration required. They are calibrated 
at the factory by engineers. Once properly installed, 


Fusetron Fuses remain safe 


they require no inspection and resulting downtime 
necessary on mechanically operated devices. There 
are no hinges, pivots or contacts to stick or get out 
of order. Dust, corrosion or oxidation cannot in- 
crease a Fusetron fuse’s 
blowing time. 


capacity or lengthen its 


After years of inactivity, a Fusetron fuse will 
give the same safe, dependable protection if called 
upon to open as it would have on the day it was 
installed. 


For more information, write for... Bulletin FIS on 
Fusetron Fuses. 


Bussmann Mfg. Division, McGrow Fd 
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FORMULA 
FOR 
REDUCED 
ASSEMBLY 
cosTs 


Here's a sure fire way to get design and 
production engineers to listen atten 
tively when you talk purchasing costs 
tell them there’s more to buying tubu 
lar rivets than just price and delivery 
Tell them tubular rivets and automatic 
riveters ought to be paired for maxi 
mum cost savings! 
For the answers to assembly problems 
get in touch with Milford first! 


MILFORD RIVET 
& MACHINE CO. 


MILFORD, CONNECTICUT . HATBORO, PENNA 
ELYRIA. OHIO « AURORA, ILL. » NORWALK, CALIF 
For More Information Write No. 189 
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FOB-"tilosoty of buying” 





Waar A CHRISTMAS it was! 
Personally, we all had a_ ball. 
Glasses, ornaments, and children’s 
laughter tinkled throughout the 
house. Joy wasn't confined one 
bit. But 


murder. 


professionally it was 


First, a local association official 
publiciy questioned the taste, au- 
thorship and, by implication, aim 
of one of the articles on gift-giv- 
ing in our September 1 issue. 
Actually, in publishing the article 
(which was written by an indus- 
trial sales manager) we thought 
we were aiming at the same goal 
as the official: to abolish Christ- 
mas giving by suppliers. 

Then we got it from the other 
side. Senior Editor Stu Heinritz 
in a talk before the Milwaukee 
Association said he “didn’t think 
there should be any degree of 
compromise” about accepting 
Christmas gifts, and that purchas- 
ing agents have a responsibility 
to try to halt the practice of gift- 
giving. 

A quick-witted reporter got a 
fire going by tieing Stu’s state- 
ment to one issued by Charles 
Ward, president of Brown & Bige- 
low, “the largest company in the 
business remembrance field.” 

“What a man does in his busi- 
fumed Mr. Ward, “is ac- 
tually his own business, so long 


ness,” 


as he doesn’t hurt anyone else. 
But when he advertises what he 
is going to do, when he tells a 
thousand of his suppliers that his 
people may not accept Christmas 
gifts, then he is using the boycott. 

“He is boycotting the smoked 
turkey processors, the ham peo- 
ple, the Maine lobsterman, the 
New Orleans praline manufactur- 
er, the manufacturer of billfolds 
and pens and playing cards and 
cheese; the fruit grower and the 
magazine publisher and the dis- 
tiller. 

“And suppose he does cut out 
Is he go- 
ing to cut off his employees too? 


gifts to his customers. 


Is he going to save a few dollars 
by ceasing to make overt ges- 
tures of friendship toward them— 
and thus open the doors to further 
union inroads on his profits?” 


We certainly want to see pra- 
line producers, lobstermen and 
ham people prosper. Above all, 
we want to see magazine pub- 
lishers prosper. But we still be- 
lieve in competition, and we don’t 
think praline producers, turkey 
processors, ham people—or pub- 
lishers—have any right to cry 
“boycott” simply because a com- 
pany’s policy may indirectly af- 
fect them. If that idea is accepted 
we'll have the peanut butter man- 
ufacturers bellowing “foul” at a 
rule that sandwiches can’t be 
brought into the offices; the cigar- 
makers association bellowing “un- 
fair practice” about a no-smoking 
regulation in a gunpowder fac- 
tory, etc., etc. 

But this thing isn’t over yet. 
Just wait until the greeting card 
manufacturers see this letter sent 
out to suppliers last month over 
the signature of G. T. Smith, vice- 
president, purchasing, New York 
Shipbuilding Corporation: 

“During the past few holiday 
have closely ex- 
amined the practices of our sup- 
pliers in sending Christmas cards 
to our personnel. In most cases 
it seems to have evolved into a 
matter of onerous duty. During 
the 1957 Christmas season, we 
put aside—in a two-day period— 
seven different cards addressed to 
our buyer P. Crehan, all with dif- 
ferently spelled names and differ- 
ent initials (Creen, Crehand, 
Crean, Krehan, etc.). Under these 
circumstances, one can only as- 
sume that the spirit that origi- 
nated this practice is lacking. 

“Because of this, we would ap- 
preciate it very much if you 
would strike from your firm’s 
Christmas card list the names of 
our purchasing department per- 
sonnel. We are sure you will un- 
derstand the spirit of this re- 
quest.” 


Take cover, Smith! 


seasons, we 


Ws DIDN’T know quite how to 


classify the following item from 


“The New York Times,” yet we 
felt it would interest purchasing 
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agents. Read it and decide for 
yourself whether it should be 
headed News of Your Supplier 
Labor Trends, New Ideas in In- 
dustry, or What's Wrong With 
Our Educational System’ 

“In Loyang Honan (Red China) 
4,000 students ranging from 7 
18 years have set up an extra- 
curricular iron and steel plant 
that is producing 40 tons 
a day. 

“While pursuing their studies, 
the youngsters aged 7 to 9 work 


LO 
4 
> 


two hours a day picking up scrap 
iron and old nails, digging ore and 
gathering firewood. For longer 
periods, the 14 and 15 year olds 
tend machinery, make molds and 
blow oxygen. Still older students 
move the ladles of molten metal 
smelt the ore and build brick lin- 
ings for furnaces 

“No student is permitted to 
spend more than six hours a day 
at his steel work. There was some 
opposition from teachers and par- 
ents before the system was estab- 
lished.” 

Look, ma, no hands, cried the 
boy puddler. But when he looked 
up, ma, that old reactionary 
wasn’t there any more 


- 
Due BACKWARD LOOK is 
catching on in office equipment 
purchasing. Two Wall Street 


firms recently bought a number 
of custom-built roll-top desks for 
their offices. The explanation in 
one case: the smoothly finished 
desks blend well with the austere 
mahogany walls of the offices 
the little cubicles at the top of the 
desk are handy nooks to store 
memos, cigars and other items; 
and finally, roll-tops have been 
in the office since the days when 
roll-tops were in fashion—so why 
bother changing to these new- 
fangled square jobs that 
go out of style any day 
Old-fashioned sentiment 
nice thing. But let’s hope 
trend doesn’t catch on or purchz 
ing offices will begin to look like 
something out of Dickens with 
quill pens, dunce chairs, musty 
ledger books, etc 
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PARTS FABRICATED 
WITH WIRE CLOTH 


Make NEWARK your source of supply for Wire Cloth and Wire 
Cloth Products. We weave all of our own cloth from which we 
fabricate parts for our customers...thus insuring both quality 


of cloth and accuracy of construction. 


Newark Wire Cloth is available in all standard widths, all 
meshes, all commercial metals...the Newark line is a complete 
line even up to 400 mesh cloth. And if your problem is one of 
parts design, our engineers will be glad to 


/ 
NEWARK 
aid. May we quote on your requirements? fe*accuracy 


ire Gloth 


COMPANY 


VERONA AVENUE NEWARK 4, NEW JERSEY 
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“CAN DO” 


Redesrens decorated plastic dial... steps up production rate 30% 


ipe automatically. This 


Those hands belong to a busy apphance manuf \ 
\ mn increased, and quality 


Phat dial he’s attaching to the 
nted a man-sized productio 


backsplashe 
mall, but it once pt high.” 
problem! ‘That's . he came to Nosco and said The result washer or dryer dials 
These specs on o new decorated acrylic dials are per shift Wi mor ! fron at no increase in cost! 
nvol complex, cup-shaped section it's What Nosco “ 1 do” did recently for one 


t 


tough. They 
We like tougl 


us 


CU r, But we still want costs kept ha manutac 
idl Nosco Cuar lo” for vo . too 


projects I cl 
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with remote | 
low. Can do?” 

Let injection moldu 


Nosco said “Can « hetter and cheape us 


ial into two pieces 


edesign each comp! that are show vou how w e yout plastic parts in 
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time. And then, with this new 
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SIMONDS 


HACKSAW BLADE . 
Just put it to work 1 
\ 
\ 








... that's all! 


Performance speaks for itself. And if you think 
there’s no difference in hacksaw blades, try this: 


TEST 1 BOX OF 10 SIMONDS “RED END” BLADES 
AGAINST ANY 10 OTHERS 


Then you'll know you're getting more for 

your hacksaw dollar than you ever got before. 
And then you'll see why so many other hacksaw 
users ‘‘Say Simonds and Save!”’ 


Simonds ‘‘Red End”’ Power Blades come in All-Hard 
and Shatterproof types in all standard lengths, 
thicknesses and tooth spacings . a “right” blade 
for every job! Three types of Hand Blades are also 
furnished in all standard specifications for 

best results at lowest cost. 


SIMONDS 


SAW AND STEEL CO. | 


f 

FITCHBURG, Mass. 

: 

Factory Branches in Boston, Chicago, Shreveport, la., Son Francisco 
and Portiand, Oregon 
Canodian Factovy in Montreal, Que., Simonds Divisions: Simonds Stee! Mill, 
Lockport, N. Y., Heller Too! Co., Newcomerstown, Ohio 
Simonds Abrosive Co., Philc., Po. and Arvida, Que., Conode 


ry 
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For Fast Service 
trom 


Complete Stocks 
Call your / 


SIMONDS | 
DISTRIBUTOR 


f 
were 
. + 7 
a 
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_ New high capacity V-belt 
_ revolutionizes drive design 
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PRESENT V-BELT DRIVE ’ 


Makes drives far more compact..-. 
cuts cost as much as 20% 


Here is a major advance in the field of power tiple V-belt drive you can put on any machine! 
transmission — the fully proved Gates Super HC Sheave diameters can be reduced up to 50%, sheave 
V-Belt, developed in the worid’s largest belt-testing widths 30% to 50%, center distances 20% and more! 
laboratories at The Gate: Rubber Company. On new drives, the cost of a Gates Super HC 

With the Gates Super HC V-Belt, you can have V-Belt Drive is as much as 20% less than present 
the lowest-cost, lightest-weight, most compact mul- V-belt drives of the same hp capacity! 


Learn More About The Cost-Saving Super HC Drive 


For detailed information on the Super HC Drive, contact your nearby Gates dis- - 
tributor or Gates Office for new booklet, “The Modern Way to Design Multiple 
V-Belt Drives.’ For atmost space, weight and dollar savings in new drives or 
drive replacements, specify Gates Super HC V-Belts and Sheaves. Stocks 
immediately available in principal industrial centers. 


The Gates Rubber Company benver, Colorado 
Gates Rubber of Canada Ltd., Brantford, Ontario 


World’s Largest Maker of V-Belts 


Gates ene HC V-Belt Drives 
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“New Horizons for Purchasing 
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“The P.A. As Materials Manager 


Getting down to 
challenges 

terials managen 
the P.A. wi 


himself be absorbed 


csnecificec 
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f the biggest 


the field of ma- 


} 
trends continue 


dilemma: to let 


How savings multiply 
with new Gates 
Super HC V-Belt Drive 


The cost of a new Gates 
Super HC V-Belt Drive is as 
much as 20°; less than the 
cost of a drive of comparable 
hp using present V-belts. But 
the lower cost of the drive it 
self is only the initial pur- 
chasing economy. 

Further economies are real- 
ized on drive equipment, such 
as housings and bases econ- 
omies in materials, produc- 
tion time, shipping costs 


Shown below care space savings of 
typical installation 

[~ Present | Super 
Drive WC Drive 
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“ Make-or-Buy: A Re-evaluation 


A prominent purchasing executive « mtends that 
! I P.A.’s dodge the real issue 

when i I , 

true, he hi Ids n the sma I medium-sized com 


pany. Make-or-buy analyses are just 


the province of the purchasing 


iy. This is particularly 


Face width of new Gates Super-V 
Sheave (left) compored with present 
agent as stand sheove. 
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“ Big News About Small Orders 
When a P.A. has trouble with small orders, no- 


body’s surpris ut when he finds a way to 
solve the small order problem, that’ ws. That 


Super HC V-Belts also have 
these important Gates features... 


has been our perience, at le: Just when 1. Flex-Weave Cover (U.S. Pat. 
think the of sm rs has been ex 2519590) A Gates exclusive. 
hausted rre’s a new burst of interest in it. The Makes cover more flexible 
Intnot ; | ’ e prolongs belt life. 

pi bul a e - — em 2. Concave Sidewalls (U.S. 
cribea on page | ‘ Pat. 1813698) become straight 
as belt bends insuring uniform 
contact with sides of groove. 
Uniform contact means less wear 
...far longer belt life 

3. High Electrical Conductivity 
A Special Report On How Chrysler Buys- is built in for safer drives in 


7 ‘ ; cate explosive atmospheres 

Is Standardization Really Worthwhile?— 4. Oil, Heat and Weather Re- 
Legal Aspects of Purchase Orders—Pur- sistance is insured by use of spe- 
chasing Capital Equipment—How Kaiser cial rubber compounds 
Aluminum Co. Buys—How to Cut Freight 

Costs 
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POWELL 


has the right valve! 


Handling fluids at sub-zero temperatures or at super-heat — or 

any of the temperatures in between — is no problem if you 

install Powell valves. There is a Powell Dependable Valve to 

meet your most exacting flow-control requirements, no matter Fig. 11303 W. E.: Steel 0. S. & Y. pressure 

what the extremes of your needs. seal gate valve for 1500 pounds W. P. at high 
The complete Powell line includes all types of valves in temperatures. Powell pressure seal valves 

bronze, iron, steel and corrosion resistant metals and alloys, are available for working pressures from 600 

for pressures from 125 to more than 2500 pounds W.P. Con- through 2500 pounds. 

sult your local distributor (there’s one in most major cities) 

or write to 


The Wm. Powell Company « Cincinnati 22, Ohio 
Dependable Valves Since 1846 


Fig. 86190: Steel union 
bonnet globe valve for 400 
W.0.G. Designed for liquified 
petroleum gas service. 


Fig. 2453G: Large 150 pound stainless steel Fig. 1503 Mod.: 342% 
0. S. & Y. gate valve for low temperature Nickel-steel 0. S. & Y. 
service. Can be furnished with interchangeable gate valve for low 
solid or double wedge disc. temperature service. 


POWELL...world’s largest family of valves 
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Recognition: 


Let’s Start At The Beginning 





One OF THE commonest complaints among purchasing people 
particularly those in small companies—is that it’s easy to talk about 
recognition but hard to get it. We talk a lot about the need for getting 
sur story across to management, the argument goes, but very few 
people have practical ideas on how to do it. How deep and widespread 
this feeling is was partially revealed in the Harbridge House Report 
at last year’s N.A.P.A. Convention 

To a certain degree the complaints are justified. Big company 
purchasing agents have all kinds of elaborate machinery to publicize 
their accomplishments They have periodic reports to management; 
cost reduction reports; company publications; staff meetings. But the 
little fellow is often caught in a trap. He reads about the importance 
of the function, the need for reports, the necessity for having some- 
thing to talk about. But his management doesn’t read the P.A.’s 
publications, so he can’t be sure the message is getting across. The 
company just kind of grew up to its present size, so an organized 
system of reporting was never set up. And the P.A. is never quite 
certain that the performance of his department is in line with man- 
agement expectations and objectives. Where does he start? 

One of the most astute and ambitious small company purchasing 
agents we know has an answer. It’s suspiciously simple. But the more 
you look at it, the sounder it seems 

Toward the end of each year he takes a kind of rough personal 
and depagtmental inventory. In simple terms he analyzes his per- 
sonnel (2° buyers, 1 clerk) performance, his own performance, or- 
ganization, objectives, etc. The outlook on supply and prices of major 
raw materials is summed up. Particularly good buys and major 
cost reduction projects are reviewed. Every attempt is made to keep 
the analysis factual and objective, and elaborate statistical com- 
pilations are avoided. The result is a broad picture of the department 
and its activities that would be valuable to the P.A. if it never got 
outside his office. 

But in this case it does. The P.A. sends a carbon of the report to 
the president with the simple statement that he might be interested 
in it. Because no one else in the company makes formal reports, the 
P.A. figures, is no reason why the president shouldn't get a peek at 
how his purchasing department is going. 

The results so far have been good. The president reacted favorably 
to the “report” and has shown new interest in the department. He 
has taken the initiative in putting into motion a couple of projects 
the P.A. had only broadly hinted at. There is definite feeling in 
purchasing that the department is getting greater recognition and 
support. 

Perhaps this business of getting management recognition has been 
too muddled up with complicated language and technique. Maybe we 
should start at the beginning and creep before we walk, get to know 


ourselves before we ask others to know us. It’s worth a try 


Ful V Zan 
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REPORT FROM RYERSON 
on Services and Products in Stock | 


In addition to the products shown below, you can 
call on Ryerson for flame-cut steel shapes, fabri- 
cated steel for reinforced concrete or steel frame 
many other products and services. 
And equally important are the specialists who 
carry out the Ryerson quality control program 


construction 


CARBON STEEL & ALLOY BARS 


Most complete range of types, shapes 
and sizes as well as largest tonnage. 


SHEET STEEL & STRIP—More than 


20 different types in pattern sizes, cut- 
to-order sizes, strip coils, etc. 


_ 


ALUMINUM — At many Ryerson plants 
~sheets, coils, plates, bars, tubing, 
architectural and structural shapes, etc. 


QV, 


wee ad 


STRUCTURALS—!I-beams, H-beams, 
channels, angles, tees and zees—all 
high quality steel to ASTM spec. A-7. 


TUBING —Seamless and welded stee! 
tubing—mechanical tubing, fluid line, 
pump cylinder and structural tubing. 


INDUSTRIAL PLASTICS—PVC pipe, 
fittings, sheets and rods, rigid Kralastic 
and flexible polyethylene pipe. 


—see that customers specifications are exactly 
met, that every order is correctly filled and 
promptly delivered. As a result you get unequalled 
service and certified quality when your company 
calls Ryerson for steel, aluminum, industrial 
plastics and machinery. 


PLATES—14 types including special 
low carbon steel plates for forming and 
welding, leaded New E-Z-Cut, etc. 


STAINLESS STEEL—For immediate de- 
livery. Over 2351 sizes, shapes, types; 
finishes: sheets, plates, bars, pipe, etc 


MACHINERY & TOOLS—The broad- 


est line of metal-working equipment 
available from a single source. 


RYERSON STEEL 


Member of the De Steet Family 


Principal Products: Carbon, alloy and stainless steel — bars, structurals, plates, sheets, tubing — aluminum, industrial plastics, metalworking machinery, etc. 


YSEPH T. RYERSON & SON, INC. PLANTS AT: NEW YORK * BOSTON « WALLINGFORD, CO? 


IT © PITTSBURGH © BUFFALO © INDIANAP 


For More 


° CHICA > e MILWA ct 2 LOUIS « LOS 


Information Write No 


N. © PHILADELPHIA * CHARLOTTE * CINCINNATI * CLEVELAND 
NGELES * SAN 


FRANCISCO ¢ SPOKANE « SEATTLE 
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A Letter from the Publisher 





Plan for 
Purchasing Progress 


In 1959 


Everytuinc we do or print is calculated to 
instruct, improve or interest purchasing agents 

We published this pledge in our first issue, over 
44 years ago. And we have continued to use it 
as a test for everything that goes into the maga- 
zine today. 

In order to better fulfill this pledge, we have 
made changes in our publishing policies from 
time to time. For example, just a year ago. we 
changed frequency of publication. PuRCHASING 
now comes to you 26 times a year instead of 12 
times. 

Reader response to this change was indeed 
gratifying. The only criticism came from those 
who asked: “Why didn’t you think of this years 
ago?” 

We are naturally pleased with this response 
but in the publishing field, as in purchasing, 
it is only possible to stay on top by con- 
stantly striving to do a better job and by keeping 
abreast of our readers’ information requirements 

This, of course, is why our editors travel well 
over 100,000 miles a year and visit literally 
hundreds of different purchasing departments 

Their reports indicate that 1959 will be a 
critical year for purchasing executives. The re- 
cession is over. Economists predict that this will 
be a year in which new highs in sales and pro- 
duction can be expected 

Buying in the boom year 1959 will be a great 
challenge for the purchasing agent. His volume 
of purchases and his opportunities for profit- 
making will be the greatest ever. But the pur- 
chasing job will also be tougher than ever before 
Problems in supplier relations, paperwork, in- 
ventory control, etc., will be intensified by boom 
conditions. And management certainly isn’t 
to let up on pressure to cut costs 

Our editorial plan for 1959 is espec ially slanted 
to help the purchasing executive cope with the 
problems of buying in a boom year. It includes 
three new programs 
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@ Progress in Materials Management. The pur- 
chasing profession has now, we believe, reached 
the point where the purchasing agent is about to 
evolve into a materials manager responsible for 
all phases of procurement. In a new series of 
articles, the editors will report on this develop- 
ment and try to provide hints on what the pur 
chasing executive should do to reshape his role 
in policy formulation. 


@ Purchasing Techniques of the Future. Engi 
neering authorities say we are now going through 
a new industrial revolution and economists pre 
dict fabulous growth in production and income 
Purchasing techniques must keep pace. For this 
reason, the editors of PurcHasinc Magazine are 
planning a series of integrated issues in 1959 
which will deal with new methods in purchasing 
We will present case studies of effective purchas 
ing practices at individual companies and also 
use the survey approach to cover new ideas from 
groups of companies. 

Service to Associations. In the past, purchasing 
editors have been called upon to speak at various 
Association meetings. Now this service is being 
expanded into an organized “Speakers Bureau.” 
Ideas on such subjects as purchasing economics, 
paperwork, value analysis, etc., have been gath 
ered together for a series of talks which we 
believe will be of value to purchasing people all 
over the country. 

We are quite enthusiastic about the change 
we are making in 1959. And we hope you will 
like them too. 


Ray Richards 
Publisher 





WHAT YOU ean say about purchasing at the start 
of 1959 could have been (and probably was) said at 
the start of 1919, 1929, 1939 and even 1949. 
Those were starting dates for big and profound 
Challen e changes in our economic and social life. So it was 
o safe, when speaking of purchasing and the national 
economy, to talk of “new challenges”, “new opportu- 
nities” and the like. Most people were just a little 
To bit hazy as to what was coming—but it was fairly 
clear that things would be different. 
The changes turned out to be greater and deeper 
° than most of us thought. Purchasing survived them 
Purchasing and in general thrived on them. As a function, and 
as a group of people, it lived up to the challenges of 
wars, shakeouts, depressions and booms. And it 
reaped its rewards in professional advancement and 
greater recognition. 
Now it’s time to dust off the hackneyed phrases 
(which is a hackneyed phrase) again. There has 
rarely been a better time or better excuse for using 
them. The number and variety of our problems— 
both short- and long-range—will be greater than 
ever before. Any school child knows that the world 
of tomorrow isn’t something to look for a decade 
from now. It’s pressing on us from year to year. 
And any reasonably well-informed businessman 
need not guess wildly at what’s coming. Forecast- 
ing, while far from a perfect science, is an increas- 
ingly accurate instrument for charting an economic 
course. 


What's Ahead 
For Purchasing ? 

What can be seen in the months and years ahead 
to justify this new challenge to purchasing? And 
what can P.A.’s do about it? 

The first big change is upon us. Recovery from 
the °57-’58 slump is well under way. No runaway 
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boom is due, but pressure will be on purchasing (1) 
to get material into the shop to fill new orders, and 
(2) to resist the inevitable upward push on prices 
that better business brings. 

On the one hand this means that purchasing has 
to fight for a reasonable, flexible inventory policy. ’ , 
Panicky slashing and rebuilding of visaawre ae with P.A. s will have to 
each swing of the business cycle (almost always on fight the price push 
management demand) will undercut the best or- 
ganized purchasing program. 

On the other, it calls for a closer look at the state 
of the art of negotiation in your department. Even 
in the short time the recession lasted buying habits 
can get sloppy. Price concessions wrung out of 
vendors hunting for business are one of the cruder 
forms of buying. True negotiation is a job that re- 
quires discrimination, intelligence and a highly cul- 
tivated sense of value. It may be too late a year 
from now to try to develop them in your buyers. 
They’re needed now. 

Competition is sharpening. The American con- 
sumer wants to buy, but he’s shopping for value. He 
must be persuaded to buy, according to the Univer- 
sity of Michigan’s latest authoritative study, “by 
products which are judged to be attractive and serv- 
iceable and offered at prices believed to be ‘right.’” 
To get this business and maintain a reasonable profit 
margin, producers must fight the toughest kind of 
a cost battle. And the most logical place for them 
to concentrate their forces is in purchasing, which 
— close to half of every dollar a company Value analysis is no 


; ; . lon 
If the consumer is value-conscious, the industrial ongera luxury 


P.A. must be more so. If the consumer is buying 
selectively, the industrial P.A. must go him one bet- 
ter. Value analysis and purchasing research can 
no longer be looked on as luxuries of the rich and 
powerful. They must be put to work in one form 
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Never before has so much been asked 


or another in every company feeling the pressure of 
competition. Not only buyers but vendors will have 
to be indoctrinated and trained in value analysis 

Value buying must be understood and supported 
by other departments in the company. The pressure 
of competition will force the adoption of the concept 
in one form or another. Purchasing will make a fatal 
mistake by not taking the lead in promoting and 
applying it. 


Technology Is 
Reshaping the World 


Industrial technology is advancing with startling 
rapidity. It is making such progress, according to 
a study by the Du Pont Company, that it could well 
“reshape the world in a single generation.” 

Industry, as a principal participant in this ad- 
vance, will put new demands on all its departments 
to maintain or improve its technological position. 
Purchasing will have to play an important role in 
supporting the efforts of research and development 
departments. 

Population growth and industrial expansion will 
hit new heights within a few years. Investment in 
new plant and equipment will get rolling at a rec- 
ord pace again by 1960. And the Census Bureau esti- 
mates that the country will have close to 200 million 
people—all of them customers—by 1965. This will, 
of course, require new manufacturing facilities and 
increased production. 

In terms of volume alone, the P.A. will find it 
necessary to increase the size and scope of his job 
to support this growth. Aside from the value and 
quality requirements discussed above, purchasing 
will need many more vendors and better long-range 
relationships with suppliers. Purchasing executives 
will have to start planning now for larger, more 
complex departments. The haphazard methods of 
organization and selection and training of personnel 
that marked purchasing’s early growth cannot be 
tolerated. 

It’s neither fair nor accurate to imply that pur- 
chasing people have been slow to grasp the sig- 
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of the purchasing executive... 


nificance of these trends or that purchasing agents 

generally haven’t met and often exceeded modern 

management’s demands. Every period of industrial ‘ ; 

and technological advance in the past half century You can't wait for 
has produced new leaders and new ideas in purchas- a leader 

ing. But things are moving so fast now, it’s not 

enough to wait for a leader to show up and then fol- 

low him. Just to keep pace with progress, the indi- 

vidual P.A. has to think and act beyond his present 

normal limits. 

Consider, for example, the concept of materials 
management. As the perceptive lead article in this 
issue points out, “Materials management is still the 
least understood and least recognized major func- 
tion of business.” Yet only a few weeks ago, in these 
pages, another authority declared: “Purchasing is 
at a dramatic crossroads. It is faced with the pros- 
pect (1) of being absorbed into a broader scope 
material management structure, or (2) expanding 
its vision to embrace the entire material system.” 

There’s no contradiction here. Actually the two Will purchasing be 
statements together succinctly sum up the challenge absorbed? 
to purchasing: Materials management logically and 
inevitably will be a major function in industry. You 
are in a better position than almost anyone in your 
company to understand it. Prepare yourself now to 
lead it, or you'll be absorbed into it. 

Meanwhile, there are any number of subsidiary 

but directly related problems to be faced. National 
Association of Purchasing Agents committees and 
other leaders have pioneered in investigating such 
areas as materials management, value analysis, the 
development of accurate measurements of per- 
formance, the establishment of professional stand- 
ards, the improvement of purchasing education. 
Their contributions to purchasing’s advancement 
have been great—but the greatest has to come from 
the enthusiasm and participation of the individual 
purchasing agent. 

These then are some of the basic challenges the 
purchasing agent now has to face. Some are clear 
and urgent. Some are relatively distant and ill- 
defined. But all demand an answer—and the answer 
has to be given now, because progress can’t wait. 
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The Purchasing Revolution 


The Push ‘Toward 


Materials 


Management 


By Dean Ammer 


Managements will soon realize 
materials management is a 
separate and distinct activity 
with a scope far broader than 
that of most purchasing de- 
partments. 


Wao is better qualified to buy 
material than the man _ respon- 
sible for specifying and using it? 
Who knows more about what 
quality is needed? Who under- 
stands more intimately the prob- 
lems created if a supplier fails to 
keep a delivery promise? 

In 1900, the concept of a sepa- 
rate and independent materials 
activity was a novel one to most 
managers. And, to most, it would 
have undoubtedly appeared rath- 
er ridiculous. Why create extra 
overhead by hiring a purchasing 
agent to do a job that others could 
do better? 

The fact is, there is no need for 
a separate, independent materials 
function if just one simple prem- 
ise is accepted: that skill in 
managing materials automatically 
accompanys skill in specifying and 
using materials. That is, a good 
engineer or a good manufactur- 
ing manager is, by definition, al- 
ways a good materials manager. 

This premise was widely ac- 
cepted 50 years ago. And even 
today some companies still ac- 
cept it. But modern progressive 
managements know this is a false 
concept. They know that mate- 
rials management is a separate 
skill in itself. They now accept 
the premise, that materials man- 
agement is a basic organic func- 
tion of the business—every bit 
as important as sales, engineering, 
manufacturing and finance. 


Lack of Understanding 


Materials management, how- 
ever, is still the least understood 
and least recognized major func- 
tion of business. Though most 
companies have strong purchas- 
ing departments, only a handful 
have a completely integrated ma- 
terials management activity. The 
reason is partly historical. It is 
an inevitable result of the evolu- 
tion of the giant corporation from 
the small family-owned business. 

Materials management is just 
as essential to the small shop 
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with a half-dozen employees as it 
is to the corporation with a half- 
million workers. But in the small 
business, there is little functional 
specialization. The owner-man- 
ager handles all administrative 
jobs. He is usually his own ma- 
terials manager, chief engineer, 
controller, manufacturing 
ager, marketing manager, 
personnel manager. The typical 
small business can’t afford the 
luxury of specialists. The owner- 
manager may rely on an attorney 
and public accountant for spe- 
cialized advice but he certainly 
cannot afford full-time specialists 


man- 
and 


Growth Brings Problems 


But when the business begins 
to grow, the work load on the 
owner-manager gets heavier and 
heavier. Fortunately, profits grow 
with sales and in due the 
owner-manager feels prosperous 
enough to hire some one to help 
him with his administrative 
chores. He may get an “assistant”. 
In this case, there is some sort 
of informal division of work be- 
tween the owner-manager and 
the assistant. Or the owner-man- 
ager may get “office man- 
ager” or “someone to take charge 
of the shop.” 

The addition of a second full- 
time administrator is one of the 
most significant steps in the de- 
velopment of a business. It 
this point that an 
begins. 


time 


an 


Is at 
“organization” 
Problems in communica- 
tion and division of work develop 
Responsibility is no longer cen- 
tered in just one individual. 

As the organization continues 
to grow, it becomes almost infi- 
nitely more complex. But the 
changes are not as far reaching 
as the that is made in a 
still minuscule organization when 
work is divided in some fashion 
between two full-time 
trators. 

In the 


one 


adminis- 


one-manager 
tion, all materials 
activity is naturally 
jurisdiction of the 
ager. When a second manager 
is hired, materials management 
if often divided between the two 
managers, and this division of 
materials management responsi- 


organiza- 
management 

under the 
owner-man- 


bility is inevitably a permanent 
one. Most companies enjoy uni- 
fied materials management only 
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in their infancy and, unfortu- 
nately, at this early stage, the 
company is too small to get many 
of the benefits of scientific ma- 
terials management. 


Further Specialization 


Work can be divided between 
the two full-time managers in a 
number of ways, of course. Typ- 
ically, one manager may take over 
the running of the shop while the 
original owner-manager devotes 
his time primarily to sales and 
engineering and also continues to 
handle contracts with key sup- 
pliers. 

In this most materials 
management responsibility will be 
vested in the man who runs the 


case, 


shop. He will be in charge of buy- 
ing all non-productive supplies. 
He will supervise receiving, ship- 
ping and stores activities. And he 
will probably determine 
materials requirements. 
As the company continues to 
grow and eventually reaches the 
stage where it has perhaps a hun- 
dred employees, the 
type of organization 
increasingly inadequate. 
Further functional specialization 


is necessary 


most 


“two-man- 


comes 


Full-time managers 
of finance, production, engineer- 
ing are needed to help. And, fi- 
nally, a separate’ purchasing 
function appears. Often the pur- 
chasing agent doubles as office 
manager until the business grows 
to the point where it can afford 


to have the purchasing agent de- 
vote all of his time to purchasing 


Enter the P.A. 


The new purchasing agent isn’t 
a materials any 
means. He takes over the buying 
functions formerly handled by 
the manufacturing manager and 
the individual foremen. He may 
also take over certain other ac- 
tivities such as stores, 
But 
at least part 
management 


manager, by 


receiving, 
manufacturing retains 


of the over-all ma- 


etc. 


terials 
bility 
agement 


responsl- 
And, fortunately, top man- 
usually continues to 
handle the dealings with key sup- 
pliers. 

At this stage in the growth of 
the typical 
ment has a purchasing function 
The 
P. A. is definitely a second string- 

He 
And, 


man- 


company, manage- 


strictly as a convenience. 

er on the management team. 
yet to himself 
more not, top 
secretly 


has prove 
than 

still con- 
vinced that it can do a better job 
of buying than its purchasing de- 
partment. The P. A., although 
he usually has the power of “busi- 
with 90° of 
the company’s suppliers, has yet 
the 


spect of management 


often 
agement 1S 


ness or no-business” 


to earn confidence and re- 
In pay and 
prestige, he’s a cut above the fore- 
men in the shop. But rarely does 


he belong to the same country 
club as the heads of manufactur- 


ing, sales, and finance 


Materials management skills can be sharpened with a materials man- 


agement game developed by the 


American Management Association. 


Players’ decisions are fed into a computer. Winner of the game is the 
team that makes the greatest “yearly” profit after a few hours of play. 
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If the P. A. is a good one and 
his management is reasonably 
alert, he won’t remain a second 
class citizen in the management 
community indefinitely, Through 
superior performance he will 
gradually convince his boss that 
there is a lot more to purchasing 
than having lunch with suppliers 
and supervising a purchase order 
typist. He won't be able to do 
this overnight, however. In fact, 
it could conceivably take a decade 
or two. 

Unfortunately, it is hard to 
change habits—even in the best 
run organizations. Management 
may accept the theory that buy- 
ing is a separate and distinct skill. 
It will agree in theory that there 
is a distinct difference between 
proficiency in managing materials 
and proficiency in specifying and 
using them. But management's 
ideas in practice are often dif- 
ferent. 

The individual manager, upon 
objective self-analysis, will, in ef- 
fect, probably decide that he per- 
sonally is the exception to the 
rule. Not only is he an expert 
in specifying and using, but he 
also knows the answers in mate- 
And so the 
process of getting recognition for 
purchasing is not a fast and simple 


rials management. 


one by any means. 


Who Manages Materials? 


Despite problems, purchasing 


does eventually get recognized as 


a separate and distinct function 
in actual practice. A recent sur- 
vey shows that roughly 80° of 
all purchasing directors report 
directly to top management. And 
the majority play an active role 
in helping make company policy; 
their role is much broader than 
that of the skilled specialist. 

But few of these purchasing di- 
rectors can be called materials 
managers. The function of ma- 
terials management—which is the 
control of the flow of material 
from supply sources to the pro- 
duction line and from production 
to storage and common carrier 
is still not unified organization- 
ally. 

In the typical big corporation 
at least two departments—pro- 
duction control and purchasing— 
are constantly jockeying for su- 
premacy as top dogs in materials 
management. Purchasing has a 
virtual monopoly on the source 
selection phase of materials man- 
agement. It often gets in the act 
on the inventory control and traf- 
Production control 
usually rules when it comes to 


fic phases. 


determining requirements,  re- 
ceiving, shipping, non-productive 
in-plant and 
material control. 

Usually neither 


ever absolute 


stores, expediting, 
department 
supremacy. 
As a result, there is rarely per- 
fect 
ment of 
objectives. 


gains 


achieve- 
inter-related materials 

For example, pur- 
chasing may wish to buy in larger 


coordination and 
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This chart, developed by Rheem Manufacturing, illustrates how essential 
efficient materials management is to profitable operation. 
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quantities in order to cut costs. 
But if it does, average inventories 
will be higher. And this will con- 
flict with production control's ob- 
jectives of high inventory turn- 
over and low obsolescence. 

In all too many companies, 
basic conflicts of objectives of 
this type are resolved by the sort 
of compromise that is more politi- 
‘al than economic. As a result, in 
too many cases, no one is really 
managing materials. Instead spe- 
cialists, working independently 
and often at cross purposes, are 
writing requisitions, negotiating 
prices and issuing orders, expedit- 
ing, receiving materials, etc. 


Product of Evolution 


The dispersion of materials 
management among several com- 
peting departments is, of course, 
the natural product of the evolu- 
tion of the typical corporation. In 
the early stages of the company’s 
history, there was un‘fied materi- 
als management; the entire job 
was done by the owner manager. 

As the company grows, mate- 
rials management responsibility is 
spun off in several directions. One 
element, the determination of re- 
quirements, is handled, at an 
early stage in the company’s his- 
tory, by the shop foreman or 
superintendent. This job is even- 
tually taken away from line su- 
pervision and given to a separate 
production control department. 
Responsibility for the buying 
phase is passed, by degrees, di- 
rectly to a purchasing specialist. 
Both departments grow and ab- 
sorb related functions. The end 
product in many cases: conflict- 
ing objectives and strained work- 
ing objectives. 

While it is true that the mate- 
rials organizations of today are 
far from perfect, they are tremen- 
dous improvements over those 
that prevailed 50 years ago. But 
superior forms of organization 
will continue to evolve. Their 
structure, and the principles that 
lie behind them, will be discussed 
in detail in succeeding articles in 
this series. 


Th s is the 


materials 


first article in a special series 
The see 


ond ar 
ticle, to appear in the February 2 issue, will 


management 


deal with the organization and operation of 


the materials department. 
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Weekly Status Reports 


| NVENTORIES aren't planned 
on a hit-or-m‘ss basis at General . a 
Electric’s Meter Department in Aid Inventory Plannin 
Somersworth, N. H. “Weekly 
status reports not only show us . 
where we are right now but also 
give us a pretty good idea we're ; ; 
going to be three months from compile weekly reports of new commitments, receivals, 
now,” Materials Manager E. C and overdue items. 
Driscoll declares. Each week, 
Driscoll gets reports that show: 

@ Current receipts of mate- 
rials. 


Use of punched card equipment makes it easy to 


@ Due and overdue shipments 
of purchased materials 

@ Unfilled purchase commit- 
ments due within the next 17 
weeks. 

Since he knows what produc- 
tion plans are, Driscoll can readily 
make accurate estimates of his 
anticipated inventory position. 
Naturally such information is also 
invaluable for the Meter Depart- 
ment’s financial management 
projecting cash needs 


Use Punched Cards 
It isn’t much of a job to compile ; 
all this useful data either-—-pro- “Weekly status reports not only show us where we are right now but 


’ , rive a pretty good idea where we'll be three months from now,” 
vided there’s punched card tabu- %'¥€ US @ Pretty & ' 


2 declares Meter Department Materials Manager E. C. Driscoll. 
lating equipment available. When 


the order is issued nine entries are 
made on a blank tabulating card. The first two digits indicate the be recorded and key punched 
Noted are: (1) buyer code: (2) week; the third indicates the year. This makes it possible to run 
purchase order number: (3) date For example, the code 348 in- separate weekly reports of re- 
ordered; (4) inventory classifica- dicates the 34th week of 1958. ceivals and due and overdue 
tion; (5) weekly usage; (6) draw- Once the data is key punched, items 
ing or material code number: (7) it is easy to run off weekly re- To keep clerical costs down 
price; (8) week delivery is re- ports of projected deliveries and control is limited to “A” and “B 
quired; and (9) quantity ordered. commitments. When an order is inventory items—i. e. those with 
All this information is then key amended, a second tabulating card a usage greater than $10 a week 
punched on the tabulating card. is key punched to show corrected The result is a system that takes 
Since the report is a weekly one, data. Other columns in the card much of the guesswork out of in- 
a three digit coding system is permit data on quantity received, ventory planning at reasonable 
used for order and delivery date. date received, and balance due to cost. 
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How to Get Fewer Cost Reductions 





in Purchasing 


P e-PRODUCTION purchase 
analysis means fewer opportuni- 
ties for cost reduction by the pur- 
chasing department of Allis- 
Chalmers in Milwaukee. But no 
one minds. For purchasing, with 
the help of manufacturing and en- 
gineering, is playing a bigger role 
and making a greater contribution 
to company profits than ever be- 
fore. It is doing this with pre- 
production purchase analysis. By 
applying value analysis techni- 
ques to components while they 
are still in the des gn stage, it is 
possible to get the advantages of 
value analysis from “Job No. 1.” 

Playing the key role in the Al- 
lis Chalmers program is a Re- 
view Committee for Value Analy- 
sis consisting of a representative 
from design, a_ representative 
from manufacturing, and two pur- 
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chasing agents—one for raw ma- 
terials and one for finished com- 
ponents 


Boost Quality, Cut Cost 
This committee reviews every 
important design. And it often 
makes suggestions for changes 
that boost quality and cut costs. 
Manufacturing reviews the de- 
sign from the standpoint of man- 
ufacturing practicability, while 
purchasing looks at it in terms of 
supply sources, etc. The commit- 
tee carefully checks all cost estim- 
ates for each design to make sure 
that cost objectives will be met 
and that manufacturing problems 
wll be minimized 
The pictures on this page show 
how the committee applies value 
analysis principles and contribu- 
tes to Allis Chalmers’ profits. 
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If value analysis ideas are incorporated 


in the design stage, there'll be fewer opportunities 


for reducing costs later on 


but profits will be bigger than ever. 
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Cutting the Cost of 
Small-Order, Rush-Order 


Paperwork 


By Walter J. Brooking, Assistant Director of Purchasing 


Foote Mineral Company, Philadelphia 


=_— of purchase orders is- 
sued at each of our five plant 
locations showed that rush orders 
and small value orders were a 
common problem. The purchas- 
ing time and attention needed to 
handle these orders was out of 
proportion to the dollar value of 
the orders. 

The kind of items covered by 
these orders could be defined this 
(1) items required for op- 
eration of the plant; (2) items 
regularly stocked; (3) ma- 
terial needed immediately; (4) 
items that could not be combined 
with orders for other items from 
the same supplier or on blanket 
orders. 

The items which fit this defini- 
usually miscellaneous 
specialized hardware, paints, 
tapes, spot repair parts for auto- 
motive equipment. 


Rush Orders 

The rush items usually are 
requisitioned by the maintenance 
department, the operating depart- 
ment or the office. In handling a 
rush order, the purchasing depart- 
ment has to: (1) locate the source 
(usually by telephone); (2) place 
the order after having determined 
the item's availability and price; 
(3) arrange for immediate 
livery. 

Time is vital in such purchases 
and prompt delivery to the requi- 
sitioner is the first requirement. 
But there must also be an au- 
ditable record of transactions of 


way: 


not 


tlon are 


de- 
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this kind 


small value purchase is involved. 


The Small Value Purchase Order 


The small dollar value purchase 
is similar in the 
rush purchase. Unfortunately for 
the P.A., 
sary part of most purchasing op- 


The 


whether a rush or a 


many ways to 


they are both a neces- 
small 


erations. purchase 


order is particularly troublesome 
because the small dollar value of 
the order hardly justifies the cost 
of a full-fledged purchase order 
treatment. 

What we wanted was a way of 
handling small and rush purchase 
orders which would be faster, 
would cut out some of the costly 
paperwork and still meet the au- 





PURCHASE REQUISITION 


FOOTE MINERAL CO 


Order No 





Shipment to be mode 


oLece ron 
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The requisition doubles as a purchase order for rush and 


small value shipments. 
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Feote Chemical Compaay 


djectiver 


1. a) 


2. a) 
of economy, 
vals. 


Responsibility: 


and prepares « receiving repert. 





Procedure for San) and Bush Parehase Orders 


Te define « precedure fer executing rush purchase orders 
for argestly seeded items er ainer purchases, costing 
lees thas $50, et 11 production locations. 


Requisitions subsitted require the sera] eutherised appre- 


a) The plast purchasiag ageat processes the requisition, 
completes purchase and passes the invoice fer payuent. 


Verifies that aaterial received is in agreement with 
the blue copy of the requisitics. 

Prepares a regular receiving slip is duplicate. 
Delivers the anterial, duplicate receiving slip ant 
blee copy of the requisities te the erigiaster. 
Forwards the original signed receiving slip and sup- 
plier's iaveice te purchasing. 


Purchasing Departeest: 
This precedare is limited te the purchase of “euergeacy” 
or “urgently seeded iteas* or ainor iteas ia the isterest 
efficiency and service. 


imveice. 


Verifies quastity, price, tera and extension of the 
imveice, indicating apprevel by staaping eat ini tial- 
ing the ieveice and seting scceunt suaber. 

Ferwards inveice, origins! requisition and receiving 
slip te fiaasee fer payerst. 


Verifies aaa received is in agreement with quae- 
The receiving departesat verifies receipt of mterial 
at and acoeunts fer the cash disbursenest. 
(3) Files a1] documents is the fisence departecst. 
Finance verifies agreement ef quastity received ant billed, 


and mikes payment and accounts fer disbursement of funds. 


Supervisers will ewubait te the purchasing departesnt the 


*white* aad “blee* 


The Purchasing Agest: 


copies ef « ——s appreved requisi- 
ties (complete with scceust suaber ). 


Verifies required .requisitica apprevel, 


Lecates supplier via telephone, 


number. 


stating requisition 


rites on both copies ef the requisition, supplier's 
aame and unit er tetal price ef erder inclediag dis- 


count tera 


(4) Ferwards the blee copy te the receiving departesnt 


The mterial my be picked up by « company vehicle er deli- 
vered te the receiviag departuest sterercos by the supplier. 


In either case, 


the invoice should accompany the mterial. 








Foote Chemical Co.’s system for handling 
small and rush orders is described above. 


diting requirements of the 
counting department 

We were opposed to handling 
these purchases out of petty cash 
because of the lack of control. For 
that matter it seemed to us that 
any method in which payment is 
made at the time the order is 
issued was undesirable. Again, 
there isn’t enough control. There 
are many error 
in price and delivery. The solu- 
tion seemed to be to eliminate the 
purchase order completely for 
rush and small orders. 

We realized that in certain 
cases the special nature of the 
items ordered required a pur- 
chase order for future reference 
by the purchasing department. 
But in most cases involving 
or rush purchases, 
order is not 
example is magazine 
tions. And here the 
purchase order may 
disadvantage. For example, if or- 
ders for magazines were left open 
until the receiving copies were in, 
the orders might never be closed. 

As a result, we developed a 
system for purchasing rush and 
small value items (see cut above) 


ac- 


too chances for 


small 
the purchase 
essential. A typical 
subscrip- 
use of a 
even be a 
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without a formal purchase order. 
The system works equally well 
with either type of order. It 
usually helps get that special kind 
of purchase out of the way with 
a minimum of clerical work. 

By eliminating the official typed 
purchase order we can now close 
out the rush and small order 
purchases in much less time. As 
a result, there are now fewer open 
purchase orders to follow up. 


Value—$10 Per Order 


After a year’s operation, we 
found that we were using the 
new system in almost 20% of our 
buying transactions. Out of ap- 
proximately 15,000 orders issued 
at all purchasing locations, total- 
ling almost $10 million, slightly 
3000 were processed accord- 
ing to the “rush procedure.” The 
average value per rush order was 
$10. 

In no case was there a problem 
because we did not retain a pur- 
chase order record. 


over 


Breakdown on Savings 


Rush purchase orders can now 
be processed much more quickly 
which means faster deliveries and 


The Receiving Departecst: 


Verifies agreemest of requisition, receiving slip ant 


The Fisaace Department: 











trouble for the purchasing 
department. 

While it is not possible to as- 
sign an exact dollar saving to the 
program, we did accomplish the 
following: 

@ At least $150 in postage has 
been saved. 

@ Over 3000 purchase order 
forms at ten cents each have been 
saved, for another $300. 

@ The time and attention re- 
quired to type and process over 
3000 purchase orders has been 
eliminated. While it is difficult to 
evaluate this portion of the sav- 
ings, this is the area where we 
saved the most money. It is not 
unreasonable to assume an aver- 
age saving of about $1 per order 
—or a total of $3000 per year. 

Use of this procedure has made 
a substantial improvement in the 
operation of the purchasing de- 
partment. It fills a need which 
exists in greater or lesser degree 
at all of our purchasing locations. 
But no matter how impressive 
the savings, the new procedure 
does not keep us from continually 
attempting to eliminate rush and 
small order purchases whenever 
possible. 


less 
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How to Know 


When to 
Make or Buy 


By Norman P. Levine 


One OF the major cost reduction techniques 
which is not being used as much as it should be 
by purchasing agents is the make or buy ap- 
proach, The reason for this is the lack of clear- 
cut definitions as to when it is proper to use 
either course of action. 

Literature on the subject always seems to con- 
fuse the issue by showing a great many factors 
which all add up to a lot of ifs and buts. Writers 
further compound the confusion by failing to in- 
dicate satisfactorily what type of make or buy 
situation they are discussing. 

Much of the confusion can be eliminated if 
you confine your investigations to two factors; 
price and capacity. Then apply these two factors 
to the three basic make or buy situations. This 
will make it easier for you to decide wha. action 
to take. 


When You Buy on the Outside .. . 


The first basic make or buy situation is when 
you can buy on the outside parts or materials 
which you could make in your own plant. Sup- 
pose you have a press department in you own 
plant. The John Jones Press Company quotes 
you a price for making a pressed metal part 
which you need and which your company makes. 
The question is—do you place the order with the 
John Jones Press Company, or do you continue 


making it in your own plant? The problem can 


i2 


be resolved by analyzing it in terms of price and 
capacity: 
Assume that our metal part has a cost break- 
down as follows: 
Material 
Direct Labor 
Departmental Overhead 
General Factory Overhead 


capacity in our own press room, The quote from 
the John Jones Press Company is $80.00 M pieces 
for these parts. Obviously, in this instance you 
are not interested since you can make the same 
parts in your own plant for $69.00 M. 


Not All It Seems to Be 


Suppose, however, that the John Jones Press 
Company quote is $60.00 M. Your initial reaction 
might be that this amounted to a saving of $9.00 
M over your own cost. But all the new quote real- 
ly does is to absorb $9.00 of general factory over- 
head which will not be absorbed if the part is 
purchased on the outside. In addition, the depart- 
mental overhead of $20.00 M will not be absorbed 
if the part is made outside. This means $20 M 
should be added to the cost of purchasing the 
part from John Jones Press Company. 

The actual outside cost in this particular in- 


. stance is the $60.00 M which you are paying, 


plus $20.00 unabsorbed overhead, or a total of 
$80.00 per M as against your own production cost 
of $69.00 M. 

When you create your own production facilities 
there are certain overhead elements which are 
fixed and which have to be absorbed by the prod- 
uct which is run through that department. If you 
hoy parts on the outside that you could manu- 
facture yourself, you are still paying for the 
depreciation on your own equipment. And you 
are still paying for the space the department takes 
as well as the indirect personnel in that depart- 
ment, such as the foreman. 

As a matter of fact, most of the departmental 
overhead is of a fixed nature. It varies only 
slightly by the addition or subtraction of one 
particular part. This small variable overhead re- 
lating to one particular part consists of such items 
as the direct lubrication, electricity, etc., which 
might be used directly in the manufacture of that 
one part. 

So you see that most of the $20.00 M depart- 
mental overhead in the example is pretty well 
fixed. If the part is not run in that department 
while you have open capacity, the department 
overhead will have to be absorbed by the parts 
which are being fabricated there. This naturally 
increases the cost of the products you are making. 

In purchasing on the outside when you have 
capacity of your own, the overhead which is un- 
absorbed should either be added to the cost of 
the outside purchased price or spread over the 
cost of the remaining products which are being 
fabricated in the department. Under such circum- 
stances you cannot afford to purchase outside 
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unless you can buy at a price equal to or less 
than the total of your material and direct labor. 
In the example, the price would have to be 
$40.00 per M or less before it would pay to buy 
from the outside source. 

Unless you are very inefficient in your use of 
material and direct labor, your chances of buying 
on the outside at a price that will save you money 
are extremely small. A purchasing agent is more 
or less wasting his time, as well as his vendors’, 
in attempting to buy on the outside parts which 
he has the open capacity to make inside, 


If You're Working 
at Full Capacity... 


When the capacity of your department is being 
used to the full, here’s how you can determine 
what to do: 

You have the choice of either increasing the 
capacity of the department by adding equipment, 
personnel, space, etc., or buying on the outside 
The first choice will be treated more fully under 
make or buy basic situation No. 2, but certainly 
if there is a question of an additional 2 or 3 parts 
involved, there will be little incentive to add 
additional facilities in your own plant 

Usually under these circumstances there is no 
choice but to buy on the outside. Naturally the 
purchasing agent must attempt to buy at the best 
possible price and should at least try to purchase 
on the outside at a price equal to what his 
standard or actual cost is as determined by the 
accounting department. 

Thus, in the example, any price over $69.00 per 
M would constitute a loss. Any price under $69.00 
per M would represent a saving. This concept is 
particularly useful for companies operating under 
a standard cost system where the standard has 
been set on the basis of internal cost and the 
purchasing department is subject to a price vari- 
ance. 


Analyze Capacity and Price 


In this particular make or buy situation, you 
should forget all extraneous factors of make or 
buy such as labor supply, quality, scheduling and 
skill. Instead concentrate first on the capacity fac- 
tor; then on price. It’s not that the other factors 
are not important, but in the overall picture a de- 
cision may be safely resolved by considering only 
capacity and price 

The rule should be that when you have the 
production capacity in your own plant, you prac- 
tically have no choice but to produce in your own 
plant. When there is no capacity, you should at- 
tempt to buy on the outside at what your stand- 
ard cost would be if you fabricated the item in 
your own plant 


sible. 


—or as close to that price as pos- 
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When You Do It Yourself... 


The second basic make or buy situation is 
that of making parts or materials for which there 
are no facilities or not enough capacity in your 
own plant. Assume you are purchasing thousands 
and thousands of dollars worth of pressed metal 
parts from many different suppliers. You are 
now thinking about setting up your own facilities 
and doing all the work in your own plant. Also 
assume that you have sufficient labor supply, the 
know how, the space and the money you need. 

In this situation, co-operation on the part of the 
accounting, purchasing and engineering depart- 
ments is required to arrive at a decision, but 
basically the required information falls into three 
categories: 

(1)The amount of capital that would have to 
be invested. 

(2) The overheads that would be created in the 
setting up of a new department 

(3) A comparison of what it will cost you to 
make the part with what it costs to buy it on 
the outside. 

Obviously, if after calculating your own costs 
you find that the cost of making the part in your 
own plant is higher than the price you have been 
paying for it on the outside, the idea of doing it 
yourself can be dropped. But if you find,—and this 
will be the usual case—that you can fabricate at 
a lower cost than what you are paying on the 
outside, then the problem is to find out how much 
you can save. 

Going back to our original example, assume 
that our composite purchase price of pressed 
metal parts on the outside is $69.00 M. We find 
that we can make the same parts in our own 
plant at a composite price of $60.00 per M. Let 
us assume further that our average use of pressed 
metal parts is 10 million parts per year and is 
likely to continue to be at least that high. Assume 
also that it will take a $350,000 investment to 
set up your pressed metal department 

Here the problem boils down to a matter of 
good business based on a return on investment 
In this particular instance there will be a saving 
of $90,000 per year on an investment of $350,000 
This would represent a return of a little over 
25° per year before taxes. Obviously it would 
be good business to make the investment 

The reason I say it would be good business is 
because it is more than the acknowledged rate 
of 20% before taxes which is considered a mini- 
mum in most successful businesses, for invest- 
ment of capital. 

Most business authorities believe the pay-out 
period should not exceed five years on any in- 
vestment in capital equipment, and should pre- 
ferably be less. This is a well recognized rule 
of business, and you won't get into trouble if you 
follow it. 

The same factors apply when you have to add 
capacity to “make” facilities which you already 
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have but which are fully utilized. You still have 
to determine how much additional overhead will 
be created by the new facilities. Then you have 
to determine the investment necessary and com- 
pare the costs with what you can buy the parts 
for on the outside. The return has to be com- 
mensurate with the investment. As in the other 
case, this would be 20% before taxes. 


If 1t Costs 
Too Much to Make. .. 


The third basic make or buy decision involves 
getting rid of “make” facilities which are no 
longer economical to operate. 

This type of situation often develops over a 
period of years when “make” facilities originally 
installed are being used less and less to produce 
a part which is incorporated in the finished prod- 
uct. Take for example a plastic injection molding 
department. It might have been set up 10 years 
ago at a time when the company’s product used 
many such plastic parts. But now many of these 
parts are turned out by other methods or with 
different materials. As a result, the plastic mold- 
ing department is operating at only 50% of capa- 
city, 

The overhead of the department is not being 
absorbed. Parts which are manufactured in the 
department carry a high percentage of overhead 
as compared to what it would be if the depart- 
ment were running at close to capacity. The 
overhead is also much higher than in plants 
which specialize in making this particular part. 


Two Alternatives 

The company has two alternatives: First, try 
to cut the department down to size, by elimin- 
ating some of the space, equipment and indirect 
labor which make up a major portion of its over- 
head. This may work out, but experience has 
shown that as a rule it is difficult to adjust over- 
head proportionately to a lower capacity because 
some factors such as the foreman’s salary remain 
more or less constant. 

The company’s other alternative is to stop mak- 
ing the part and buy it outside. 

This is a make or buy decision which can be 
pretty well determined by price once you are 
satisfied that sufficient talent, know how and 
capacity are available, on the outside. They usual- 
ly are. 

The question now is at what price can you pay 
an outside supplier and still save money, if you 
decide to stop making the part yourself. Again, 
the original example can be used. 

Suppose the average cost of pressed metal 
parts fabricated in our department was $69.00 
per M. We can go out and buy the same parts at 
$55.00 per M. On the face of it this seems to be a 
saving of $14.00 per M. But actually you have to 
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take out of this the $9.00 per M for general factory 
overhead which is absorbed by making these parts 
in your own plant. The chances of general factory 
overhead being reduced very much by eliminat- 
ing one “make” department are negligible. You 
will still need the same works manager, the plant 
manager, inspection, purchasing, and all of the 
other elements that make up general factory over- 
head. 


Know Your Departmental Costs 


But there is still a saving of $5.00 on the aver- 
age which if applied to 5 million parts would 
mean a saving of $25,000 per year to the company. 
If the long term view is that there will be a con- 
tinuing decline in the use of your own facilities 
it will probably pay to eliminate the department. 

The rule in this case is to consider eliminating 
your own “make” facility if you can buy on the 
outside at a savings over your own departmental 
cost. 

An important consideration, however, is that 
when you decide to eliminate a department, it 
means that every item of overhead connected with 
the department must go. All the equipment has 
to be sold or transferred to other departments 
where it will be utilized. The foreman and other 
indirect labor has to be laid off or transferred. 
The space itself has to be allocated to other usage. 
Then, and then only, are you in a position to say 
that you are saving money by buying on the out- 
side at an average price which is less than your 
previous departmental cost. 

In the above example, the entire amount of 
$25,000 may not represent savings. There may be 
additional transportation and handling costs which 
must also be considered. This is fairly easy to do. 

There are, of course, many advantages to buy- 
ing on the outside. You don’t tie up as much 
money in inventory; and scrap loss is reduced. 
In addition, if the vendor produces parts which 
are not up to spec, you can return them. 

It is extremely important that buyers aggres- 
sively pursue make or buy decisions of the type 
described. It would also help if there were more 
aggressive selling on the part of custom fabricators 
of such things as castings, pressed-metal parts, 
screw-machine parts, four-slide parts, plastic parts 
of all description, plating, and for the that matter 
all kinds of material fabrication. There is cer- 
tainly nothing wrong with a custom fabricator’s 
approaching a manufacturer in hopes of selling 
him parts that the manufacturer already produces. 
If the fabricator can sell the parts at a lower price 
than the manufacturer can make them, there is 
no reason for them not to do business together. 

However, the major effort in the field of make 
or buy will have to come from cost-conscious 
P.A.’s. Make or buy is a major cost reduction 
technique. It should be regarded as being in the 
same class as value analysis, standardization, and 
traffic management. 


Mr. Levine is director of purchases for Casco Products Corporation, Bridge 
port, Conn. An experienced purchasing executive, he has frequently been 


in @ position where he hed to solve complicated moke or buy problems. 
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Expressed warranties don’t necessarily provide more protection 
than the implied warranties of the law. Thus a buyer in the 
know will turn down any proposed expressed warranties of less 


value to his company than implied warranties. 


What the P.A. Sho 
About Sales Warr 


By Albert Woodruff Gray 


\ HAT IS a sales warranty? 


Here’s the legal definition 

“A warranty is a seller's con- 
tractual statement referring to the 
character, quality or title of the 
goods. It promises, or undertakes 
to insure, that certain facts 
or shall be as the seller represents 
them. 

“The may be either 
express or implied. It is the former 
when created by the apt and ex- 
plicit statements of the seller; the 
latter, when the law 
it by implication or inference from 
the nature of the transaction or 
the relative situation or circum- 
stances of the parties.” 

The Barde Steel Products Cor- 


poration was involved in a suit 


are 


warranty 


derives 


shortly after World War I. A con- 
tract for the sale of excess steel to 
the Burntisland Shipbuilding Co., 
Ltd. was originally ordered for 
the War Shipping Program of the 
United States. In the purchase 
contract the Barde Corporation 
had stipulated: 

“The quantity, quality and de- 
scription of the steel is not war- 
ranted or guaranteed. The seller 
therefore assumes no obligation to 
the purchaser except to deliver to 
the purchaser steel of the quan- 
lity, quality and general descrip- 
tion ordered.” 

Burntisland Shipbuilding Co., 
the purchaser, asserted that the 
specifications called for plates, 


with the length, breadth and 


I don’t care what the warranty said. You gotta 
give me my money back. The suit disintegrated. 





There can be no terms in a contract that will eliminate a remedy in the 
event the goods purchased prove to be worthless, or other than that which 


the buyer contracted to buy. 
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"AP wamea, 


ties 


thickness fixed to thé 

an inch. It claimed that the seller 
warranted these plates to be of 
the kind, character and descrip- 
tion so specified. It contended that 
the plates delivered were totally 
different from those specified. The 
court dismissed this action deny- 
ing the right of the purchaser to 
the recovery of any damages for 
what it claimed to be a breach of 
warranty. 

This is what the 
court said: With common law the 
parties to a contract may by agree- 
ment limit the effect of language 
which would otherwise be 
strued as a warranty. Where any 
right, duty or liability would arise 
under a contract to sell or a sale 
by implication of law, it may be 
negated or varied by 
agreement. 


essentially 


con- 


express 


Latter's Importance 

In a recent action in the United 
States Court of Appeals the im- 
portance of clauses of this charac- 
ter becomes apparent. Here the 
seller was saved from liabilities 
that would otherwise be imposed 
by law for the breach of implied 
warranties such as the quality or 
fitness of the goods. 

Bids had been invited by the 
U. S. Army Corps of Engineers 
for the construction of a pump 
station in the South and Central 
Flood Control District of Florida. 
Before the submission of these 
bids the Moretrench Corporation 
sent proposals to all prospective 
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bidders for dewatering this site. 

Basing its estimate on these 
written proposals, the Ivy H. 
Smith Company submitted its bid 
and was awarded the contract. In 
the agreement subsequently made 
between the Moretrench Corpora- 
tion and the Smith Company was 
this clause: 

“This agreement contains all of 
the agreement between lessor and 
lessee. The liability of the lessee 
(Moretrench Corporation) is ex- 
pressly limited to the free replace- 
ment, f.o.b. point of shipment, of 
any defective part or parts of the 
equipment furnished under or 
subsequent to this agreement. This 
replacement will be made on 
receipt by lessor of said defective 
part, f.o.b. Rockaway, N.J., pro- 
vided such defect is not caused by 
misuse or neglect. on the part of 
the lessee.” 

The court dismissed the $500,- 
000 suit brought against More- 
trench Corp. The court said: “The 
Moretrench Corporation insists 
that the Smith Company is seek- 
ing to import into the terms of 
the contract, agreements not in- 
cluded in, but excluded from the 
contract. We think it may be 
added that this is so.” 


A Similar Decision 


In this statement of the law the 
court referred to an earlier de- 
cision, There a contract by a man- 
ufacturer for the sale of refriger- 
ating equipment contained this 
clause: 


“The manufacturer guarantees 


Parties to a purchase contract 


may 


that all refrigerators and parts 
thereof manufactured by it here- 
under shall be of first class work- 
manship and material and shall 
be in accordance with the draw- 
ings and specifications furnished 
by the buyer, to the extent of 
replacing F.O.B. its works, West 
Chester, Pa., any mechanical parts 
which do not meet this guarantee 
and which are returned to the 
manufacturer within one year 
from the date of their original 
shipment. 

“All parts on which claim is 
made are to be returned to man- 
ufacturer’s works without any ex- 
pense to manufacturer. The man- 
ufacturer takes no responsibility 
for the quality or performance of 
the refrigerator or parts except 
as provided in this paragraph.” 

The purchaser sued for a rescis- 
sion of this contract for the pur- 
chase of 6000 electric refrigerators 
and the recovery of the payments 
it had made. The purchaser con- 
tended that the manufacturer had 
delivered defective and inferior 
machines. 

The above clause was _ inter- 
posed by the seller as a defense. 

The court decided against the 
purchaser. It held in its decision 
that the limitation of warranty in 
the contract provided an exclusive 
remedy to the purchaser, and that 
under these terms no other 
remedy was available. 

“As a general principle,” said 
the court, “the parties to a con- 
tract to sell personal property may 
provide whatever terms they 


stipulate whatever terms they 


choose, limiting the buyer to a specific remedy. 
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choose. They may exclude all 
ordinary rights or provide that the 
rights of the buyer for a breach 
of warranty shall be limited to a 
certain remedy and, when they 
provide for an exclusive remedy, 
the buyer must avail himself of 
it or go without redress.” 


Seller Has Obligations 


It often happens, however, that 
the seller in his effort to protect 
himself from the obligations of 
implied warranties imposed by the 
law, fails to have his fences tight. 
Suit was brought by a Louisiana 
purchaser recently against a man- 
ufacturer of air conditioning 
equipment for damages in the sale 
of two 74% ton units. In the con- 
tract was the warranty that the 
machines were “free from defects 
in material and workmanship un- 
der normal use and service. The 
manufacturer's obligation under 
this warranty is limited to making 
good at their factory any part or 
parts thereof which shall, within 
twelve (12) months after delivery 
to the original purchaser, disclose 
to the manufacturer’s satisfaction 
in their investigation, to 
been defective.” 

In this instance the court held 
that this stipulation failed to in- 
clude the obligations imposed by 
implied warranties. “The express 
warranty,” said the court, “guar- 
anteed the machines against de- 
fective material and workmanship 
and obliged the manufacturer, 
during the period of one year from 
delivery, to supply any parts 
whenever it was shown to the 
manufacturer’s satisfaction that 
any particular part of the machine 
was unsound. 

“But this warranty did not state 
that it was given in lieu of all 
other warranties implied by law 
or that, in case the machines failed 
to perform the function for which 
they were manufactured, the man- 
ufacturer would be relieved of all 
responsibility other than that ex- 
pressly stated for replacement of 
parts by reason of defects in ma- 
terial and workmanship. 

“The seller is bound to explain 
himself clearly respecting the ex- 
tent of his obligations. Any ob- 
scure or ambiguous clause is con- 
strued against him. Accordingly, 
even if it be liberally construed 
that the manufacturer actually in- 


have 
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CONTOUR TRENTWELD TUB- 
ING is furnished in ten basic 
classifications: Pressure Tub 
ing, Mechanical Tubing, 
Aircraft Tubing, Heat Re 
sistant Tubing, Orna 
mental Tubing, Sanitary 
Tubing, Beverage Tub 

ing, Large Diameter 
Tubing, Shaped Tubing, 

and Formed Tubing. 


TRENTWELD 


has more uniformity than tubing made by any 
other method of manufacture 


Trent offers tubing in sizes ranging 
from %” to 40” O.D. and in a wide 
These include: 


Hastelloy,* Zirconium, Zircaloy, 


range of grades 


Titanium and 19-9-DL grades. All 
are made by an exclusive welding 
Contour Trentweld®—which 
virtually eliminates the bead. Fur- 
thermore, by cold working and an- 
nealing after welding, Trent make; 
the weld equal in strength and corro- 


process 


sion resistance to the parent metal. 
To insure that Trentweld tubing 


For More 
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tubing 


is of the highest quality attainable, 
a rigorous quality control program 
is carried out. Samples of each lot 
are tensile tested. Periodic tests 


flattening, reverse bend, flare and 


flange, coil, and pressure are 


conducted. Rigid corrosion tests are 
made on all lots intended for corro- 
sive applications. When requested, a 
unique “single-wall’’ X-ray inspec- 
tion is made as your final assurance 
of a sound, uniform product. 


Why not take advantage of Trent 


Information Write No. 197 on Inquiry Card— 
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tended to restrict its entire liabil- 
ity to the replacement of parts, it 
would still be responsible, as the 
alleged limitation in the contract 
does not plainly signify such an 
alm. 


Case In Contrast 


In contrast to this case are the 
circumstances surrounding the 
sale of a baler to purchasers in 
the state of Washington. It was 
stipulated in the purchase con- 
tract that: “The purchaser hereby 
acknowledges that all the terms 
and provisions of the purchaser’s 
agreement with the seller are con- 
tained in this contract, that there 
is no other agreement collateral 
thereto, and that the seller has 
made no representation of express 
or implied warranty with respect 
to said property which is not set 
forth in this contract.” 

Here the court followed the law 
laid down in an earlier decision 
relating to an express refusal by 
the seller to make any warranty 
whatever. The law stated in that 
case by the court is: 

“When the seller has expressly 
refused to give a warranty, no 


warranty can be implied by law. 
On the other hand, a warranty 
will not be implied in conflict with 
the express terms of the agree- 
ment, it being well settled that 
the seller may by express pro- 
vision exclude the implication or 
importation therein of any war- 
ranty on his part.” 


Warranty Too Limited 


It does not follow however, that 
all the sins of the seller, both of 
commission and omission, may be 
thus washed clean by a contract 
provision waiving these warran- 
ties. It was stipulated by the 
parties to the sale in Kentucky 
of a machine for the manufacture 
of concrete blocks, that: 

“There are no understandings, 
agreements, representations or 
warranties, express or implied, not 
specified herein respecting this 
order. The warranties, provisions, 
terms and conditions on the re- 
verse side hereof are expressly 
made a part of this agreement.” 

In its decision of the action sub- 
sequently brought by the sellers, 
the court said this about these 
supplementary provisions: 
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“The provisions on the back of 
the order are special warranties 
and limit the seller's liability to 
defects in material and workman- 
ship which may be developed un- 
der normal use and service, the 
obligation being limited to mak- 
ing good at its factory any de- 
fective parts. 

“The rest of these provisions 
are that the seller makes no war- 
ranty except in certain specific 
but quite unimportant particulars. 
In short, this contract undertakes 
to eliminate and to avoid practic- 
ally every sort of warranty ex- 
cept the very limited one stated. 
There is no remedy provided in 
case the machine proves to be 
worthless.” 

Here the machine did prove to 
be worthless and in its decision of 
the lawsuit brought by the pur- 
chasers to recover the money paid 
by them for this machine, the 
Kentucky court said: 

“Anyone brought up to believe 
that for every wrong there is a 
remedy will pause before saying 
that the seller will escape all 
liability by merely putting in an 
order blank a statement to the 
effect that there is no assurance 
that the buyer will! get a machine 
that will work. 

“We have paused for a moment 
and have readily concluded that 
the avoidance of liability under 
such a circumstance is not per- 
mitted by law. Otherwise one 
would have no recourse when he 
got an automobile without a 
motor or wheels. 

“Where there is a complete 
failure of a machine to accomplish 
the purpose for which it was de- 
signed, that is, to manufacture a 
merchantable product, it is much 
more than a breach of implied 
warranty of suitability or fitness 
for a particular purpose. It is not 
a merchantable article if it will 
not do what it was intended to do. 
There has been no delivery of that 
which was bought. 

“Likewise to sell a man a ma- 
chine for manufacturing a mer- 
chantable product that will not 
accomplish that purpose at all is 
a breach of the contract itself 
rather than a mere breach of war- 
ranty. If the machine is worthless 
for the purpose for which it is 
sold, there is a failure of con- 
sideration. 

For More Information Write No. 198 
on Inquiry Card—Page 32— 
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The Ludlow Line Protects Your Products Better 


This tape’s built-in activator 


saves shippers time, money 


Wetting agents used to be a problem. They were costly, messy, 
unreliable and a nuisance to prepare. 


Ludlow’s Comet Tape has solved this problem with a wetting agent that 
never fails built right into its trade-mark. As the tape passes over the brush, 
the Comet trade-mark activates the glue, assuring fast, effective sealing with 

a minimum of pressure. This exclusive Ludlow feature is available with both 
Comet Snake Tape* (reinforced) and Comet superstandard kraft gummed tape. 


Comet Tape is typical of Ludlow’s job-tailored packaging products. Look to 
Ludlow for greater protection, lower costs and faster packaging. We’ll consider 
it a privilege to serve you. 


“Rule 41 — approved for center-strip sealing. 
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NEEDHAM HEIGHTS 94, MASS. 
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Adhesive Gives Firm Bond 


To Wide Range of Materials 


> | 
HK) ASTMAN 910 Adhesive, a 
bonding material introduced as a 
laboratory development a _ year 
ago, is now being marketed com- 
mercially. The adhesives can be 
used to produce bonds between 
almost every combination of ma- 
terials without requiring excessive 
pressure, catalysts, heat, solvent 
evaporation or long curing time. 

The adhesive is already solving 
production problems for a wide 

products, 
fountain pens, strain 
and The new ad- 
hesive has also made possible a 


range of including 
trophies, 


gages, tools. 
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number of innovations in design 
which previously had not been 
considered practical. 

For example, one manufacturer 
uses the adhesive to bond carry- 
ing straps to automotive storage 
batteries, The straps, which can 
be removed after installation, pro- 
vide dealers and customers with 
a quick method of placing the bat- 
tery in its compartment under the 
hood 

The material is known chemi- 
cally as methyl 2-cyano-acrylate. 
It is a one-component system that 
requires no extensive surface 


Here’s a typical 
application of a 
remarkable new 
bonding mate- 
rial, Eastman 910 
Adhesive. Wil- 
lard uses the 
adhesive to bond 
carrying straps 
to its automotive 
storage batteries. 
One drop of the 
adhesive applied 
to each end of 
the carrying 
strap is all that’s 
needed to secure 
the straps. 


preparation and is easy to apply 
to small surfaces. Its cost, how- 
ever, is well above the price of 
other adhesives. As a result, its 
use will be limited primarily to 
applications in which other ad- 
hesives cannot do the job. The 
new adhesive seems particularly 
well-suited to the following appli- 
cations: 

(1) Where high-speed setting 
and curing is required. 

(2) To bond similar and dis- 
similar materials that cannot be 
held together by conventional ad- 
hesives. 

(3) For high strength bonds 
within the confines of small join- 
ing surfaces, 

(4) Where the savings in time 
or labor offset the high cost of the 
adhesive. 

The adhesive is being sold by 
the Chemical Division of Eastman 
Chemical Products, 260 Madison 
Avenue, New York 16, N. Y. 
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CHANGE LIGHTING FIXTURES AS OFTEN 


AS YOU WISH WITHOUT COSTLY REWIRING 


Modern BullDog 20-amp 
Universal Lighting Duct 
permits fixture modernization at 
substantial savings over pipe 


and wire systems. 


You know what an expense it is to 
install new lighting fixtures, espe- 
cially when you're saddled with a 
pipe and wire electrical system. Ex- 
tensive and expensive rewiring is just 
the beginning. There are fixture loca- 
tions to plan. new hangers to install 

. and usually long production shut- 
downs. Waste is great, too, since old 
wiring can never be reused 


For More 


JANUARY 5, 1959 


It's just the opposite with 20-amp 
Universal Lighting Duct. The system 
is exceptionally easy to install—both 
feeds and supports lighting fixtures. 
[wist-in plugs attached to each fix- 
ture let you tap into power in seconds 
No costly rewiring. No production 
shutdowns. The entire system can 
even be relocated without loss if the 
need ever arises. 


Further, since fixtures can be posi- 


tioned at any spot along the duct, 
you can reposition them or add new 
ones whenever desired. In_ short, 
ULD will suit your lighting needs 
exactly, now and in the years to 
come. 


When you modernize your lighting, 
modernize with BullDog Universal 
Lighting Duct. It is, by far, the most 
flexible and economical lighting sys 
tem ever devised 


BIUILILIDIOIGE: 


BullDog Electric Products Company 
Detroit 32, Mich. BullDog Export I 


In Bull Dog Electric Products Co 


Jivision 
Canada 


Division of I-T-E Circuit Breaker Company, 


13 East 40th St.. New York 16, N.Y 
Ltd., 80 Clayson Rd.. Toronto 1 
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“Safety” Engine Crank 


TT plastics 


By BARTO L. ATTIG, Sales Manager 
AMERICAN INSULATOR CORPORATION 


ne of The Men Behind The Man From AICO 


Most of the men from AICO, the Sales Engineers who serve Aico custo- Saf k limi h 
mers, are recruited from the ranks of skilled technicians within our own salety = e iminates the 
organization. Because of their firsthand experience and work in Engineer- dangerous “kick-back” encount- 
ing, Die Making and actual molding of plastics, Aico Representatives ered when starting engines with a 
are singularly qualified to provide you with the most economical solution rope or crank. The crank has four 
to your molded plastics problems. Next time you seek fast, low-cost pro- hich : | d 
duction of custom molded plastics ... regardless of molding material, cams whic are spring-loade 
molding method required or quantities involved... Talk to A Man From against the shaft hub to allow the 
AICO. Aico’s unexcelled service, plus coordinated facilities for molding crank to turn in one direction 
all types of plastics under one roof, saves you time, saves you money only. When the engine “kicks- 
eliminates split responsibilities. ae : : 

back,” the cams jam against the 
hub, stopping the “kick-back” in- 


AICO MOLDED PLASTICS REPLACE METAL stantly. The crank also has a fric- 
BLOWER WHEELS IN AIR CONDITIONERS tion clutch to let the engine move 


in a reverse direction and prevent 
AICO Molded blower wheels now damage to the crankshaft or adap- 
provide manufacturers of air condi- tor. Win-Well Manufacturing on. 
tioners and heating units with several 4 4010 South Utica, Tulsa, Okla- 
important production and operating 


ma. 
advantages. Blade sections are aero- _ No. 18 on Inquiry Card—Page 32 
dynamically designed . . . an achieve- 
ment economically impossible in fab- 


Macnesi om 
ricated metals. Because they're molded ‘ lagne — Sheet Alloy 
to exacting tolerances, precision Doesn't Require Stress 


accuracy is achieved without costly Relief After Welding 
machining and finishing . . . produc- : 


tion cost is lowered, assembly time | Magnesium sheet and plate al- 
reduced. One-piece construction results loy that does not require stress 
relief after welding has been de- 
veloped. The alloy, ZE10A, con- 
tains zine and rare earth metal as 
alloying constituents, Elimination 
FREE | AICO offers you this valuable handbook graphically of the need for stress relief after 
PLASTICS | een at af al i age lg oe welding _makes ZE10A advan- 
DESIGNER'S ne tee en arettae Sead te ee Panc ies | *#Beous in very large structures 
HANDBOOK \ Gio |. snapais below. and in field repair operations 
where stress relief is difficult to 
apply. Missile shipping and stor- 
A completely integrated plastics age containers, shipping contain- 


AICO’S Nook of penn i ers for commercial bulk prod- 


‘ ay J experience and coordinated i k 1 b di 
+4 Phd facilities for Engineering, Mold ucts, and tank-trailer odaies are 
Plastics Knowledge ee) Building, Compression, Tronsfer, : bl z y li = : 
Be a Plunger, Injection and Cold Molding possibie applic ations. 


~- Be ia alaaramaaa Typical mechanical properties 
| ; : for ZE10A in the H24 temper 
Lod Bes eeee eS SSS SS SS es istrain hardened, then partially 


Lettering to be molded on port should = A | C 0 annealed) include: tensile, 38,000 
be on surfaces parallel to the porting 5 MERICAN ENSULATOR NORPORATIVIN psi; tensile yield, 28.000 psi; com- 
ne, ge ae apes nr ‘. f ; New Freedom, Pa. pressive yield, 26,000 psi. The al- 
apered. Character depth of Ya-inc | = é ; a 
:z pated ait adequate depth at Please send me a FREE copy of Aico's loy also is furnished in the —0 
Yea-inch is maximum recommended ra PLASTICS DESIGNER'S HANDBOOK. temper (fully annealed). Dow 
Confine lettering to flat surfaces, Chemical Company, Midland, 
lettering on curved surfaces requires Nome Mict 

© split die or complicated die making vorgn ; 

Additional information on lettering is Write No. 19 on Inquiry Card—Page 32 
fully covered in Aico's Plastics De- Title _ - For More Information Write No. 200 

signer’s Handbook. Coupon will bring <on Inquiry Card—Page 32 

your FREE COPY 





in silent operation, higher air delivery 
efficiency than possible with metal .. . 
plus dimensional stability in a wide 
range of temperatures. 





Company 


Address _ 











oe 


February—Bought lower grade Later—Discoloration of finished parts apparent, 
ammonia at a bargain price... rejects more frequent, pickling necessary... 


aN 
Or S, 


Still later—Oi!! Pressure regulators clogged, Too late—Shut down metal treating 
catalyst poisoned, incomplete dissociation... line for repairs . 


Be trouble-free—use only 
Armour's 99.98% pure ammonia 
in your metal treating operation! 


Such consistent purity, dependable delivery service from 
163 stock points and 8 bulk stations—and a technical service 
that's second to none—make Armour your one best source 
for trouble-free ammonia. For further information and a copy 
of the informative Dissociated Ammonia booklet, write us 
on your company letterhead. 


ARMOUR AMMONIA DIVISION 
1353 West 31st Street « Chicago 9, Illinois 
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Compound Ends Bird 
Mess 


Compound is guaranteed to end 
bird mess by stopping pigeons and 
other birds from roosting on roof 
ledges, eaves, sills or wherever 
it is properly applied, without in- 
jury to the birds. Called Bird- 
Free, the compound will not 
freeze in winter or run in the 
summer and requires no special 
tools for application. It is easily 
applied by anyone in strips 1” 
wide by %” deep, with a putt 
interchangeable with all knife or similar peters A ‘ed 


standard JIC cylinders ene. . 
Perfectly safe to human beings 
and birds, Bird-Free is of a spe- 
With the introduction of the ALL NEW T-J Squair cial consistency, _and contains . 
substance that birds do not like 
to stand on. It is backed by a 
money-back guarantee. Available . 
in 5-pound containers, providing 
enough compound to cover an 
area approximately 250 linear 
feet in a strip 1” by %” deep. 
sures ...and is also adaptable to the use of low Bird-Free Company, Box W., 
pressure oil as the working medium. Write today Brookline 46, Mass. 
to The Tomkins-Johnson Co., Jackson, Michigan, Write No. 20 on Inquiry Card—Page 32 
for Bulletin #SQ 10-58 and complete details. 


Iiead, Tomkins-Johnson now offers industry the 
most complete design range of air and hydraulic 
cylinders. Presently available in bore diameters 
from 1-% to 8 inches, the T-J Squair Head is an 
interchangeable cylinder which produces maxi- 
mum force and efficiency, with minimum pres- 


Self-Contained 
CHECK THESE 10 POINTS OF T-J SUPERIORITY Solid-State Switch 


One Piece Piston 7. Port Design Allows Mini- 
mum Pressure Drop on 


7 ¥ . » Cy or reo 
Hard Chrome Cylinder Bore Iniet or Outlet 


and Piston Rods 

Hligh Tensile Steel Tie-Rods . Chevron Type, Self-Adjust- 
a > . 4 

Cushion Adjusting Screw, ing Rod Packing 

Externally Adjustable 


. Piloted Packing Gland— 


New Super-Cushion for air, Absolute Alignment 


or Self-Aligning Master Seal 
for oil (T-J Patents) : “ . 
_s (TJ . Piston Rod, Extra Strong— 

.Solid Steel Heads and Polished and Chrome Plat- 
Mounting Plates Standard ed for Efficiency and Pro- 
all Models tection 


BD onaxiuc JOR The Proxor is a_ solid-state 


switch triggered by metal in the 


RiviTor AIR AND HYDRAULIC CYLINDERS CUTTERS NCHORS . ° . ° 
proximity of a sensing coil. Al- 
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though only %4 inch in diameter 
and 4 inches long, it is self-con- 
tained. The sensing coils, the 
bridge, transitor oscillator, two 
stage transistor switch, and a 
miniature printed circuit board 
are all encapsulated in the 
chrome-plated case. The potentio- 
meter control at the rear of the 
instrument provides easy adjust- 
ment of the sensing zone, facili- 
tating installation. Some outstand- 
ing features of the Proxor are: 
it can distinguish between mag- 
netic and other metals; it will 
furnish voltage steps at ultra-low 
rates down to standstill; no elec- 
trical contact need be made be- 
tween it and workpieces. Para- 
metrics, Inc., Post Office Box 629, 
Costa Mesa, California 
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Versatile Terminal Blocks 


Versatile and reliable terminal 
block accommodates wire sizes 
#22-#12. Modular construction 
allows individual modules to be 
snapped together or apart and 
then inserted onto a steel track 
and locked by end locks. The 
modules are made of Zytel 31, a 
nylon compound having extreme- 
ly low water absorption charac- 
teristics. The tracks are available 
in any length up to 32 inches. 30 
modules may be mounted per foot 
of track. Modules have either 2 
or 4-tier spring-loaded plated 
sockets which may be set for 
quick-disconnect for rapid ring- 
out, bussing, or circuit changes 
A twist of a screwdriver trans- 
forms the quick-disconnect into 
a permanent connection. These 
spring-loaded sockets exert con- 
tinuous and uniform pressure in 
either position. Burndy Corp., 
Norwalk, Conn. 

Write No. 22 on Inquiry Card—Page 32 
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gain 
these benefits 


MASS PRODUCTION ECONOMY — Larce or 
small, you get the benefits of high production 
rates and big volume output at Fairfield—where 
fine gears are produced to meet your specifica- 
tions EFFICIENTLY, ECONOMICALLY! 


QUALITY PLUS—There is no finer recommen- 
dation for the quality of the product you sell 
than to be able to say it is “EQUIPPED WITH 
FAIRFIELD GEARS!” 


DEPENDABLE SOURCE OF SUPPLY — Supplier 
of precision-made, automotive type gears for 
more than thirty-five years to leading builders 
of construction, agricultural, industrial, marine, 
and automotive equipment 


COMPLETE PRODUCTION FACILITIES— 
Unexcelled facilities in an ultramodern plant 
for producing Spur, Herringbone, Spiral Bevel, 
Straight Bevel, Hypoid, Zerol, Worms and 
Worm Gears, Splined Shafts, and Differentials 
to your specifications 


ENGINEERING SERVICE—Pairficld engineers are 
qualified to make expert recommendations on your 
gear production requirements. Send for interesting, 
illustrated bulletin Zz ribing Fairfield’s facilities. 


FAIRFIELD 











MANUFACTURING CO. 
ee 














Lafayette, 


S. Concord Rd. indiana 


For 
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now your distributor can supply Both 


Bunting 


CAST OR 
SINTERED 
BRONZE 








Fast pick-up... 


Stock sizes of Bunting Cast Bronze and 
Sintered Bronze Bearings and Bars are 
available everywhere in America. 
Every one is a precision product of 
scientifically exact manufacturing 
methods, meeting on every point 

the highest standards of quality 

as defined by modern 

mechanical engineering 


and metallurgy. 


FIRST AWARD 
For Advertising Excellence 
Distributors Associations 
1952 1956 1958 


buy Bunting Bearings 


from your Bunting Distributor 


Your Bunting distributor is listed in 
the classified section of your telephone 
directory usually under’ Bars 
Bronze, and Bearings Bronze. Two 
Bunting factories and eleven Bunting 
Branch Warehouses expedite distri- 
bution in all areas. Ask your local 
Bunting distributor or write for 
catalogs. 


Ask for 
Cetelog No. 58-Cost Bronze und Sintered 
Bronze Beorings and Bors 
Catalog No. 258-Electric Motor Beorings 
ond Cost Bronze Bors 


BUSHINGS, BEARINGS, BARS, AND SPECIAL PARTS 
OF CAST BRONZE AND POWDERED METAL 


THE BUNTING BRASS AND BRONZE COMPANY « TOLEDO 1, OHIO « BRANCHES IN PRINCIPAL CITIES 


For More Information Write No. 204 on Inquiry Card—Page 32 
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Pumps Without Electric 
Drive 


Self-contained, lightweight re- 
ciprocating pumps require no 
electric drive. They are powered 
by pneumatic or hydraulic pres- 
sure sources and_ incorporate 
means for demand-responsive 
flow control and automatic pres- 
sure regulation of gases and 
liquids. Typical applications in- 
clude pressurization of electronic 
equipment and hydraulic reser- 
voirs, windshield de-icing  sys- 
tems, and hydraulic system leak- 
age return. Waldorf Instrument 
Company, Division of F. C. Huyck 
& Sons, Wolf Hill Road, Hunting- 
ton Station, L.I., New York. 

Write No. 23 on Inquiry Card—Page 32 


Portable Loader 


Portable conveyor for loading, 
stacking and piling boxes, pack- 
ages, cases and sacks. It is sup- 
plied with wheel-mounted sup- 
port ahead of gear-motor or be- 
hind gearmotor at the end of the 
conveyor. Bed lengths are 10’ and 
15’ with either 15° or 25° angle 
of incline. Net lifts are 2’ 9’, 4’, 
4’ 6” and 6’ 7”. Three-ply rough- 
top rubber belt is furnished in 12” 
and 18” widths. Forward-reverse- 
stop pushbutton is mounted on 
the conveyor. Conveyor Specialty 
Co., Inc., North Quincy, Mass. 
Write No. 24 on Inquiry Card—Page 32 


For More Information Write No. 205 
on Inquiry Card—Page 32> 


PuRCHASING 





Yale Ma 


Products 


teria 





/ P 
pbunouncing A NEW YALE PRODUCT FOR BOOSTING PROFITS 


NEW YALE AIR HOISTS SPELL DOUBLE SAFETY 


Maintenance is minimized due to fewer moving 


Protect Against Explosion 
parts — a real economy feature 


Protect Against Product Damage Capacities ind 1 ton. hook or trolley mod 
els roller or link chain pendent o1 pull-« abl 


ead handling jobs must be pet control. For comple te information on the Yale 


irdous itmosphere the new An Hoist newest in \ iif complete lire ol 
to440 tons capacity 


ide the margin of safety vou hand and electric hoist 
listed under 


explosion-proof — will not contact yvour ile distributor 
liable speed-control allow hoists” in the vellow pag f your phone book 
decreases danget Or write for brochure #5145 to The Yale & Towne 


These light, com Manufacturing Co., Yale Materials Handling 
lent operation Division, Dept. AH1TH, Philadelphia 15, Pa 


Lit 


INDUSTRIAL LIFT TRUCKS 
TRACTOR SHOVELS - HOISTS 


YALE & TOWNE 


ty, Ark 


pany. Manufacturing Plants: Philade 
{ 1 Electric Hoists 


« Warehousers «Hand Trucks. 








ROLLER CHAIN hook type hoist with lever pendent con 
trol. Available with safety catch bucket 


NEW YALE AIR HOISTS | 
GIVE YOU THESE ey 


hoist showing single screw for brake adjustment 


which can be made without removing cover. Limit 
switch below the two air connections also serves for 
conversion to pull cable control 


Automatic brake locks when power is off 
Explosion-proof motor cannot overheat 


Motor cannot burn out due to overloads or high duty 
cycle operation 


Lightweight with maximum strength 

Fast lifting speeds 

Variable speed control 

Instant acting heavy duty brake 

Fewer moving parts to minimize maintenance 


NEW SAFETY LEVER pendent control operates by fin- 


gertip—saves time and effort 





YALE PRODUCTS MEAN EXTRA PROFITS TO INDUSTRY 


Yale makes available to industry the complete lines of in- 
dustrial lift trucks, tractor shovels and hoisting equipment _sFm I pam “ 
that lower production costs — speed distribution — mean Fs } & a + 
greater profit margins because you get faster delivery of . — 
your products into your market —can price your product INDUSTRIAL LIFT TRUCKS 
competitively for increased sales. TRACTOR SHOVELS - HOISTS 


YALE & TOWNE 


sie Materials Handling Division, a division of The Yale & Towne Manufacturing Company. Manufacturing Plants: Philadelphia, Pa., San Leandro, Calif., Forrest City, Ark 
Products: Gasoline, Electric, Diesel and LP-Gas Industrial Lift Trucks «Worksavers « Warehousers «Hand Truckse Industrial Tractor Shovels «Hand, Air and Electric Hoists 
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Automatic Strapping 
Machine 


Model 2700 fully automatic flat 
steel strapping machine for the 
closure of corrugated cartons, 
fiber cartons and wooden cases 
has these features: Up to 17 ties 
per minute. Automatically com- 
pensates tension for package size 
variations. Rugged, durable con- 
struction. Built in air lubrication 
system. Minimum capacity, 4 
inch high by 8 inch wide. Maxi- 
mum capacity, 22 inch high by 20 
inch wide or 15 inch high by 26 
inch wide. A. J. Gerrard Co., 
1950 Hawthorne Avenue, Mel- 
rose Park, III. 


Write No. 25 on Inquiry Card—Page 32 


Speed Settings: 1 in 
1.000 


Micrometer dial permits speed 
setting to one part in four thous- 
and. An “anti-backlash” control 
linkage permits accuracies of 
speed holding and reset of the 
same order. All speeds from any 
desired maximum to zero—and 
reverse—are provided with speed 
adjustable with the transmission 
running or stationary. Graham 
Transmissions, Inc., Menomonee 
Falls, Wis. 

Write No. 26 on Inquiry Card—Page 32 
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T might as well be YOUR 
plant, for in it, Kirk & Blum can bring 
your drawings to life . . . with sub- 
stantial savings for you in costs and 
capital investments. 


Kirk & Blum offers complete facil- 
ities for the fabrication of sheet and 
plate to '%” thickness—and light 
structurals. We specialize in alumi- 
num, monel, stainless and other alloy 


fabrication. 


In the modern 170,000 sq. ft. Kirk & 

Weldments Blum plant is to be found the latest 
metalworking equipment available, 

Components operated by skilled sheet metal 
Assemblies craftsmen. Overhead cranes, to 25 
Sub-Assemblies ton capacity, serve entire assembly 
! areas and interior rail siding. A new 
Cabinets warehouse contains extensive inven- 
Housings tories of materials. Coordinated for 
Enclosures speed, versatility and accuracy, these 
facilities assure successful and eco- 


nomical completion of your products. 


THE KIRK & BLUM MFG. CO. 
3125 Forrer Street 
Cincinnati 9, Ohio 

ESTABLISHED 1907 


AIRK: ALUM 


SHEET METAL FABRICATION 


For More Information Write No. 206 on Inquiry Card—Page 32 
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ANOTHER IN A SERIES 
OF MOTOR FACTS 
FROM ALL INDUSTRIES 





w Nal 





“Roughest duty 
we have ever seen 
motors endure” 


reports Marquette Iron Mining Co. 
of the Westinghouse f#e-Line 4/ motors 
in its Eagle Mills Pelletizing Plant 





Operating continuously, 24 hours per day, dependable Westinghouse Life-Line® ‘‘A’’ motors 
drive a network of fans and conveyors at the Eagle Mills Pelletizing Plant of Marquette 
Iron Mining Co., Ishpeming, Michigan. 


Some of these motors are located directly above a sintering machine where ambient tempera- 
tures often exceed 200° F and the motor is subjected to deposits of finely divided iron ore. 
Under these conditions, not a single motor breakdown or failure has occurred during 11 
months of service. 


Says Mr. Ed Gagnon, plant electrician, “Our Westinghouse motors have given us complete 
reliability on the roughest tests we have ever seen a motor endure.”’ 


For specific information about the ways your operation can benefit from the improved 
performance, longer life and reduced maintenance offered by the dependable Life-Line ‘‘A,”’ 
contact your nearby Westinghouse sales engineer. Or write to Westinghouse Electric Corpora- 


tion, P.O. Box 868, 3 Gateway Center, Pittsburgh 30, Pennsylvania. J-22077 


you CAN Be SURE...iF iTS 


Westinghouse swe 


Deposits of powdered iron ore are no problem to this 2-hp Life-Line “A” 
motor driving conveyor which carries powdered iron ore to the balling disc 
where 4” pellets are formed. Presealed, prelubricated Life-Line ““A’’ bearings 
keep dirt and other material out. 


For More Information Write No. 207 on Inquiry Card—Page 32 
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This can’t be FIREBAN... Products 





New Centers Improve 
Work Holding Efficiency 


Combination of driving center 
and live center provides a 100% 
effective method of holding mate- 
rial between centers for turning 
and grinding. Hydraulically con- 
trolled driving pins permit effec- 
tive grip on material and balances 
surface irregularities up to %4”. 
The center point of the driving 
center is spring-loaded independ- 
ent of the hydraulic system to 
provide highest accuracy of con- 
centricity. Interchangeable driv- 
ing pins in eight different sizes 
permit the clamping of material 
from 1” to 10” in diameter with 
New Taylor FIREBAN 321 Laminated Plastic | Put.crs, driving center. Spring: 

loaded live center has a built-in 
: pressure gage to provide constant 
is self-extinguishing in only 3 Seconds | visual indication of the exact 

amount of axial load on the cen- 
ter. Use of this built-in gage on 
the compensator live center pre- 
vents the live center from ever 
electrical devices frequently lead to fires—and these fires lead to being overloaded as it compen- 
sates for heat expansion and axial 


tects thrust of the driving center. R. B. 
age to the facilities surrounding it. Taylor FIREBAN 321 is designed Tool Co.. Inc.. 17 Roff Avenue 


Electrical faults in appliances, TV sets, radios, motors and other 


complete destruction of the equipment, sometimes extensive dam- 


to retard fire. Self-extinguishing in only 3 seconds—it is an effective Palisades Park, N.J. 

barrier against the spread of flame. In addition, this flame-retardant Write No. 27 on Inquiry Card—Page 32 
laminated plastic has excellent moisture resistance, excellent elec- 
trical resistance after exposure to high humidity, and good mechan- 
ical properties; also offers low dielectric losses. These properties 
help prevent the electrical faults that lead to fires. Write TAYLOR 
FIBRE CO., Norristown 36, Pa., for complete details. 





aylor 


LAMINATED PLASTICS VULCANIZED FIBRE “We can’t afford it.” 
For More Information Write No. 208 on Inquiry Card—Page 32 
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serviceability in towel cabinets 


NEVER “OUT-OF-ORDER” 


WESTROLL CABINETS Offer a trouble-free way to reduce they lower washroom costs. They reduce litter. Promote 
towel costs up to 40%. They’re strong, jam-proof, tamper- neatness. Load easily. Need refilling frequently 
proof. A patented worm and gear drive mechanism never = 

requires adjustment or repair. Nothing gets out of work- We'd be glad to demonstrate the unmatched qualities 


’ ro and economies of WESTROLL CABINETS and TOWELS in your! 
ing order. As proven by many years’ use. Across the U.S : . 
office. Just telephone your nearby West office. Or mail the 
and Canada. : , 


coupon to our Long Island City headquarters, Dept. 15 
WESTROLL CABINETS are loaned free of charge to pur- 
chasers of soft, absorbent WESTROLL TOWELS. They control, oH R tat . ‘ ' 
- ’ . ave a KRepresentativ none for an appointmen 
but never limit the use of towels. Without realizing it, = ats wens PI 
users take far less than from other types of cabinets Same 


WESTROLL CABINETS simplify washroom maintenance as Position___ 


Please send free folder on reducing towel costs 


PROGRAMS AND SPECIALTIES )—S_S s_)? WEST CHEMICAL PRODUCTS INC 


C ¢ 42-16 West Street, Island City 1, New York 

FOR PROTECTIVE SANITATION ud Ll eS ag EE Say 5 Se ee 
E 
\ 


tay Ss oe eee S Branches in principal cities 
AND PREVENTIVE MAINTENANCE | } \ j : CANADA: 5621-23 Casgrain Avenue, Montreal 
\ 


WEST DISINFECTING DIVISION 
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EXCELLENT BASE 
FOR PROFITS 


This ninety-six pound casting was made for the National Cash Register Co. 
of Nodulite®, Hamilton Foundry’s ductile iron. The casting forms the base 
for the new Post-Tronic Accounting Machine. It measures 3742” by 2342" 
with sections varying from 44” to 142”. Ductile iron was chosen for this part 
because of its ductility, dimensional stability, rigidity, and machinability. 

Sharp pencil buyers know that the u/timate cost of a casting rather than 
the purchase price is most important to the cost of the end product. Dimen- 
sional accuracy, uniform machinability, fine surface finish, low rejects and 
delivery of orders on schedule result in castings at lowest ultimate cost and 
insure your reputation for product quality 

When new and unusual design problems arise in the selection of metal 
and the casting of parts, you will find that the skill and integrity of your 
foundry is your best insurance that specifications—and delivery schedules 
—will be met. 


GRAY IRON + ALLOYED IRON + MEEHANITE @ * DUCTILE (NODULAR) IRON + NI-RESIST * DUCTILE NI-RESIST * NI-HARD 


The Hamilton Foundry & Machine Co., 1551 Lincoln Ave., Hamilton, Ohio * TW 5-7491 


For More Information Write No. 210 on Inquiry Card—Page 32 
94 





Products 





Coating Guards Metal 
Against Corrosion and 
Marring 


The film formed by “Plastisol 
Clear” safeguards metal against 
corrosion and marring during 
metal forming processes. The film 
will remain in place during even 
highly stressed drawing and 
punching operations; yet, it may 
be easily removed afterwards. 
The material may be left on metal 
parts for removal by the ultimate 
user. This would eliminate any 
danger of marring during trans- 
portation. Finely machined parts 
such as gears can be protected 
against humidity and other haz- 
ards in transportation and storage. 
Removal of the protective film is 
simply a matter of peeling it off 
after it has served its purpose. 

The coating may be applied by 
rolling, spraying, brushing, dip- 
ping, flow coating. After applica- 
tion, the coated metal is heated at 
350°F to 375°F. for two to three 
minutes. This brief baking is 
necessary since the film will not 
air dry. Film thicknesses may 
range from 1% mil to 10 mils or 
more under normal application 
procedures. Abrasion and chemi- 
cal resistance are excellent, and 
electrical resistance is 500 volts 
per mil of film thickness. Calcu- 
lated coverage is 1600 square feet 
per gallon per mil without allow- 
ing for possible losses in applica- 
tion operations. Thus, a gallon 
will provide 800 square feet of 
coverage at 2 mils, and 400 
square feet at 4 mils. Industrial 
Division, The Sherwin-Williams 
Co., Cleveland 1, Ohio. 
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"97% of our General Electric 
Power Groove Lamps are still 
going strong after 6500 hours!” 


SAYS ERICKSON TOOL COMPANY, SOLON, OHIO 


Groove 


ENERAL (44) ELECTRIC 


_! 


Power 


~RICKSon Too 


G 


C oO m PA ny 


Ra Wa 


a Oe e 


output fuorescents 


G-E POWER GROOVES vive nearly twice as much light as high 
times aS Much as Slimlines ou can get more light per fixture, with fewer parts to maintain, and 


Save to 20% on original investment 
FREE! NEW 24-PAGE BOOK entitled ‘21 Industrial Lighting Problems Solved With Power 
Grooves’. This illustrated book gives you the whole story on G-E Power Groove | 

how to get the highest, most economical lighting leve 


Co., Large Lamp Depr. C-901, Nela Park, Cleveland 


Progress /s Our Most /mportant Product 


GENERAL @@ ELECTRIC 
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HOWARD “HACK SAW" PRUNER, 


40 years in saw sales and service. 





PRODUCTION SPEED AND 
ACCURATE CUTTING WITII 


LENOX POWER HACK SAW BLADES 


You can count on increased production with LENOX 
power blades featuring long-wearing teeth 
and straight cutting performance. LENOX power blades are 
heat treated and toughened under modern electronic 
controls to guarantee strong, uniform hardness. 
For a better blade ... better made ... you can 
always depend on LENOX. 


OPERATIONAL STUDY? An experienced, technically-trained 
Lenox factory engineer is available to analyze your 
power hack saw operation ... and possibly show you how to 
save time and money. Write or call today 
for immediate service. No obligation, of course. 


SS SS SE ES ND aS . 


| HACKMASTER TYPE High speed welded edge, shatterproof. 


AMERICAN SAW & MFG. COMPANY 
SPRINGFIELD, MASSACHUSETTS @ U.S.A. 
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Precoated Flaps for 
Corrugated Boxes 


Corrugated boxes can be assem- 
bled and sealed by merely press- 
ing precoated flaps together. The 
self-stick boxes are processed on 
machinery that applies and drys a 
coating with liquid latex base. 
When matching strips of the coat- 
ing, called Stik-Kwik, make con- 
tact, a strong cohesive bond is 
formed. The pressure-sensitive 
type of closure takes the place of 
conventional stitching, glueing or 
taping. Stored flat until needed, 
the boxes are quickly set up and 
sealed by the same workers who 
fill them. This avoids separate 
box assembly beforehand, which 
often requires closure apparatus, 
extra space for boxes and equip- 
ment and extra handling. More- 
over, it can make closure equip- 
ment at the packing line unneces- 
sary. Stone Container Corp., 4200 
West 42nd Place, Chicago, III. 
Write No. 29 on Inquiry Card—Page 32 


Hot Melt Adhesive 
Dispenser 


A hot melt adhesive applicator 
is designed ‘to feed, melt, and 
apply cord-like adhesive. The 
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Thermogrip Applicator, Model 
CW, comes complete with elec- 
trical heat controls, and can be 
incorporated into machines where 
gluing, spotting. or applying is 
required, It uses a transfer wheel 
method of applying the molten 
adhesive to individual passing ob- 
jects. It functions equally well on 
its side or upside down, thus mak- 
ing the fast-setting hot melt ad- 
hesive adaptable to a_ greater 
variety of uses. Typical applica- 
tions include package ends, tabs, 
or sides, tipons and non package 
operations where quick setting 
automatic glue assembly is de- 
sired. United Shoe Machinery 
Corp., 140 Federal Street, Boston 
7, Mass. 
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Tubular Heating Element 


A tubular heating element is 
suitable for a wide range of ap- 
plications: heat guns, hair dryers, 
space heaters, hot food vendors, 
photo print dryers and other prod- 
ucts where air is to be heated 
while flowing through a tube or 
nozzle. The unit illustrated was 
made for use in an electric hand 
dryer. The heating element is 
threaded through circular-shaped 
grooves on the inside of a Steatite 
tube. This provides for an unob- 
structed flow of air and for a 
high increase in heating efficiency, 
since the heat is reflected from 
the inner walls to the center of 
the tube. The porosity-controlled 
Steatite tube provides further effi- 
ciency because of its low moisture 
absorption, which reduces current 
leakage to a minimum. Tuttle 
Electric Products, Inc., Kirkland, 
Il. 
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Purchasing Profiles 


“How do we buy locally 
for a railroad?” 





“From the Yellow Pages of each city 
along our railroad’s route.” 


says Arthur W. Tompkins, General Purchasing Agent for 
Western Maryland Railway Co., Baltimore, Maryland. 


“When you need something fast in a business that’s spread 
over a large area, you have to do on-the-spot purchasing. 
That’s why we rely on the Yellow Pages. In the office in 
Baltimore, we keep classified telephone directories from 
each city along the route of the railroad. And we refer to 
them on an average of ten times a week.” 


To buy what you need where it’s needed, always refer 
to the appropriate local Yellow Pages Directory. Because 
you find it fast in the Yellow Pages, you can get it fast! 


Find tt Fast 
In The 
Yellow Pages 


Western Maryland Railway shops in the Yellow Pages, 
America’s buying guide for over 60 years! 
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from CONTINENTAL 
a lustrous new 


INNED WIRE 


Here’s smoothness and luster you rarely get in tinned wire. Conti- 
nental’s special technique makes possible an enduring, uniformly 
bright finish . . . a wire so bright that it can replace plated wire on 
many products. It retains its brightness for long periods of time in 
normal use. Continental tinned wire meets your needs for quality 
and workability and is available in almost any temper and analysis 
in medium low carbon and low carbon steels. 

FINE—16 gauge through 30 gauge, in 8” diameter coils 

COARSE—20 gauge through 5%", in 16” and 22” diameter coils. 

For smooth beauty and high degree of perfection in wire, you will 
want to investigate Continental Tinned Wire. Write or Telephone— 
today; or return coupon below. 


FILL OUT AND RETURN COUPON TODAY 


ee Oe 
COMPANY 


ADDRESS 


5 — —_— __STATE 
[_}] Send Complete Details (_] Have Salesman Cail 


CONTINENTAL STEEL 


1 @) ~2 =O) —F-U BCS) Ne -4@)-4@) (Ono pe)! ANA 


PRODUCERS OF: 'Manuta W 
Galvanized, KOKOTE., F 

Bright a 

Nails, ¢ 
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Lighting Fixtures for 
High Ceilings 


Lighting fixtures (designed for 
interior lighting of buildings hav- 
ing high ceilings, such as shops 
with overhead craneways) are 
light in weight, highly efficient, 
and easy to assemble and wire. 
These high-bay units are avail- 
able for 300-1500 watt incandes- 
cent or 400-watt mercury lamps. 
Fixtures may be ordered with 
separable or single piece head, 
and with wide angle reflector 
suitable for low and medium 
mounting heights, or with con- 
centrating reflector for high 
mounting and narrow areas. 
Crouse-Hinds Company, Syracuse 
1, New York. 

Write No. 32 on Inquiry Card—Page 32 


Split Bearing Eliminates 
Shaft Removal 


Split bearing design permits 
bearing replacement savings of at 
least 75% by eliminating the need 
for costly shaft removal. For in- 
termediate - position installation 
and replacement on shafts com- 
monly used in many types of units 
such as the one pictured. 

Permits easy bearing replace- 
ment without repositioning or dis- 
assembling the unit. Permits 
trouble-free replacement and se- 
cure closure of the bearing at any 
point along the shaft in a fraction 
of the time required for conven- 
tional bearings. Available for all 
standard shafts, sizes 1 3/16” 
through 3 3 16”. Randall Graph- 
ite Bearings, Inc., Lima, Ohio. 
Write No. 33 on Inquiry Card—Page 32 
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Don’t Tie Yourself Up In Excess Tape 


Save Money with Dutch Brand's new Plastic Electrical Tape 
in 44-ft. Rolls 


Dutch Brand's new 44-ft. roll of Plastic Electrical 
Tape costs no more per foot than a 66-ft. roll. To 
you, this means less funds sunk in inventory. It 
also means you are not tied up in excess tape foot- 
age that invites waste and pilfering. 

Dutch Brand Plastic Electrical Tape is the easy, 
better way to do scores of electrical maintenance 
jobs. It's thin, strong, flexible... provides a di- 
electric strength of 9,000 volts. Also provides un- 
usual resistance to acids, alkalies, oils, solvents, 
fungus, bacteria, and gases. Made to highest in- 


dustry standards. Available in 20’'—44’'—66’ rolls. 
Order Dutch Brand Plastic Electrical Tape from 
your supplier today. 


WRITE FOR NEW BOOKLET! 


Looking for new ideas on tape as a 
money-and-time-saver? Ask for 
“Big Four in Electrical Tapes.” 


Johns-Manville Dutch Brand Divi- 
sion, 7800 South Woodlawn Avenue 
Chicago 19, Illinois 


JM Jouns-MANVILLE 
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Sizing Up a P.A.’s Skill 
In Delegating 


4 

How DOES one get ahead 
in this firm?” Hard question for 
a P.A. to answer? It doesn’t have 
to be. 

Many skills are needed to get 
ahead in any firm; but in many 
surveys, delegation of authority 
is listed among the top 25% of 
the skills that make for executive 
success. 

Suppose you are in a super- 
visory position with a large firm. 
The odds are high that your boss 
has been instructed to size up the 
way you delegate authority. He 
does this informally, but he does 
it continually. 

He is keeping an eye on other 
points, of course, because delega- 
tion is just one of the qualities 
considered important. 

In many firms, the salaried em- 
ployees are formally rated once 
a year on the effectiveness of their 
delegating ability. These ratings 
are usually discussed with the 
man involved. And they are al- 
most invariably a crucial factor 
when the time comes to decide 
who gets the promotion. Thus it 
often happens that the long-serv- 


ice man who is weak in this area 
can find himself left behind. 

This emphasis on delegating is 
rather new, but it is certainly un- 
derstandable. One man may not 
have enough eyes and arms to 
take proper care of all the details 
in a single department. He must 
delegate in order to operate ef- 
fectively. 

Small business, also, is caught 
in the mesh. A firm can be small 
in number of people employed, 
but still have practically as many 
details to look after as its giant 
competitors. 

However, it is the larger firms 
which are making the greatest 
strides in delegating authority. 
Since World War II, there has 
been a rapid increase in the num- 
ber of firms which have set up 
departments for management de- 
velopment and executive train- 
ing. Delegating is one of the skills 
these departments hammer away 
at. It could be either a young 
trainee on his first job or a long- 
time employee the firm wishes 
to upgrade. 

It's easy to see why delegating 





ORGANIZING ABILITY 


Ability to arrange for the accomplishment of job responsibility 


in an orderly, efficient manner. 


Check ONE of the following: 


Poorly organized. Tries to do everything himself. 


Small organized approach to delegation. 


with details. 


Overburdens self 


Some attempt at delegation on normal, routine affairs. Needs 
guidance on major changes. 


Successful in apportioning work load effectively. Needs little 
guidance in co-ordinating major efforts. 


Delegates authority effectively. Recognizes broad objectives 
clearly and arranges for most effective accomplishment. 





skill often tips the balance in 
promotions. Each step up the lad- 
der adds to the scope of duties 
for which the executive is re- 
sponsible. As he advances, he 
has to see that more things are 
done and he finds it is not hu- 
manly possible to do them all 
single-handedly. 

The person who wants to get 
ahead, unless he is a rare, natur- 
al-born delegator, should do some 
soul-searching about how he 
stacks up in delegating skill. This 
is the usual first step in self-de- 
velopment, and the step where 
ratings may help as well as em- 
barrass. The help can be perma- 
nent, while the embarrassment 
might be only temporary. 

Ability to delegate cannot be 
measured accurately. The ratings 
probably give only a rough ap- 
proximation. Then too, their use- 
fulness does not depend as much 
on great accuracy as upon the 
effect they have in making people 
delegation-minded. This effect is 
produced in both the trainer and 
trainee, and it is considered 
wholesome for both. 

For example, one large chem- 
ical firm is satisfied with the 
simple report that a man’s skill 
in delegating is a strong factor 
or a hindering factor in his quali- 
fications for the next job ahead. 

Surveys show that the big 
weakness, with both individuals 
and firms, is usually under-dele- 
gating. Of course, over-delegat- 
ing does sometimes occur. As with 
most medicines, a normal dose 
helps, but an overdose can pro- 
duce harmful results. 

People who like to take things 
easy are susceptible to delegating 
too much. Also, those who like 
to show their importance are in- 
clined to surround themselves 
with unneeded assistants, to 
whom they delegate too much. 

These possibilities of over-dele- 
gating or under-delegating show 
why adequate delegating remains 
an art. It can not be picked up 
from a book read in off hours. 
Continual practice, through stages 
of progressively more and more 
delegation, is essential to get into 
the swing. 
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y/ , 
the newest idea in Office Pens 


»-- since the Quill! 


THE NEW 


Includes 
Many Completely 


Ss. P. oz BALL PE N 7 New Features: 


y Special non-roll taper top 
*SPECIALIZED PLANT AND OFFICE 


Full-size refills cost less than 


10¢ each in dozen lots 


At [3 : A refillable ball pen | Choice : points: general office, 
‘ ‘ stenographic, accounting, etc. 
designed for business! 
F T size refills at lees Completely leakproof and refillable. 
Uli-S!I ‘ 
° ° Rounded writing grip designed for 
than 10¢ each in quantity! 


writing comfort. 


Developed ofter years of research, 
the new Scripto TO10 has proved 
in-use savings up to 66% of the cost 
of old-fashioned writing instruments 


Color of barrel identifies color of ink. 


A COMPLETE SERVICE 

: y FOR OFFICE AND FACTORY 
h ipt S P ! J 

The new Scripto 5.7.0." Pen is WITH ALL THESE ACCESSORIES: 
specially designed for foolproof, 


economical use Economy priced desk base 
*Speciolized Plant ond Office Meme pod ond pen holder 


Retractable model with clip for 


away-from-desk workers 


SPECIALLY LOW-PRICED FOR OFFICE USE— 
ASK YOUR STATIONER FOR QUOTATIONS. 





Writes 3 times 
longer than 
ordinary 
office pens... 
SAVE UP 


TO 3... 
—Autopoint| 
CARGO. 


OFFICE PEN 


If you are not using the smooth 
writing Cargo, you are buying 
3 times as many office pens as 
you actually need. Only Cargo 
offers triple the writing mileage 
of other office pens . . . regard- 
less. Only Cargo offers a barrel 
full of ink ...and ink supply is 
always visible. 

Your stationer will show you 
how to save two-thirds on your 
pen purchases. He offers a com- 
plete selection of inks and 
points for all office needs... 
including steno and auditor 
points ond reproducing ink. 


only 4 9 nn models 


LIMITED 
INTRODUCTORY OFFER! 


Purchase one dozen... Get 
second dozen at HALF PRICE! 


ASK YOUR STATIONER 
i S 
For further information, write Dept. 36 


Autopoint Co., Division of Cory Corp. 
3200 W. Peterson Ave., Chicago 45, liilinois 
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Anco Wood Specialties, Inc., 71- 
08 80th Street, Glendale, L.I. N.Y. 
has designed and built an easel to 
meet the ever-increasing demand 
for this type of product. Called 
the No. 350 Presentation Easel, 
some of the outstanding features 
are: a 28” x 36” washable chalk- 
board; two 28” chart trays (the 
second for storage); and height 
adjustment from 44” to 80”. 

Write No. 34 on Inquiry Card—Page 32 


A new buyer’s guide for the 
purchasers of office supplies has 
been published by Eberhard 
Faber Pencil Company, Crest- 
wood, Wilkes-Barre, Pa. In full 
color, the guide depicts and de- 
scribes the most useful everyday 


items of the office. It has five cate- 
gories: general office, secretarial, 
engineers and draftsmen, produc- 
tion and shipping, and the art de- 
partment. Copies are available 
upon request to the company. 

Write No. 35 on Inquiry Card—Page 32 


An electric adding machine, de- 
signed to fit into the most modern 
office and incorporating new oper- 
ating advantages has been intro- 
duced by Remington Rand Divi- 
sion of Sperry Rand Corporation. 
The same key permits a choice of 
automatic totals or sub-totals. 
Totals and sub-totals are auto- 
matically printed in red; negative 
totals also appear in red, and are 
instantly identified with the auto- 
matic “CR” symbol. 

Write No. 36 on Inquiry Card—Page 32 





Completely 
able! Place it 
where 


port 
any 


Move 


it 


from desk to desk 
All metal construc- 


tion 
sharper 


Order today 
cal stationer 


Stronger 
erepbele. 
Green, Blue, Sandtone 
from 


cutters 


Available in 
Gr i\ 
your lo 


“ONE 
BOSTON 


. 


OA 





= 
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Now-—electronic dictation comes of age through McGraw-Edison's inventive heritage! 


Take the mike... 


see how the new M-E Voicewriter 
helps you break through the “time-barrier” 


to new success! 


You'll take the mike . . . and sud- 
denly you'll realize that electronic dictation has 
come of age... that any other dictating method 
. 1s now old-fashioned ! 


° dictate ee 


You'll see how 70 years of experience in office 
correspondence . . . plus McGraw-Edison continu- 
ing research . . . have made this M-E Voicewriter 
the finest dictating instrument ever built. Its 


Voicewriter 


A product of Thomas A. Edison Industries, West Orange, N. J. 
in Canada: 32 Front St. W., Toronto, Ont. 


features? All you would expect to find in the 


finest ... and then some! 


Think we've exaggerated? We offer you a 
friendly challenge to “take the mike’’—see for 
yourself! Contact your nearby Edison Voicewritet 
representative now... or write us at the address 
below. Once you take the mike... r talk will 
be our best sales talk! 


McGRAWA 
EDISON 
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R. WALLACE, Presi- 
dent of the R. G. Wal- 


lace Company, Inc fornia, 


RT ee RS 
( : Sue, —— 


a a= 


MODERN HEADQUARTERS of the R. G. Wal- 
lace Company, Inc., in Culver City, Cali- 
Aircraft Hardware Manufacturer 


THIS NATIONAL ACCOUNTING MACHINE handles all record-keeping work quickly and efficiently. supplying 
the R. G. Wallace Company with important accounting information that is readily available at all times 


“Our G@alional System 
saves us (S00 ayear... 


pays for itself every 9 months.’’—n. c. watlace Company, Inc. 


Culver City, California 


“We attribute a large portion of our 
success during the seven years we've 
been in business to the mechanization 
of our bookkeeping department with a 
National System,” writes R. Wallace 
of R. G. Wallace Company, Inc. “We've 
established ourselves in a highly com 
petitive field mainly through our ability 
to process orders with speed and at 
low unit cost 

“The many records we require are 
handled quickly and accurately by our 
National providing us with important 
business information that is always 
immediately available. Although our 
National handles these complex ac 


counting jobs with maximum speed and 
efficiency, it is simple to operate. We 
find any employee in our office can 
easily learn to operate our National 
Machine 

“Through increased efficiency and 
reduced record-keeping costs, our Na 
tional Svstem saves us more than 
$7,800 a vear, pays for itself every 9 


months 


President, 
R. G. Wallace Company, Inc. 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


1039 OFFICES IN 121 COUNTRIES + 75 YEARS OF HELPING BUSINESS SAVE MONEY 


For More Information Write No. 220 on Inquiry Card—Page 32 


104 


Your business, too, can benefit from the 
time- and money-saving features of a 
National System. Nationals pay for 
themselves quickly through savings, 
then continue to returna regular vear 
ly profit. National's world-wide service 
organization will protect this profit 
Ask us about the National Mainte- 
nance Plan. (See the vellou ‘7-< 
pages of your phone book.) By 


“TRADE MARK REG. U.S. PAT. OFF. 


ACCOUNTING MACHINES 
ADDING MACHINES + CASH REGISTERS 
wer paper (No Carson Reouinen) 
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““Moore forms met us keep inventories at healthy levels” 


SONTROL REGULATES ZENITH’S PRODUCTION OF FINISHED TV SETS TO THE M 


ARKET 


\ new svstem keeps Zenith Radio Ce rporation from ‘run The new Zenith system has brought many 


ning in the dark’ when scheduling production. A daily report fits. With only one copying step. errors are cut to a minimum 


gives management complete production information at the Preparation time has been « hoppe d from as much as 10 hours 


opening of business each day This allows faster changes in to 2! » hours. Savings in clerical time O00 hours a year 


operating bene 


scheduling. purchasing. and production Deliveries to dis- The M re man advised on form desion 


for this Automated Data Processing ADP) 
system. For more information and other ex 

On the operating side, data from the production lines and amples of Moore-planned systems, and_ the ‘= 
the warehouse are ‘captured’ in punched cards and fed into forms tailored to them, write to the nearest ce | 
an electric accounting machi The machine prints, on a Moore office 


6-part Moore continuous form. actual factors performance I 


tributors go out on time Capital isnt frozen in large 


inventories. 


oore Business Foros. Ine... jagat i Dent 
mervville, Calif. Over 300 off 
control in print. ¢U.S.. Canada, Mexico. Carib 


and scheduled production for comparison. This is Zenith’s I 


Build contro! with 


MOORE BUSINESS FORMS 





Pal 
DODGE 


7 -Yeloltlon x 
you 


should JF 


TORQUE-ARM 
SPEED REDUCERS 


Cost less —deliver more! 


A. 


SC AND SCM 
BALL BEARING PILLOW BLOCKS 


"The seal won't blow!"’ 


T 
SPROCKETS 


No reboring —no waiting! 
e 


Write for Bulletins! 


Torque-Arm Speed Reducers. 15 
sizes—1 to 100 hp. Bulletin A-637 


Rolling Bearings—Ball and Timken 
Tapered Roller. Bulletin A-638 


Taper-Lock Sprocket and Dodge 
Roller Chain data. Bulletin A-644 


DODGE MANUFACTURING CORPORATION 
1300 Union Street + Mishawaka, Indiana 


DODGE 


> of Mishawaka, Ind 
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Association News 


Grand Rapids Ass’n 
Hears About Diamonds 


The Grand Rapids Association 
of Purchasing Agents was priv- 
ileged to hear John D. Kennedy, 
manager of the diamond section, 
metallurgical products depart- 
ment of the General Electric 
Company of Detroit, Michigan, 
speak at a recent dinner meeting. 
Mr. Kennedy, who holds a BS. 
Degree in mechanical industrial 
engineering, spoke on ‘““Man-Made 
Industrial Diamonds” compared 
to the natural type. 


Sales Executive 
at Cleveland 


G. R. Moore, vice president of 
sales and advertising for Thomp- 
son Ramo Wooldridge, Inc., spoke 
at a recent purchasing-sales meet- 
ing of the Purchasing Agents 
Association of Cleveland. His 
highly informative and entertain- 
ing talk was well received by the 
members and their fellow sales 
executives. 

After Secretary-Treasurer W. 
H. Conant read proposed resolu- 
tions, President Leonard Krupka 
asked for reports from sever- 
al committee chairmen; Harold 
Matthews, standardization;  S. 
Bodner, sports; S. P. Brownell, 
education. 

A special guest of the associa- 
tion, T. R. Thompson, 6th Dis- 
trict vice-president, gave a few 
of his thoughts to the assemblage. 


Economist Addresses 


Akron Ass’n 


James M. Dawson, vice presi- 
dent and economist for the Na- 
tional City Bank of Cleveland, 
took “A Crystal Ball Look at 
Business” at a recent meeting of 
the Purchasing Agents Associa- 
tion of Akron. Mr. Dawson an- 
alyzed the current recession in 
terms of the patterns of previous 
recessions. Naturally enough, the 
final part of the analysis led to 
an economic prediction for next 
year: a continuation of the cur- 
rent rate of improvement. 


The meeting, entitled “Execu- 
tive Night,” was attended by 
many bosses, 


A Northeastern Penn 
Ass’n Meeting 


The Purchasing Agents Asso- 
ciation of Northeastern Pennsyl- 
vania met at the Hotel Sterling, 
Wilkes-Barre, Pa., with President 
Fred Gilbert presiding. 

Invocation was given by Ralph 
Lewis. 

Treasurer, George Malosh re- 
ported a Cash Balance on Hand 
as of this date of $422.09. 

Several guests were introduced. 

Ralph Lewis, Chairman of the 
Program Committee spoke about 
the visitation trip to the Plant 
of the Capitol Records Co., Scran- 
ton, Pa. Ralph also spoke about 
and handed out a schedule of pro- 
grams for the balance of the sea- 
son, listing thereon the time, 
place and type of future meetings. 

Howard R. Baird, chairman of 
the membership committee hand- 
ed out names of prospective mem- 
bers in the Wilkes-Barre Area 
and asked that everyone at least 
obtain one new member this year. 
He said a prize would be awarded 
to any member who obtained 
three new members. 

District Vice President Jack 
Brandamore introduced the speak- 
er of the evening, E. Philip Kron 
of the Eastman Kodak Company, 
who spoke on_ the — subject 
“Value Analysis-Standardization” 
and also showed slides about the 
same. 


Rhode Island Catches Up 


On Aluminum 


Dan Cheyney, manager of 
product development, Kaiser Alu- 
minum and Chemical Sales, Inc., 
addressed a meeting of the Rhode 
Island Purchasing Agents Asso- 
ciation. Mr. Cheyney spoke on 
the subject of “New Develop- 
ments in Aluminum.” 

At the meeting, the following 
new members were admitted to 
the association: Nicholas Marra, 


(Please turn to page 108) 
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Announcin 


an entirely new line of Nel 
V-Belt Drives..... 





DYNA-V 
TAPER-LOCK DRIVE 


CONVENTIONAL N HIGH CAPACITY 


TAPER-LOCK DRIVE 
COMPACTNESS 


SAVINGS 
IN COST 





COMPARISON, ILLUSTRATED ABOVE — 3 HP, 1750 RPM, 2.41 TO 1 RATIO 


| BELTS SHEAVES CENTER | weicut 
HP 


T DIS- T 
0.0 0.0 
Number Size ane Stuns TANCE (LBS.) Per hp | Per Drive 
4 $$ ——$__4___ ——EE 





cost 








CONVENTIONAL 


A4 4.15” og” 23” . : 5.91 7. 
TAPER-LOCK DRIVE | 2s 5” | 8.95 2.3 $ $27.38 








DYNA-V 
TAPER-LOCK DRIVE 


|< aang 19% 10% 56% 12% 238% | 78% 


different sized drives 


8.00” 10.8” ' ’ $4.50 | $22.50 












































Dyna-V Drives are sensationally compact. They are capable of handling up 
to three times as much horsepower in a given space. Dyna-V opens vast new 
possibilities for better, more economical machine design. And, in most in- 
stances, Dyna-V costs less! 

Narrower grooves, to match stronger, narrower Dyna-V Belts, greatly re- 
duce the face width and the weight of Dyna-V Sheaves. Cost is lowered. A : 
Smaller diameter sheaves and shorter center distances multiply savings. x» of Mis 

Dyna-V Sheaves decrease shaft overhang—increase bearing life. The new 
dimensional stability of Dyna-V Belts solves the problem of belt matching. 

Every belt carries its full share of the load CALL THE TRANSMISSHONEER— your local Dodge Distri- 

Dyna-V Drives will be available for capacities from 1 to 1500 hp. Ask rnp penny thes a bin ” om Gs ts a ome 
your Dodge Distributor. Or write us for new Dyna-V Bulletin. of your telephone directory for “ Dodge Transmissioneer.” 


= 3s 


DODGE MANUFACTURING CORPORATION, 1300 Union St., Mishawoko, Indiana 
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Production costs too high? 


BOSSERT metat stampincs 


offer many ways to reduce costs! 


Whether your product is in the planning stage or in 
production, you can often reduce costs by using 
metal stampings for parts or complete assemblies. 
Complex forms can usually be produced with fewer 
operations, with holes punched to exact dimensional 
accuracy, eliminating separate drilling, machining 
and assembling. 

Several parts can be combined in a single stamping, 
and you can take advantage of the weight-saving 
features of lighter metals and alloys without sacrific- 
ing strength or durability. Your present production 
costs can be reduced, too, with Bossert’s superior 
quality and dependable service. 


Design Engineering Service 


Bossert’s re-design service can help you develop 
stampings for parts and assemblies that are now 
being cast or forged or machined, usually with 
substantial savings in cost. Send us blue prints or 
samples for our recommendations. 


Write for literature ROCKWELL ® 


Find out how our facilities can be 
helpful to you 


©1058 Rockwell-Standard Corporation 
\ STANDA RO 


~leled .@ 4 & See ey ey em 
STAMPING DIVISION 


phele):- ek) 2 Sele Re Bat 3s UTICA,NEW YORK 
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Shippers 
Agree... 


It's P-l-E! 


| o> 

Q Al AND TRACK 

EQUIPMENT 
You can get everything you need for 
industrial track and crane runways 
— with one call to your nearest Foster 
office. Immediate deliveries from the 
nation’s largest warehouser of rails 
(both new and relaying), switch ma- 


terial, and track accessories. Send PACIFIC INTERMOUNTAIN EXPRESS 


for free catalogs and ordering guides. 
TERMINALS AND OFFICES 
Complete Contractor Service—Since 190] IN PRINCIPAL CITIES 


7 RB FOSTER GENERAL OFFICES: P-1-E BUILDING 
5 Co. 14th AND CLAY STREETS 


PITTSBURGH 30 + ATLANTA + NEW YORK 7 P. 0. BOK 958 = OAKLAND 4, CALIF 
CHICAGO 4 + HOUSTON 2 ~ LOS ANGELES 5 
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Raytheon Manufacturing Com- 
pany; Daniel W. Vecchia, Grant 
Money Meters Company; J. Ed- 
ward Ormand, Kindelan Piping 
& Supply Company; and Fred H. 
Schofield, Jr., J. & H. Electric 
Supply Company. 


South Bend P.A.’s 
Hold Second 


Educational Program 

“Value Analysis’ was the sub- 
ject of the second in a series of 
five educational programs pre- 
sented by the South Bend Pur- 
chasing Agents Association at the 
Ramble Inn, Roseland, Indiana. 

Under the direction of Profes- 
sor Vincent R. Raymond of the 
University of Notre Dame Col- 
lege of Commerce, an actual case 
history taken from the files of 
the Harvard Business School was 
presented as the subject for dis- 
cussion. The case history con- 
cerned the inner workings and 
methods of a value analysis sec- 
tion of a large corporation, and 
gave several specific instances of 
dollar savings made through ef- 
fective usage of value analysis. 
As in the case of each actual case 
history, no definite conclusions 
are drawn from any given situa- 
tion, but the discussions stimulate 
independent and creative think- 
ing. The object of this type of 
program is to increase the in- 
dividual’s efficiency and ability 
to thoroughly analyze situations 
which may arise in his everyday 
living and working. 

At the conclusion of the pro- 
gram, Professor Raymond sug- 
gested that each man ask himself, 
“Can Value Analysis do anything 
for my organization?” In light 
of the comments made and ques- 
tions asked during the presenta- 
tion, it is doubtful that any per- 
son present could ignore this 
question. 

The interest of the membership 
remains high and record attend- 
ance continues to be the rule at 
each meeting. 

The next program in this series 
will be held on January 14 at the 
Ramble Inn, and will be devoted 
to the subject of “Inventory Con- 
trol and Management.” 


For More Information Write No. 227 
on Inquiry Card—Page 32> 





introducing 


the All NEW 


SIZE 834 impactooil... 


1%" capacity 


25°o more power ! 


67/4 inches shorter ! 
7 pounds lighter ! 


than the size 534 


optional features 


Spline Drive Anvil 


For transmission of maximum 
power to the socket, many pre- 
fer the spline drive which is 
optional. The closer fit and 
greater driving area also pro 


vide increased socket life 


Swivel Inlet Assembly 


Where extreme maneuver- 
ability is a problem, the 
optional swivel inlet assembly 


makes the hose easier to handle 


Inside Trigger Handle 


Preferred by some operators 
the optional inside trigger han- 
dle prevents the possibility of 
the operator's hand being 
caught when the tool is used 


in extremely close quarters 


FREE ! New Form 5248—describes 


the Ingersoll-Rand 834 Impac 
tool in detail. Contains photos, 
specifications and lists stand- 


ard and optional equipment 


WRITE and accessories 
TODAY! Ingersoll-Rand 


11 Broadway, New York 4, N. Y 


for faster run-down, easier operation 


and better maneuverability in tight spots. . . 


MOTOR 


IMPACT MECHANISM 


THROTTLE VALVE 


meal fl pall 


Powerful new vane-type motor 
with direct drive to hammer pro- 
vides greater torque and five 
times faster run-down. Motor hous- 
ing is machined from a strong, 
lightweight alloy 


New design operates at maximum 
efficiency to tighten the toughest 
nuts and bolts. Rated capacity, 
114,"" thread size. No kick or twist 
is transmitted to the operator. 


Graduated-action throttle valve 
permits quick homing of socket 
on nut. Rubber face provides 
positive seal; can be quickly and 
economically replaced when 
necessary. 


Tools plus AlRengineering 
increase output per man 





NOW for the FIRST TIME 


the ORIGINAL 


PositivE. 


LOCK WASHERS 


Automation Eliminates 
Costly Operations 


A new, high-speed fully automated proc- 
ess (Patent Pending), developed by 
POSITIVE produces these superior lock 
washers at low cost because it eliminates 
slow, costly manual operations formerly 
required. As a result, you can now buy 
This Is The Machine NON-LINK POSITIVE Lock Washers 
That Makes It Possible in 9 Popular Sizes (A.S.A. Medium) at 
the same price you are paying for con- 
ventional spring lock washers. 


9 Popular Bolt and 
Screw Sizes (A.S.A. Medium) 


Be SURE with NON-LINK 3/16”, 1/4”, 5/16", 3/8”, 7/16", 

POSITIVE Lock Washers — : se - = 
the “barbs'’ make wa, 9/16 , 8/8 , 3/4 
the difference ‘ ° 
eda Dieeeaitan..dhewe. how Test their superior holding power and 
er + gp aga ace be convinced that they combine all the 
t - ° 

ogee pro ache ans an advantages of tooth-type washers with 
with - or nae gare those of live action spring lock washers. 
f ' - Ss ae ia al om y 
ee, aa tb te teat 40 NON-LINK POSITIVE Lock Washers 
‘‘barbs"’ in both the nut and have long been known as the sure way 
the bearing surface At the 4 , ° : vd 
seme time, the spring-power to keep bolts and nuts tight — and re- 
mointains the tension which member, now you can buy them at the 


assures a permanently tight ° 
escombly same price as regular lock washers. 


Send for FREE Trial Order 


If you will write us on your company letterhead, we'll gladly send you 
FREE a small quantity of NON-LINK POSITIVE Lock Washers in any or all 
of the 9 popular sizes listed above (A.S.A. Medium Section). 


POSITIVE LOcK WASHER CO. 


183 Miller St. . Newark 5, N. J. 
Manufacturers of High Grade Lock Washers Since 1890 
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Chesney Visits 
Eastern N.Y. Ass’n 


J. Dukehart Chesney, purchas- 
ing agent of Huyck Felt Com- 
pany, Rensselaer, New York, and 
vice-president of the 8th District 
of the National Association of 
Purchasing Agents was the main 
speaker at a regular meeting of 
the Eastern New York Associa- 
tion of Purchasing Agents held 
at Wolfert’s Roost Country Club. 
Mr. Chesney gave a very interest- 
ing talk on the history of NAPA 
and the possible future for the 
purchasing profession. 

The commodity committee un- 
der the chairmanship of Frank 
M. Roos, purchasing agent of Con- 
solidated Metal Products Corp., 
Albany, New York gave a very 
complete report on the status of 
ferrous metals, coal, wool, paper, 
rubber, and non-ferrous metals. 
National director William  H. 
Flint, manager of purchases, 
Cluett, Peabody, & Company, 
Troy, New York, reported on the 
success of the 8th District NAPA 
Conference held in Elmira, New 
York. 


Wisconsin N.1L.G.P. Tours 
New City Building 

A meeting of the Wisconsin 
Chapter of N.I.G.P. was held at 
Madison, Wis. Barney Gill, pur- 
chasing agent for the city of Madi- 
son, arranged a tour of the new 
city and county building for the 
members. Talks on purchasing 
subjects were given and G,. L. 
Guetzkow, director of allocations 
and priorities for the Milwaukee 
purchasing department talked on: 
methods to be used for best re- 
sults in obtaining surplus ma- 
terial and equipment and for civil 
defense. He said some states have 
different methods of getting such 
equipment and material, and, as 
the methods used are not uniform, 
a conference is to be held in 
Washington soon, so that all states 
may use similar methods in dis- 
posing of surplus material and 
equipment to avoid confusion. 

Typewriter purchases for city 
and county use were discussed, 


(Please turn to page 112) 
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from mum) to 
steel mills... farm tractors 


Torrington makes the right anti-friction bearing 
for every basic need! 


... Huge Tapered Roller Bearings to handle severe radial and thrust loads in steel rolling mills. Or thin-section 
Needle Bearings to save space and weight and still provide the highest possible radial capacity. 

Between these two examples lie all kinds of requirements. To meet the broad range of needs, Torrington 
makes every basic type of anti-friction bearings. 

The Torrington Company, with this broad experience to draw on, has collaborated with industry in 
thousands of successful applications. Rely on your Torrington representative for help in developing the right 
anti-friction application for you. The Torrington Company, Torrington, Conn.—and South Bend 21. Ind. 


TORRINGTON BEARINGS 
District Offices and Distributors in Principal Cities of United States and Canada 


TAPERED ROLLER * SPHERICAL ROLLER + CYLINDRICAL ROLLER * WEEDLE + BALL + NEEDLE ROLLERS + THRUST 
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Their highly polished 
flutes produce smoother, 
more accurate holes! 


Drill Length and Chucking 


REAMERS 


For the finest reamers that money can buy, always 
specify “ACE'’! They're made of top quality, pre- 
hardened high speed steel and produced by the 
Ace-originated ‘‘ground-from-the-solid” process 
Results? Stronger, more highly polished right hand 
spiral flutes. Keener, longer lasting cutting edges 
Plus smoother, more accurate holes at lower cost! 


Call your local Ace Drill Distributor today! 


Y 


\ 


\ 
f \ 
NEW CATALOG covers the entire line of Ace 
“Ground-from-the-Sold” High Speed Steel and 
Carbide Drills, Reamers, Drill Blanks and 
Special Drills. Send for it today! 


ACE DRILL 


ADRIAN, MICHIGAN 








ORIGINATORS OF "'GROUND-FROM-THE-SOLID DRILLS 
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and it was learned that while, in 
the past, schools were able to pur- 
chase machines at a better dis- 
count than accorded to the U. S. 
government, schools must pay the 
charged to the 


same price as 


government. 


Plant Toured by 
New England P.A.’s 


The members of the New Eng- 
land Purchasing Agents Associa- 
tion made a visit to the manufac- 
turing plant of Andrew Wilson 
Company, 616 Essex Street, Law- 
rence, Mass. Andrew Wilson 
Company manufactures a com- 
plete line of steel shelving, as 
well as storage cabinets and lock- 
ers. Their facilities in Lawrence 
were recently modernized by the 
installation of automatic equip- 
ment which carries the metal 
parts through all stages of spray 
painting and drying and delivers 
them directly to the assembly line. 
A product display showed the 
evolution of lockers and shelving 
over the past fifty years. Earl 
Sargeant, sales manager, gave a 
brief presentation on how to plan 
and order the equipment for a 
storage area, showing how to get 
the maximum use of the available 
space. 


Milwaukee's Second 
Purchasing Conference 


The Milwaukee Association of 
Purchasing Agents presented its 
second annual Purchasing Con- 
ference at the Elks Club in Mil- 
waukee, 

A possible explanation for the 
obvious success of the conference 
is the quality of the speakers: 
Stuart F. Heinritz, senior editor 
of PurcHASING Magazine, “A 
Time for Purchasing Decisions”; 
J. Frederic Wiese, vice president, 
commercial, Lukens Steel Com- 
pany, “Procurement’s Role on the 
Management Team”; William L 
McCaskill, training director 
of Worrell-Consolidated Labora- 
tories, “Principles of Persuasion”; 
Fred Smith, Fred Smith Associ- 
Small 


ates, “Progress Come in 


Packages 





For lowest cost 
per unit processed 
they’re both 


adawon 


Write for complete catalog of wire 
brushes, with detailed selection and 


operation data. 


ANDERSON CORPORATION 


1046 Southbridge Street 
Worcester, Mass. 
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Denver Has 
Picture Roster 


The Purchasing Agents Associ- 
ation of Denver has something 
which should be of interest to 
other associations: a roster of 
members with a small picture of 
each member located next to his 
name and company affiliation. 
This seems like an excellent way 
to help members—particularly 
new ones—learn names, as well 
as faces. 





Fordyce at Syracuse- 
Central-New York 


Gailon C. Fordyce, assistant di- 
rector of purchases, American 
Cyanamid Company, explained 
the “Job of the Buyer” at a re- 
cent dinner meeting of the Pur- 
chasing Agents Association of 
Syracuse and Central New York 

Mr. Fordyce gave a frank dis- 
cussion of the buyer's respon- 
sibilities, requisites, and record. 
In addition, he discussed the 
counseling, guiding, training, and 
rewarding of buyers. 

This was the first in a series 
of talks on the purchasing func- 
tion which the association is giv- 
ing. Some of the future subjects: 
“The Job of the Purchasing Man- 
ager”; “Measuring of Purchas- 
ing’; and “Management Looks at 
Purchasing.” 





bs 


NAP PS 


¢ 


us 
a” 


Sel 


Campbell Gives Economic ASK FOR PROOF! An inventory of over 1,000 Cataloged Items 
Outtiach to Chiceas P.A.%e Prepare for your com- — Straight Sections, Fittings and Accessories. 
4 < — elke f 


stall: ae a Available When You Need It from Stock. 
» istallanvion \ ze z 3 
A recent meeting of the Pur- facts from the pioneer 


Strong, Lightweight Expanded Metal 
chasing Agents Association of manufacturer of cable 9, *'9 9 P 


Construction 
“hic — . ‘ . ak. supporting systems and . 
Chicago was held at the Morri equipment, Contact your 


son Hotel. Tom C. Campbell, edi- authorized Cope electrical Cuts Costs — Type Installation— 
tor-in-chief of Iron Age, discussed wholesaler or write to Large or Small. 


_ J. Cope Division, Rome 
the latest developments in labor, | (.{), Tnasanidien, Cab Reduces Distribution System Maintenance 


steel, housing, and politics. The legeville, Pa and Expansion Costs. 
Economic Outlook for 1959-1960 


was the topic of his talk WIREWAY + CABLE LADDER & CHANNEL - SYSTEM SUPPORTS & ACCESSORIES 


N.A.P.A. Outlined to 
Little Rock Ass’n 
The Little Rock Association of 


; ™~rairic . 

Purchasing Agents listened to fiSiOonNn 

James E. Clark, vice president of 

District Seven, at a recent month- R oO M E CAB = co R P Oo RATIO N 
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for specialty steels go out fast i lv « ! hat aus i wareho has a wide variety 
or even earlier from local Crux 





gives you local stocks of 
16,000 specialty steel items 
for immediate 


Within minutes, the Crucible inside 
account salesman can tell you if the 
grades, sizes and quantities you need 
are available. He'll check his custom- 
er’s master file for your delivery 
requirements, billing details, etc. And 
then he'll quickly arrange for cutting 
to meet customer's requirements. So 
deliveries are swift and sure. 
This combination of large local 
stocks and warehouse efficiency means ocal warehouse can fill both large and small 
you can fill even the most varied or sere pera sore es gaa of hollow tool steel 
unusual requisitions for specialty 
steels with a single phone call 
It’s a basic reason why purchasing 
agents who depend on local sources 
call Crucible first — like this one: 
“We're basically a tool and die ‘job’ 

















shop. We never know what steel we'll 

be using from one day to the next. So 

whatever we need, we need fast. It 

has been our experience that it saves 

time to call the Crucible warehouse 

first.” ting die steels and plastic mold steels stand Most Crucible warehouses stock stain 
Why not simplify and speed up your ee hoy ponmgoncecl: on ptieal 

specialty steel purchases by relying on 


surfaces 
TOOL STEELS 

your local Crucible warehouse? The Lee a? 

advantages of Crucible’s entire inte- 

grated operation, from mining the ore 


to steelmaking and warehouse deliv- HIGH SPEED STEELS 
ery, are all available through the Rex Thrift | 
nearby source. Crucible Steel Com- 

pany of America, Dept. PA13, The 

Oliver Building, Mellon Square, Pitts- STAINLESS STEELS — f 
burgh 22, Pa. , cualtene 


FREE MACHINING STEELS 
he alate 1 br A, 
ALLOY STEELS ang t et strir ® whe Need stainless sheet? The local warehouse 
STOCK LIST stocks most types, finishes and sizes for 
, COLD ROLLED CARBON SPRING STEELS prompt delivery to you 
Keeps you up-to-date 
on local stocks of spe- One Source DRILL STEELS H 
cialty steels. Just ask For All 


. ‘ UMINUM EXTRUSION DIE STEELS ~« 
the Crucible salesman ALUMINUM E US WELDING AND HARD FACING ROD 


These Steels 

to place your name HOLLOW TOOL STEEL PLASTIC MOLD STEELS 
on the regular mail- 

ing list. PERMANENT MAGNETS 


, 
and many others 





CRUCIBLE | STEEL COMPANY OF AMERICA 


Branch Offices and Warehouses: Atianta « Baltimore « Boston « Buffalo ¢ Charlotte « Chicago « Cincinnati « Cleveland « Columbus « Dallas « Dayton 
Denver ¢ Detroit ¢ Grand Rapids « Harrison « Houston ¢ Indianapolis ¢« Kansas City « Los Angeles * Milwaukee *« New Haven ¢ New York 
Philadelphia ¢ Pittsburgh ¢ Portland. Ore. « Providence *« Rockford e Salt Lake City « San Francisco « Seattie « Springfield, Mass. ¢ St. Louis 
St. Paul ¢ Syracuse * Tampa « Toledo « Tulsa « Toronto, Ont 














Happy workers... your best asset Association News 





who gave a very thorough outline 
of the workings of the National 
. ° Association of Purchasing Agents. 
is a big hel . 

g help, too All of the members thoroughly 
enjoyed Mr. Clark’s comments. 


® (Continued from page 112) 
ly meeting. Program Chairman 
vil Ed Tinnell introduced Mr. Clark, 


Workers are happy and produc- 
tive when Halsey Taylor coolers 
are used. Abundant cool water Hallowell Speaks at 
is a “‘must”’ in any plant —and New York Meeting 
it’s assured with Halsey Taylor. 


Illustrated is Halsey 
Taylor cooler with 
stainless steel top, 
health-safe projector, 
dual control, built for 
lifetime service. 


You make no mistake in choosing Halsey Taylor 

coolers or fountains. You can select from the most 
complete line for ’59, with a type for every 
need in plant or office. 


Write for catalog or see Sweet's. 


The Halsey W. Taylor Co., Warren, Ohio H. Thomas Hallowell, Jr. 
H. Thomas Hallowell, Jr., presi- 
dent of the Standard Pressed 


| “ee | Steel Company and president of 
if ~~ the American Standards Associa- 
Va tion, was the principal speaker at 
7 the regular monthly meeting of 
‘ j : a the Purchasing Agents Associa- 
tion of New York held at the 

& Hotel New Yorker. 
Mr. Hallowell, economist, in- 
Vn ventor and outstanding industry 
V | a / j leader discussed “The Purchasing 
x . Agent's Stake in Value Analysis.” 


, > He pointed out that the purchas- 
e 1 SPECIAL x IVETS ? ing agent plays a vital role in 
like some of the samples shown modern industry by assuring most 


here or the more commonly _ 

a . . } » > ) » > ) J 
used tubular and split rivets... efficient procureme nt thre ugh 
they're all alike to the American value buying and standardization. 


Rivet Co. And always—our own The forum discussion on “Per- 


— peng lg go = formance Budgeting” was led by 


want when you want it. Richard B. Johnson, training di- 
THE AMERICAN RIVET CO., Inc. rector of the Consolidated Nat- 
849 N. Kedzie Ave., Chicago 51, Ill. ural Gas System. Mr. Johnson. 
former training co-ordinator for 
andi cll laos the Port of New York Authority, 
for prices illustrated how performance bud- 
geting can be a management tool 
for forecasting, controlling and 
recording. A fellow in manage- 
ment development of the Ameri- 
can Management Association, 
with extensive experience’ in 
seminar and workshop training— 
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Micrometer regulation and positive shutoff at both 
extremely high and low pressures were sought for a new 
precision valve at Marsh Instrument Co., Skokie, III. 
The result was the first throttling and shutoff needle 
valve that operates efficiently and safely at all pres- 
sures up to 10,000 psi. 

The big difference in the Marsh valve is the unique 
one-piece construction from cold finished bar steel. The 
body and stem guide are fused into one piece by the 
exclusive Marsh ‘‘Conoweld”’ process. There is another 
important difference, too. The body, packing nut and 
packing gland are electro zinc plated, which, with the 
stainless steel stem, not only provides corrosion-resist- 
ance but a clean, glistening, quality appearance. 


BIG DIFFERENCE 
IN COLD FINISHED 
3 g -3 -) Be - 7 


“i * , 


HELPS 
MAKE POSSIBLE THE BIG DIFFERENCE 
IN MARSH NEEDLE VALVES 


HOW THE 


Bliss & Laughlin’s Lusterized® cold drawn bar steels 
are used by Marsh for this unique valve. Free from 
drawing oils, lime and processing grit, B&L Lusterized 
bars contain a minimum of processing contaminants to 
interfere with Marsh’s fusion process and precision 
machining. B&L Lusterized bars also readily take the 
zinc plating without elaborate preparation because they 
start out cleaner, brighter and are easier to handle. 

There is a good chance the big difference in cold 
drawn bars—the B&L Lusterized difference—can con- 
tribute importantly in helping establish a big difference 
for your product, too. It’s worth checking, especially 
since you pay no more when you specify “Bliss & 
Laughlin Lusterized.”’ 


Originators of LUSTER/IZED’ Finish—The BIG DIFFERENCE in Cold Drawn Steel Bars 








BLISS & LAUGHLIN 


GENERAL OFFICES: Harvey, ti! * PLANTS: Harvey, Cetroit, Buffaio, Mansfield, Mass. 


Specialists in 
Finish, Accuracy 
Straightnes 


and Machinat 





Fairbanks 5 Cost-Cutters For Your 
Light, Bulky Materials Handling Jobs 


rugged construction and smoother a 
take the load off your mind. 


i 
‘a 


393 





ee AR ee me 


bocce acenees en | 





9215-S General “Purpese Truck — more 
widely regarded as a necessary tool in 
shipping rooms, stores, warehouses, pas- 
senger baggage terminals and with trans- 
fer and express companies — for use on 
delivery trucks—where it is unsurpassed 
for handling small lot merchandise in- 
cluding round objects. Steel framed 
construction. 





A-1448 Utility Truck— very popular in | 


stores, offices, institutions, shipping 
rooms and factories for carrying small 
lot merchandise and widely used in bot- 
tling and beverage plants and on bever- 
age delivery trucks for moving case lots. 
All steel welded construction, fitted with 
stair climber. 





er 


Lift Jack Platform Trucks — perfect an- 
swers for minimum cost temporary stor- 
age of raw material, parts, semi-finished 
goods or finished pieces. Jack handle has 
no moving parts — engages and disen- 
gages semi-live skid simply and quickly. 
One jack handle sufficient for a number 
of platforms. 








aoe on al 


“Bantamweight” Platform Trucks — out- 
standing values for lightweight materials 
handling from low initial cost through 
minimum operating expense. Readily 
adaptable to continuous conveyor sys- 
tems. Light and strong construction, very 
mobile on Fairbanks “Lockweld” Double 
Ball Race Swivel Casters and matching 
rigid casters. 


cere 


= 


T-1114 Dollies — providing greatest ma- | 
neuverability for bulky merchandise on | 
Fairbanks “‘Lockweld” Steel Double Ball 
Race Swivel Casters. Very popular trucks 
with furniture movers, storage ware- 
housemen and truckers 


YOURS ON REQUEST: Fairbanks Truck Catalog, complete with 
illustrations and specifications describing Fairbanks Trucks. 


Zellaelel a) <-emne 


LAFAYETTE STREET, NEW YORK 3, NEW YORK 
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including a very successful pur- 
chasing management workshop 
this past Spring, for the Purchas- 
ing Agents Association of New 
York, Mr. Johnson proved emi- 
nently qualified to lead the forum 
discussion. 


Georgia P.A.’s Hear 
College President 


“To acquire professional status, 
purchasing men must be willing 
to pay the price”, was the chal- 
lenge Noah N. Langdale, Jr., 
president of Georgia State Col- 
lege of Business Administration 
in Atlanta, issued to members of 
the Georgia Association of Pur- 
chasing Agents at their dinner 
meeting in Atlanta. Taking as his 
subject “Scholarship and Profes- 
sional Purchasing’, Mr. Langdale 
forcefully and eloquently stirred 
the minds of a record group of 
68 purchasing agents and their 
guests. 

Purchasing agents were urged 
by Mr. Langdale to awake to the 
value of the purchasing profes- 
sion as an arm of enlightened 
management in preserving the 
American way of life. He pointed 
out that business today primarily 
competes on cost saving, with cost 
centrol assuming greater impor- 
tance than maximization of prof- 
its. Since costs can only be con- 
trolled by efficiency and business 
can only be efficient with en- 
lightened management, it is of 
vital importance today that our 
business managers, particularly 
including our purchasing agents, 
have the knowledge and power 
that comes through education. 

In addition to the main speaker 
of the evening, members of the 
Georgia Association heard a brief 
report from NAPA V-P Jim 
Clark on the 7th District Coun- 
cil Meeting and Conference in 
Jacksonville in October. Members 
were advised of the following 
schedule for future 7th District 
Conferences: 1959—Chattanooga; 
1960—Memphis; 1961—Atlanta. 

The association’s Education 
Committee (Julian Ivey, chair- 
man) gave the first of a series 

(Please turn to page 120) 
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6 Reasons why Waldes Truare is your one 
dependable source for retaining rings 


—s 





Series 5000 
internal 


Series 5100 
external 


Series 5008 
inverted internal 


Series 5108 
inverted external 


Series 5001 
bowed internal 


Series 5101 
bowed external 





2) 


Series 5102 
beveled external 


Series 5002 
beveled internal 


Series 5103 
crescent 


G 


Series 5133 
E-ring 


Series 5131 
bowed E-ring 


Series 5139 
locking prong 





O 


Series 5107 
interlocking 


Series 5555 
grip ring 


Series 5005 
self-locking internal 


& 


Series 5300 


triangular nut 


Series 5105 
self-locking external 


Series 5305 


triangular self-locking 





O 


Series 5104 
special purpose 


Series 5400 A 
special purpose 


Series 5500-31 
special purpose 











G 


Series 5504 
special purpose 


Series 5500-96 
special purpose 


Series 5505 
special purpose 














WHATEVER YOU MAKE, THERE’S A WALDES TRUARC RING 
DESIGNED TO SAVE YOU MATERIAL, MACHINING AND LABOR COSTS 








JANUARY 5, 


COMPLETE SELECTION—All your retaining ring requirements 
can be obtained from this one dependable source. Waldes 
Truarc rings are available in 36 functionally different types... 
as many as 97 standard sizes within a ring type... 5 metal 
specifications and 14 different finishes 


MANUFACTURING EXPERIENCE—Waldes Truarc pioneered 
precision retaining rings. Truarc Rings have been standardized 
by leading U. S. industries and Government agencies. Waldes 
Kohinoor, Inc. has over 50-years experience in inventing, de- 
veloping, and manufacturing precision fasteners. 


QUALITY CONTROL—Every step in the manufacture of Waldes 
Truare rings—from engineering and raw materials through to 
the finished product—is carefully controlled and tested in our 
own modern plant. Truarc standards are the highest in the 
industry—your guarantee of consistent, uniform quality. 


ences {DIA 


DESIGN SERVICE—For help in designing new products or in 
refining present designs, send your blueprints to Waldes Truarc 
engineers. Whether your product requires standard or custom- 
designed rings, these experts ore ready to help you. They will 
also design special assembly jigs and fixtures—or even help 
you set up an automation assembly operation 


FIELD ENGINEERING SERVICE—More than 30 engineering- 
minded factory representatives and 700 field men are avail- 
able to you on call! This engineering service can prove invalu- 
able in helping you to solve design, assembly and production 
problems. 


DISTRIBUTION—Truorc rings are available from leading OEM 
Distributors in 90 stocking points throughout the United States 


and Canada. 
3° 


WALDES KOHINOOR, INC. 
LONG ISLAND CITY 1, NEW YORK 


WALDES TRUARC Retaining Rings, Grooving Tools, Pliers, Applicators and Dispensers are protected by one or more of the foliowing 


2,382,948 


2,483,383; 2,487,802; 2,487,803; 


2,411,426; 2,411,761; 2,416,852; 2,420,921; 2,428,341; 2,439,785; 2,441,846; 2.455.165; 2,483,379; 
2,491,306; 2,491,310; 2,509,081; 


2,544,631; 2,546,616; 2,547,263, 2,558,704; 


2.577.319; 2,595,787, and other U. S. Patents pending. Equal patent protection established in foreign countries 


1959 


For More Information Write No. 238 on Inquiry Card—Page 32 


RETAINING RINGS 





YOU can name your own 


WR MI tl 


Your Company's 


PHOSPHOR suas ONT. 
=1540)) 74 


—hecause it's Custom-Processed 
for YOUR application 


Waterbury Rolling Mills can tailor phosphor bronze so 
closely to your specific requirements that it practically be- 
comes your private brand. You'll get the finish, grain size 
and physical properties that will suit your purpose to a “T” 

Waterbury has the latest in rolling and annealing equip- 
ment plus the intimate knowledge of the metal that comes 
with over 50 years of specialization. That's why WRM can 
make phosphor bronze that will behave exactly as you want 


it to under your tools and in your product. 


Available in strip, sheet or coil 


For complete information on Waterbury 
Rolling Mills facilities, abilities and metals, 
send for this new, 60-page catalog. A phone 
call or a note on your letterhead will bring 
it to you, without obligation. 


WATERBURY 
ROLLING MILZS, we. 


Main Offices and Plant: 

Waterbury, Conn, — Tel. Plaza 4-5131 

e WNY.C. —MUrray Hill 7-1246 
in Phila. —WHitemarsh 8-1869 
In Chicago — SHeldrake 3-0100 
in Detroit — DUnkirk 6-3444 
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of 5-minute “quickie” talks on 
pertinent purchasing subjects— 
this one by Luther T. Spivey, Jr. 
on how inventories on between 
4,000 and 5,000 different produc- 
tion items are controlled at Auto- 
Soler Company. 


Jackie Robinson was the principal 
speaker at a recent meeting of the 
New York Purchasing Agents Asso- 
ciation. Speaking on “Teamwork,” 
Mr. Robinson traced his career and 
attributed whatever success he has 
had to the fact that he has always 
worked as a team-man rather than 
“trying to go it alone.” 


Five Associations 
Honor Gordon Affleck 


N.A.P.A. President Gordon 
Burt Affleck was honored at a 
joint meeting of five local associa- 
tions held recently in Spring- 
field, O. 

Members from the Dayton, 
Springfield, Cincinnati, Columbus 
and Lima Associations attended 
the annual “National President’s 
Night” affair at the Hotel Shaw- 
nee. Special guests included of- 
ficers of the associations; Ted 
Thompson, N.A.P.A. Vice Presi- 
dent, District 6; Russ Stark, 
N.A.P.A,. Vice President, District 
4; and Lyle Treadway past vice- 
president for District 6. 

In his address, Mr. Affleck de- 
clared that “the genuis. of 
N.A.P.A. is the contribution of 
people not expecting remunera- 
tion.” He urged his listeners to 
take full advantage of the help 
and service offered by the na- 
tional while trying to improve 
their own buying. 

Mr. Affleck suggested a ten- 

(Please turn to page 123) 
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recognized opportunities 
for profitable fabrication 





recognized hallmark 
of quality products 
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* copper - 
mill products 
bearing this trademark 


If you are planning a new product, let Scovill 
Technical Service help you select the proper alloy, 
temper, finish, etc., to bring out the BEST in it. . . 


SCOVILL MANUFACTURING COMPANY 
MILL PRODUCTS DIVISION 

99 MILL ST., WATERBURY 20, CONN. 
PHONE PLAZA 4-1171 





“We're guardians of the things you value most in the Mill Products you buy from Scovill... 
chemical and physical UNIFORMITY ... uniformly good working qualities . . . inherently 
sound metal that never varies significantly from your specs...order after order, lot after lot. 


“The methods and equipment used in Scovill Mills... ultra-modern processes like Continuous 
Casting of brass alloys and our "Truspec"’ Aluminum Sheet mill . .. make it possible to maintain 
exceptionally high metal standards. 


“Still, day after day and hour after hour, we keep watch with detailed tests and inspections, 
using the finest mechanical and electronic testing equipment available.” 





Frederic M. Barry, Director, Metals Research Department 


=.4 SCOVILL 


BRASS COPPER ALUMINUM , 
7Tscse 


Scovill Manufacturing Company, Mili Products Division, 99 Mill St., Waterbury 20, Conn. Phone Plaza 4-1171 
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point self-analysis for purchasing 
people. “Analyze what you're do- 
ing—or not doing—” he said, “in 
these areas: purchase of insur- 
ance, purchase of real estate, pur- 
chase contracts, labor relations, 
evaluation of vendors, establish- 
ing of budgets, control of stores 
and warehouses, reaction to price 
rises, negotiation.” 

If purchasing people do not 
have—or refuse to accept—au- 
thority and responsibility in these 
areas, he declared, they are do- 
ing an incomplete purchasing job 
and do not have a rightful claim 
to a seat at management’s table 


Tri-City Goes Behind 
Scene of 
Congressman’s Office 


The Tri-City Association of 
Purchasing Agents met recently 
at The Tower, Moline, Illinois 
The program was arranged by 
Education Chairman Charles 
Grayson of the Davenport News- 
papers. Charles Freburg, who is 
Congressman Fred Schwengel’s 
secretary, talked about the behind 
the scenes activity in a typical 
congressman’s office. The subject 
of his talk was “Congress and 
the Mechanics of Law Making.” 
This is always quite interesting 
because many items of legisla- 
ture have an effect on direct costs 
of material or services required 
by industry today. 


NAPA Education 
Committee Appointments 


General Chairman Harold A 
Berry of the National Committee 
on Education has made the fol- 
lowing appointments: District No. 
7 Chairman, Marshall G. Ed- 
wards, Mississippi Products, Inc., 
Jackson, Mississippi; District No. 
8 Chairman, Walter E. Willits. 
Conover-Mast Publications, Inc.. 
New York, N. Y.; District No 
8 Vice Chairman, V. H. Pooler. 
Jr... Ingersoll-Rand 
Painted Post, N. Y 


Company, 
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Quality-conscious it a methods call for 
modern materials .. . even down to your nut-and-bolt 
assemblies. Now you can buy Milwaukee WASHED 
WASHERS to promote cleaner workmanship, 
cleaner product-assembly, and upgrade the morale 


of production workers through a thoughtful 
regard for personal cleanliness. 


Today, all popular sizes of Milwaukee U. S 
Standard and S.A.E. Washers, Rivet Burrs and 
Machinery Bushings are washed by a special 
process that removes all oil, graphite or other grime 
In addition, this Milwaukee Wrot Washer washing 


process includes rust resistant treatment 
Since the introduction of this improved 
processing of Milwaukee Wrot Washers, 
Industry has responded with a most 
enthusiastic vote of approval. Many 
production orders specify “WASHED 


WASHERS” .. . but whether you 
specify ““‘Washed” or not, that’s 
the way they are supplied . .. clean 
washers for clean workmanship 
and clean workers . . . to match 
your highest production standards. 


Specify “Milwaukee Wrot Washers” 
for better Quality Control. 


Modern Packaging for 
Easier identification... 


In keeping with a policy of “dressing up" the wash 
ers themselves, by our special washing process, they 
are now put up in convenient, attractive 1-lb. and 
5-lb. packages for easier identification and handling 


Your No. 1 Source for Quality Washers 


WROUGHT WASHER 
ANUFACTURING CO. 


The World's Largest Producer of Washers 


2113 S. BAY ST., MILWAUKEE 7, WIS 
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Picture of worker saving money 


He’s helping cut maintenance 50% 
with Steiner roll towels 


Here’s why roll paper towels reduce washroom maintenance 
costs: Controlled roll paper towel dispensers hold more towels. . . in a cab- 
inet of any given size you can get almost twice as many towels on a roll 
as you can folded. Also, Steiner control cuts towel waste . . . makes supply 
last longer. Means your roll towel cabinet has to be refilled only half as 
often as a folded towel cabinet. Saves as much as 50 percent in maintenance 
man-hours. 

Just install Steiner dispensers in your washroom on a trial 
basis and see how you save. Your local janitorial supplier or sanitary paper 
distributor can help you. For more information send in the coupon below. 


STEINER COMPANY 


Dept. 11C-1, 740 N. Rush St., Chicago 11, Ill. 

Please send me free bulletins on Steiner controlied roll paper towe 

dispensers 
NAME___ — 


COMPANY 
STREET___ 


—— ee ae 
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George M. Rice has been ap- 
pointed automotive sales man- 
ager by  Ainsworth-Precision 
Castings Company, Detroit, Mich. 


George M. Rice 


For the last five years Mr. Rice 
was in charge of sales and adver- 
tising for Ren Plastics, Ine., 
Lansing, Mich. Before that he had 
been associated with the Ford 
Motor Company for seventeen 
years in various purchasing posi- 
tions 


BRIGHT STAR 
INDUSTRIAL 





lowest FS __ 


~ 


cost Tag 


per 
minute 
of 
service! MP prrnti 


ATTER* 


let us 
prove it. 


Write for performance charts 
based on A.S.A. tests. 


Willa ey is1') INDUSTRIES 


Clifton * New Jersey 
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Eugene M. Keys has been ap- 
pointed division general sales 
manager of Essex Wire Corpora- 
tion, Transformer Division, Chi- 
cago, Ill. Mr. Keys was formerly 
manager of the E. I. Guthman 
Division of Essex. 


Baker Industrial Trucks a 
division of Otis Elevator Com- 
pany, Cleveland, Ohio, has an- 
nounced the appointment of Rob- 
ert J. Laws as general sales man- 
ager. Mr. Laws joined BAKER in 
1955 as assistant chief engineer 
and was appointed assistant gen- 
eral sales manager in 1957. 


Loy Collingwood has been ap- 
pointed 
manager, Riverside-Alloy Metal 
Division H. K. Porter Company, 
Inc., Riverside, N. J. Mr. Colling- 


wood, who became the division’s 


assistant general sales 


midwest regional manager earlier 
this year, also served in the 
Cleveland and Chicago district 
offices. Before joining the Porter 
division in 1954, he spent five 
years as a Sales representative for 


a Pennsylvania industrial firm 


Ce Robertson, 
named sales manager by Weller 
Electric Corporation, Easton, Pa., 
has been elected vice president- 


| 
recentl 


C. R. Robertson 


sales. Formerly a regional sales 
manager with Weller Electric, 
Mr. Robertson has been with the 
firm for more than four years 
He has had wide sales experience 
in the industrial, hardware and 
automotive fields, and for ten 
years was a manufacturer 
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Come To CAMPBELL 
For The Complete Line 
of SLING CHAINS 


every type — every size 
every grade — every attachment 


Whatever your particular applica- 
tion, Campbell will deliver exactly 
the right assembly! All Campbell 
Sling Chains are available in 3 
grades—Cam-Alloy Steel, High 
Test Steel and Wrought Iron. 


GUARANTEED 


Send today for your free copy of 
Campbell's new Sling Chain Handbook 


It contains complete details on all Campbell Sling Chain equipment — 
together with lots of valuable information on care and use. And you'll 
find step-by-step instructions for ordering each type of sling chain 
and attachment — illustrations—specifications and working load 
limits for all grades. 


CAMPBELL CHAIN Company 


CHAIN 


York, Pa. - West Burlington, lowa 


Worehouses: E. Cambridge, Mass. + Seattle, Wash. + Portland, Ore. « San Francisco, Los Angeles, Calif. 
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TO COMPETE AT A Ta 
PROFIT 


The future is great in a growing America. 

And now is the time to get ready to cash in big. Make . 
those profit moves that will pay off in increased efficiency, a 
higher productivity, lower costs, bigger sales, bigger profit. 

Why now? Machinery, equipment, tools, materials, a 
and manpower are more readily available—at better costs s 
—than they will be in the foreseeable future. Quality is 
high. Financing is favorable. It’s safe to predict that by 
acting NOW, you'll get most for your money. 

This way, you won't simply be competitive when the ~~ 
big rush starts. You'll be COMPETITION .. . the big ' sata 
competition in your line. te a 


3-way analysis... 


EXAMINATION, DIAGNOSIS, 
PRESCRIPTION 


be 


from 3 angles... 


EFFICIENCY, SUITABILITY, 
cost 





gains 3 benefits... 
QUALITY, OUTPUT, ECONOMY 





\ —| . when you use Republic 
3-Dimension 
Metallurgical Service 

















A good starting point is to take advantage of Republic’s 
famed 3-Dimension Metallurgical Service. First, the 
Republic Field Metallurgist discusses problems of steel 
selection and production with your metallurgical and 
manufacturing people. His findings are supplemented 
by the other two members of the Republic team—the Af 
Laboratory and Mill Metallurgists. Their combined rec- 


ommendations, best suited to your plant and particular 
problems, are passed on to your personnel. The direct 
result is the right steel in the right place. The direct 
benefit is often a better product, faster production, and 


lower costs. ag 


Make your first profit move NOW. Use Republic's 3-Dimension 


126 PuRCHASING 


METALLURGICAL TEAMWORK PRODUCED THESE COMPETITIVE ADVANTAGES 


Metallurgists of Bendix Products Division, Bendix Aviation 
Corporation, undertook a program to improve processing 
deficiencies of steels used for aircraft landing gear. Republic 
was consulted and the program outlined. Republic's 3-D Met- 
allurgical Service Team went into action. The field metallurgist 
worked closely with Bendix personnel right in their own plant 
under actual operating conditions. Findings were supplemented 
and co-ordinated by two other members of the Republic team 
—the laboratory and mill metallurgists. The result: develop- 
ment of a new grade of steel, ideal for landing gear appli- 
cation to withstand shock, impact, strain, and vibration. 





On the advice of a Republic Pig Iron Metallurgist, Atlantic 
Foundry Company, Akron, Ohio, switched to Republic Chateau- 
gay Pig lron as the base metal for ram and cylinder cast- 
ings used in hydraulic presses. The result: stronger castings, 
higher wear-resistance, better machinability, and the decided 
competitive advantage of passing along a 21% saving to 
customers. Atlantic’s Vice President of lron Foundry Operations 
says, ‘Another thing we like about Republic, aside from the 
year-in, year-out uniform chemistry of Chateaugay, is the 
Field Engineering Service you give. When we have a foundry 
problem and put in a call for help, your metallurgical engi- 
neers are Johnny-on-the-spot, talking a language we can 
understand. Then it’s not long before the problem is solved.” 


OG REL Se 





At the suggestion of Republic's Steel and Tubes Division, 
American Machine and Foundry Company is saving $34,000 
in manufacturing the famous AMF pinspotter. They had been 
using steel tubing that required a boring operation on each 
end and centerless grinding on the O.D. Because Republic 
ELECTRUNITE Mechanical Tubing easily met tolerance require- 
ments, AMF was able to eliminate boring and grinding opera- 
tions. This meant an immediate $15,000 savings in fabricating. 
Another $19,000 was saved on the cost of ELECTRUNITE com- 
pared with the tubing previously used. In uniformity, in qual- 
ity, in fabricating, and in original cost ELECTRUNITE Mechanical 
Tubing could save you money, too. Call your Republic repre- 
sentative, or send coupon. 


REPUBLIC 


STEEL OR) 


Werlis Wiles. Ringe 
% Standard, Stels avd, Stok. Produbg 


REPUBLIC STEEL CORPORATION 
DEPT. PH -6391 
1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 


Send more information 


0 4-D Metallurgical Service Booklet Ads 
] Alloy Steels Pig Iro 
) ELECTRUNITE Tubing 


Name 
Company 


Address 


Metallurgical Service 
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1/7 the thickness of the 


glue on a postage stamp 


If you need ultra-thin metal strip and foil in virtually any 
alloy—here is material being produced in thicknesses ranging from .010” to 0001”! 
(The glue on a stamp measures .0007”.) 


The Precision Metals Division—an important activity of the Hamilton Watch Com- 
pany—is a completely integrated metals plant geared to precision production. Strip 
and foil are available in practically any alloy, in thicknesses ranging from .010” to 
.0001”. This ultra-thin strip is avaiiable in any quantities for design development or 
production. Moreover, special alloys can be made to your specification and furnished 
in any form you require 


A new 8-page facilities booklet illustrates and 

describes the operation of Precision Metals Divi- o%0 

sion, and shows how your precision metals prob O,gO osuuell 
METALLURGICAL 

lems can be solved practically, economically. Write exwecth 

today on company letterhead for your copy to 

Dept. P-1. 


Hamilton Watch Company 


Precision Metals Division / Lancaster, Pennsylvania 


Creator of the world’s first electric watch 
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The Westinghouse Electric Cor- 
poration’s switchgear distribution 
apparatus department is now lo- 
cated in its new ultra-modern 
plant three miles west of Bloom- 
ington, Indiana. The one-story 
253,000 sq. ft. factory area was 
designed specifically for the man- 
ufacture of power capacitors, 
lightning arresters, fuse cutouts, 
oil circuit reclosers and switches, 
coupling capacitors, and _ line 
traps. Although highly convey- 
orized and in certain areas auto- 
mated, the plant is designed for 
flexibility to take care of changes 
in product mix and changes re- 
sulting from improved product 
design. In addition to the factory 
area, a two-story office building 
provides 35,000 sq. ft. of space 
for purchasing, sales, engineering, 
industrial relations, accounting 
and administration. The plant is 
located on a 148-acre tract and 
was designed with future expan- 
sion in mind, 


Raybestos-Manhattan, Inc., has 
announced the moving of its San 
Francisco district warehouse and 
offices from 131 Mission St. to 
new and larger quarters at 168 
Beacon St., South San Francisco, 
Calif. The larger facilities were 
needed to provide better service 
for customers of the several divi- 
sions now. represented _ there. 
These divisions are: Manhattan 
Rubber Division, Raybestos Divi- 
sion, Packing Divison, Asbestos 
Textile Division, Plastic Products 
Division. 
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The case of the balking bridge 


It was a dandy day for dedicating over the bridge into Smedley. the whole thing. Specially when | 


a bridge. Which was all to the Well, the speeches came off reminded him that the guilty 
good since Hizzoner Mavor splendidly. Hizzoner’s niece power cable had been a bargain 
Philip E. Bodkin—was about to hacked the ribbon apart. And as special supplied by his Cousin Al 
officially open the Philip E. Bodkin the Firehouse Band blatted out a over the objections of the engi 
Lift Bridge— 5 million bucks worth fanfare, everyone gazed expect- neers, who had 
ol steel, concrete, electrical cables antly at the lift 
and motors. 


pecified Okonite 
section, waiting Next day, however, Cousin Al 
for it to descend in glory. was back working at the filling 
As Hizzoner’s assistant, I had But it didn’t descend. In glory tation and the whole darn ele 
whipped up a little ceremony com- or anything else. Even though trical system of the Philip | 
plete with speeches, music and Hizzoner huffed and puffed, Bodkin Bridge was being rewired 
ribbon-snipping. As a smasheroo stormed and hollered, it didn’t’ with Okonite Cable. 

finale, the big electric motors come down until two davs later 
would ease the lift section down when some defective electric cable 
into place and a motoreade, with had been replaced. But by that 
Hizzoner at the helm. was to roll time, Hizzoner wanted to forget 


And, for some rea on, Hizzoner 
keeps about three inches of heavy. 
duty Okonite Cable on hi desk 
lor a paperweight 


where there’s electrical power... there’s OKONITE CABLE 
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NEED 
BETTER 
4. DRUMS? 


¢. 


Alcoa's Jobbing Division Has Them 


ALUMINUM, 55-gallon, general-purpose shipping drum 
weighs only 33 pounds, but ingenious design and high- 
strength Alcoa alloy make it ruggedly resistant to shock 
and pressure. Nonscaling, nonsludging, noncontaminating 
and chemically neutral to a wide range of commercial 
liquids, including food products. 

LIGHT, STRONG Alcoa® Aluminum shipping drums in- 
crease payloads, reduce dead weight and save on labor 
costs of handling and cleaning for re-use. They are made 
in a wide variety of types and sizes. 

FREE TO MANUFACTURERS: In addition to such “standard” 
items as shipping drums for industry, Alcoa’s Jobbing 
Division has the world’s finest aluminum fabricating 
facilities for subcontracting to your order any aluminum 
components for anything you make. Sixteen-page free 
booklet describes how these facilities can save you tooling- 
up costs, lighten your production load and generally cost 
you /ess than if you shouldered the whole job yourself. For 
your copy, write or just clip and mail the coupon. 


Your Guide to the Best 
ALCOA W. in Aluminum Value 


a ALUMINUAA Watch 
aveminue eonsans eranimes “ALCOA THEATRE” Alternate Mondays NBC 
“ALCOA PRESENTS” Every Tuesday ABC-TV 


ALUMINUM COMPANY OF AMERICA 

1868-A Alcoa Building, Pittsburgh 19, Pennsylvania 
Please send my free copy of Alcoa Aluminum Fabricat 

NAME TITLE 

COMPANY 

STREET ADDRESS 

CITY 


For More Information Write No. 247 on Inquiry Card—Page 32 
130 


The dial. 
thermometer 
at its best 


DISTANT 
READING 


Something much 

finer in a dial ther- 

mometer: finer because 

it is the bourdon tube type of thermometer 
at its best...embodies the greater precision 
and lasting accuracy of the Marsh Pres- 
sure Gauge. 

Both vapor tension and gas-filled types 
are available in either distant reading or 
rigid stem types. In the broad Marsh line 
you have a complete selection of tempera- 
ture ranges, case sizes, styles, and finishes. 


Ask for the Thermometer Catalo 
RIGID ° 


m™ MARSH 


MARSH INSTRUMENT CO. Sales Affiliate of Jas. P. Marsh Corp. 
Dept. G, Skokie, ll. 
Marsh instrument & Valve Co., (Canada) Ltd. 
8407 103rd St., Edmonton, Alberta, Canada 
Houston Branch Plant, 1121 Rothwell St. 
Sect. 15, Houston, Texas 
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‘TEED 


to give 
drip-tight 
leak-proof 


Bm greatest name 
in unions 


vase DART 


For over 55 years the firm guarantee nut, make a drip-tight, leak - 

back of each and every DAR - UNION connection WITHOUT EXCESS IVE 
sold has been — “if one uld leak WRENCHING time and time again 
through we will give you roe »”! The . tien : : 
reorf revels that tere Tham tin every uprantee postive tight, connertens 
166000 bas proven to be faulty. The ex- lines by using the DART GUARA 
tra w de bronze to bronze arene inanlier TEED UNION 

sion ground to a true b int, mount 

ed ir he avy malleable iron pipe ends Yours on request: Descriptive brochure 
and protected by an extra heavy unin on Dart Unions and Union Fittings 


DART UNIONS Products of DART UNION COMPANY PROVID 


cenera. | © Feirbanks company 


SALES 393 LAFAYETTE STREET, NEW YORK 3, NEW YORK 
AGENT BRANCHES: NEW YORK 3 
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DUST MASK 


(no other product like it 


+++ anywhere) 


Here's everything that 
management and worker alike 
could possibly want in 
a dust respirator! 


1. Form-fitting design 
Self-adjusting to any size and 
shape of face without pres- 
sure or irritating discomfort 


2. Attractive styling: 
Smartly designed to suit the 
most discriminating wearer. 


3. Filtering efficiency: 
Filters non-toxic dusts 100 
times smaller than the eye 
can see. 


Neo wonder FLEX-A-FOAM is the one dust respirator workers welcome and WEAR! 


Sample only 
$4. a west 


Industti ‘ol a 
price only ns - 


FLEXO Products, Inc. Westlake, Ohio 


For More Information Write No. 250 on Inquiry Card—Page 32 


4. Easy-breathing comfort 
Easier to breathe through and 
talk through than an ordinary 
pocket handkerchief 
Feather-like weight 
Weighs only 1 ounce complete. 
Simplicity and economy 
Only 4 tough long wearing 
inter-locking parts — all 
washable. Pure lotex filter 
ovtweors throw-oway type 
more than 100 to 1 


ry FLEX-A‘FoAM 


“..( DUST 
Gb asx | 4S ite 


) ay 


See 





valuable 
information 
on molded 


New P 

exactly what y 
get a quick, a 
tion. Saves you tir 
money, gives y 
reference materia 
Americas lead 


‘ 
companies. Te you at 
molded rubber and h 
made. No charge to purchas 
ing departments 


how it 





PAECO RUBBER CO. 


204 WEST LAKE ST., 


For More Information Write No 


January 5, 1959 


RAVENNA, OHIO 


251 on Inquiry Card—Page 32 
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Rugged and Reasonable for any Application 


Here are a few of the many precision-made 
Chicago Locks available. They're engineered 
for maximum security — made of carefully 
selected and tested metals. And they empha- 
size attractive design and compactness 

Whatever your needs, you're sure to find 
a Chicago Lock that’s perfect for your pur- 
pose .. . and priced right, too. 


*One of the ACE Lock line—Maximum secur 
the exclusive round keyway 


ity locks with 


Write today for your FREE catalog showing, in detail, 
the entire Chicago Lock line. 





CHICAGO LOCK CO. 


2052 N. Racine Avenue © Chicago 14, Illinois 





For More Information Write No. 252 on Inquiry Card—Page 32 
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Where moderate speeds 
ape loads are involved... 


% ee 
aT cet 
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AL 
untround # 


BEA RINGS, ‘ 


nv 


GENERAL BEARING COMPANY 


42 Roselle Street Mineola, New York 
For More Information Write No. 253 on Inquiry Card—Page 32 
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THIS is No Ordinary 
Power Hack Saw Blade 


This is the unbreakable MARVEL High-Speed-Edge 
Hack Saw Blade—the first bi-metal blade—invented, 
developed and introduced by MARVEL. This blade 
was developed to cut any material from the free ma- 
chining steels to the toughest alloys, fast, accurately 
and economically. Just one type blade to handle any 
job—no switching blades to cut different materials. 

MARVEL blades can be tensioned from 200% to 
300; more taut than ordinary blades. This advantage 
permits heavier feed pressures to be used without 
deflection or fear of breakage. 

This rugged cutting tool assures outstanding econ- 
omy, accuracy, long life and complete safety—it is 
unbreakable. 

Ask for MARVEL Blades by-name and you can 
be sure you’re getting the best. Leading Industrial 
Distributors have them in stock. Write for latest 
Cutting Tool Bulletin. FB-1021 


ARMSTRONG-BLUM MFG. CO. 
5700 W. Bloomingdale Ave., Chicago 39, U.S.A. 
Manufacturers of the Outstanding MARVEL Metal Saws 


For More Information Write No. 254 on Inquiry Card—Page 32 





ROTARY Aw 


PRODUCTS 


Runs 

without 

oil — 
Mode! 3040 Oil- 
jess Air Pump. 
Vac. to 20”, 
pressure to 10 
p.s.i. To 24 
c.f.m., Y% to 
iY hp. 


Oil-free air blast with carbon-vane 


oX*e, 
GAST «.. AIR PUMPS 
Need compressed air that’s absolutely free of oil 


Other mist? A Gast Oil-less Air Pump 


Oil less answer! Air flow ca 
a no oil is used 
Models 


Built in six acuum or pressure pump 


may be your 
't contain oil vapor, because 


problems when 
is mounted in a hard- 


You also eliminate lubrication 


maller sizes, to-service location 
some with inte- Four carbon vanes lubricate themselves. Ball 


gral motors — 
' 


bearings are grease-sealed for life and separated 
12 to Vy hep from pump chamber by a ventilated space. Built 
in 7 models 

Write for Oul-less Bulletins 152A and VP-356 
GAST MANUFACTURING CORP., P.O. Box 
117-X, Benton Harbor, Michigan 


See Catalog 
in Sweet's 
Design File 


@ AIR MOTORS TO 7 HP 
ROTARY | © COMPRESSORS TO 30 Ps! 
@ VACUUM PUMPS TO 28 IN 
“Air may be you answer!” 
For More Information Write No. 255 on Inquiry Card—Page 32 
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All-purpose liquid detergent 


bed og it on... 


aes Sp 


Let Cindet suds lift the dirt for you 
‘Canner does more cleaning with less Cinnet does a cleaner job— cuts labor 
effort and less material; works in costs: Mop it on, walk away, come 
herd or soft water. back and pick it up. 

(Conver outstrips them all as a wax Cunoet does the job with no drag be- 
stripper. Cleans walls, woodwork, cause dirt particles shatter, lift and 
tile, porcelain, glass, metal. ride high. 





For free sanitary survey of your 


premises ask your Doige service man 
wesrroe! COnmecticuT 





ror more Information Write No. 256 on Inquiry Cord—Pase 32 





55 hose types to 
meet your needs 


There is an Aeroquip Hose Line for every industrial 
. for hot or cold 
. for high or low pressures. 


application . . . for all fluids . . 
temperatures . . 
Any Aeroquip Distributor, listed in your yellow page 
directory, knows which hose line is best for you. 
And you can be sure it will be TOPS in quality. 


7 


“AEROQUIP ee) ide) P Nile), mer Ve ele), iia. lic7\ 


Industrial Division, Van Wert, Ohio © Western Division, Burbonk, Col 
Aeroquip (Canada) Ltd., Toronto 19, Ontario 


For More Information Write No. 257 on Inquiry Card—Page 32 
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¢ “burnouts” fast, casy installation 


THIS IS A 
RELAY YOU CAN STAKE 
YOUR REPUTATION ON 


Every aspect of Ward Leonard bulletin “HR” relays is designed 
for maximum reliability these are components you can 
buy. install and then forget. They're engineered for industrial 
and electronic applications 

Consider the powerful AC or DC solenoids, just one of the 
features of every HR relay. Solenoids assure fast, consistent, 
long-life operation. The “k-1” laminated magnet armature is 
free-floating and self-aligning to minimize noise level. D¢ 
solenoids feature exceptionally fast operation. Nylon arma 
ture guides minimize operational friction, All AC and pe 
power plants are readily interchangeable 
2 o 8 pole “HR” relays are but one of the five W/L lines of 
industrial power relays . all designed with emphasis on 
reliability. Write for bulletin 4470. Ward Leonard Eleetris 
Co., 50 South Street. Mount Vernon. N.Y 


WARD LEONARD 


ELECTRIC COMPANY « MOUNT VERNON, N.Y 


Contac Since (842 


Yi i 


wMERS 


For More Information Write No. 258 on Inquiry Card—Page 32 
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Empioyment Service 








PURCHASING DIRECTOR 
COUNTY OF MILWAUKEE 

Applications may be _ ob- 
tained from Milwaukee Coun- 
ty Civil Service Commission, 
Room 206, Courthouse, Mil- 
waukee 3, Wisconsin. Filled in 
application must be returned 
by January 19, 1959. Eight 
years experience in large vol- 
ume purchasing of a wide var- 
iety of materials, supplies and 
equipment for a large public 
jurisdiction or private busi- 
ness, four years of which 
must have been in a respon- 
sible administrative or super- 
visory capacity. Salary range 
is $840 to $1009 per month. 











Experience: Five years purchasing and 
expediting. Now purchasing agent for 
leather, industrial supplies, paper & 
board, shipping containers, steel & 
aluminum, canvas goods, office supplies 
& equipment. Production and inven- 
tory control; supervision of receiving 
department. Prefer Long Island-Queens 
area 

Education: B. A. Degree, major-eco- 
nomics. Courses in purchasing and in- 
dustrial Relations. 

Write: Box 292 


Experience: Twelve years diversified 
purchasing for medium size door and 
hardware manufacturer. Responsible 
for procurement of all materials, equip- 
ment, supplies, and services. Heavy 
purchases of lumber and steel. Experi- 
ence in inventory control and_ traffic 
and general administration and person- 
nel work. 

Education: A. B. Degree 

Will relocate. 

Write: Box 293 


Experience: Fourteen years in capital 
equipment, buildings, machinery, re- 
pairs and services purchasing. Thor- 
oughly grounded in purchasing pro- 
cedures, specification writing, evalua- 
tion of bids and expediting. 14 years 
previous training as general manager 
small business. Can make 
handle office work, type. 
Education: BS Commerce and Finance. 
Two years Chemical Engineering 
Will relocate. 

Write: Box 294 


decisions, 


134 


Experience: Purchasing executive, 14 
years experience in industrial procure- 
ment, specializing in appliances and 
Government Contracts. Able to setup 
department systems, procedures and 
value analysis. Plant phase out requires 
relocation. 

Write: Box 295 


Experience: Over seven years in pur- 
chasing and production control; ex- 
pediting of purchased material, pric- 
ing, securing quotations, limited buying. 
Five years of teaching accounting and 
business management in private busi- 
ness school. Three years personnel 
clerk in U.S. Army. Two years general 
office experience. 

Education: B.S., Commercial Education, 
M.S., Commercial Education. 

Will relocate. 

Write: Box 296 


Experience: Two years inventory con- 
trol. 3 years buyer of mill supplies. 5 
years buyer of warehouse steel and 
fabricated parts. All these positions 
held with large fabricator of railroad 
equipment and process equipment for 
chemical and petroleum industry. 
Education: 4 years university night 
school business courses. Extension 
courses in engineering drawing and 
production control. 

Will relocate. 

Write: Box 297 


Experience: Ten years purchasing and 
purchasing administration—all phases. 
Presently assistant director of a medi- 
um sized purchasing operation. Member 


NAPA and NAEB 





Listings in this department 
are offered without charge. 
Both purchasing department 
personnel interested in chang- 
ing jobs and employers in 
search of replacements or ad- 
ditions to their departments 
may take advantage of this 
service. When writing, speci- 
fy whether you want the: 
applicant’s form or the em- 
ployer’s form. Address all 
correspondence to Employ- 
ment Service Department, 
PURCHASING Magazine, 205 
East 42nd Street, New York 
17, New York. 











Education: AB Degree—Science MS 
Degree—Economics 

Will relocate. 

Write: Box 298 


Experience: Five and a half years. as 
purchasing agent for a national manu- 
facturing plant and supply house em- 
ploying 150 people. Buying material 
such as paper, cloth, steel, castings and 
component used in fabrication of a 
diversified product line. In close con- 
tact with production dept. so schedules 
will not be upset by tardy deliveries. 
Adjusting order quantities determined 
by inventories and sales reports to keep 
resale line in balance. Correspondence 
with suppliers to locate materials to 
improve the product line. 

Education: One and a half years in 
quality and quantity chemistry. 

Will relocate. 

Write: Box 299 


Experience: Twelve years engineering 
& purchasing background. Presently 
assistant to purchasing agent with firm 
specializing in industrial furnaces, gas 
plant equipment, conversions & pipe 
lines. Previously employed in engi- 
neering department of an integrated 
steel plant and worked on all phases 
of plant engineering including main- 
tenance expansion & construction both 
in the office & in the field. 

Education: Courses in mechanical draft- 
ing—strength of materials 

Will relocate. 

Write: Box 300 


Experience: Fully experienced all 
phases industrial purchasing for a 
metal-working and assembly plant. 
Purchased aluminum, steel, porcelain 
parts and supplies. Supervise and ad- 
minister department. Represent man- 
agement both within and without com- 
pany. Assistant P.A. reporting to 
director of purchasing. Buy or super- 
vise purchases of $5 million plus. 
Education: A.B. Business Administra- 
tion, M.A. Industrial Management. 
Will relocate. Prefer Detroit area. 
Write: Box 301 


Experience: More than three years as 
control chemist in an internationally 
known company, while earning a Mas- 
ter’s degree in business administration. 
Duties involved supervision of control 
laboratory on shift, performance of 
quantitative analyses, and maintenance 
of customer specifications. 

Education: A. B. Degree in chemistry 
and economics M.B.A. Degree in Mark- 
eting. 

Write: Box 302 





ee In-Stock Service 


on Carpenter Stainless 
No. 20 and No. 20Cb 


forms, sizes and shapes 
for most corrosion problems 


@ Besides keeping our warehouses fully stocked with all forms ot 
Carpenter Stainless No. 20 and 20Cb, we maintain fast, modern 
facilities to make up and speed your orders to you no matter 
what your deadline. Our service teams are geared to handle your 
most urgent delivery needs. 


Available from stock in sheet, plate, pipe, tubing, strip, bars, wire 
and billets, Carpenter Stainless No. 20 and 20Cb are as easily fabri- 
cated as ordinary stainless steels. You get long-life control of 
sulphuric acid and other severe corrodents in a hurry when you 
order Stainless No. 20 and 20Cb. One installation of this Super- 
Stainless will outlast most other corrosion-resistant alloys 
economically. Contact our nearest office or authorized distributor 
(located in over 40 cities, coast to coast). Write on your company 
letterhead for technical bulletin 1O8A. The Carpenter Steel Com- 
pany, Alloy Tube Division, Union, N. J. 


your master key to cost-saving 
corrosion control 


Stainless No. 20 & 20Ct 
Carpenter Stainless No. 20 bars, strip, wire and billets are available 
also from The Carpenter Steel Company, Reading, Pa. 


For More Information Write No. 259 on Inquiry Card—Page 32 
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HEAVY DUTY BALL BEARINGS... The boll 
bearings used in these motors are of the high- 
est quality, with more than ample capacity to 
provide long trouble-free service under heavy 


+. ° ee ’ 


BEARINGS CAN BE RELUBRICATED .. . Original 
factory lubrication will last for years in normal 
service—but convenient grease plugs are pro- 
vided to permit relubrication that adds to 


ad 


~z 


SECURELY SEALED FOR LOW MAINTENANCE 

Both ends of these motors hove running 
shaft seals to keep the beorings clean. Bearing 
housings are effectively sealed to prevent 


loods. motor life under severe conditions. escape of grease 


Wagner Totally Enclosed Motors 
Designed to give you Extra Protection 






Here are motors that will deliver full-rated horsepower under the 
toughest service conditions—that will help you keep your production 
rates up, and give you the kind of dependable, continuous operation that 
is SO important to automation 


PROTECTED 
rey Vitae 
fore) -1-10)-) 1, =e 
VV =1-7-¥-14 53 


Type EP Motors are fully protected against damage from corrosion, 
dust, abrasives, fumes, steel’ chips or filings. Type JP is explosion proof 
as well—is designed and approved for use in explosive atmospheres 
Integral ratings, 1 through 100 horsepower, are built in the latest 
NEMA frames, 182 through 445 US, with ribs that add mechanical 
strength and increase the surface cooling area 

Let your Wagner Sales Engineer show you how these protected motors 
can bring you savings on initial motor costs, maintenance costs, and in 
continuity of operation 


Branches and Distributors in All Principal Cities 


Wagner Electric Grporation 
6360 Plymouth Ave. «+ St. Louis 14, Missouri 


ca 


TYPE EP. 
Standard TEFC 
1 to 100 hp. 


Explosion proof 
1 to 100 hp. 





OTHER FRAME SIZES AVAILABLE IN RATINGS THROUGH 


MA 


IALS-HANDLING NEWS 


NEW AND UNUSUAL APPLICATIONS OF BASSICK CASTERS THAT MIGHT BE ADAPTED TO YOUR HANDLING PROBLEMS 


Many factors affect 
caster load capacities 


Types of wheels, floor conditions, 
speed of travel must be considered 
in selecting casters. Bassick con- 
servative load ratings protect users 
and are based on average operating 
conditions. 


HARD VS. SOFT WHEELS 


Soft rubber tread wheels protect floors 
but limit load capacity. Good rule of 
thumb is that soft tread wheels will carry 
half the load carried by a hard tread 
wheel of the same size. Where floor pro- 
tection is desired, go to a larger size re- 


silient tread wheel. 


Your Distributor 
has New Products 


These new or improved products de- 
veloped by Bassick last year may aid 
materials-handling in your plant. 
Light Duty Floating Hub caster shown 
above for loads from 50 to /50 Ibs. 
Rust-resistant Zinc plating on all 
Bassick formed steel truck casters... at 
no extra cost. 
New improved ‘“‘ non-marking "’ com- 
position Atlasite wheel almost as 
strong as steel, far kinder to floors. 
Keeping you up to date on new product 
developments is one of many ways your 
local Bassick distributor can help you. 





: 


i 


| 


i 


| 
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Rough floors cut load ratings 


Select a wheel large enough to ride over 
tracks, door sills, elevators, other ob- 
structions. For rough floors or in areas 
where there are objects or debris on the 


Now it moves... 
Now it stands still 


Sometimes it’s convenient to move a ma- 
chine to the job and then hold it steady 
in operation. R. R. Donnelly & Sons 
Company, a Chicago printer, solved the 
problem by putting this package-tieing 
machine on Bassick casters (for move- 
ment) equipped with combination wheel 
brakes and swivel locks (for standing 
still). Might be an idea here for you. 





floor, use a larger wheel with extra load 
capacity to secure proper ease of rolling 
and satisfactory performance. Two 
types of caster wheel are shown above. 


Speed and power affect 
carrying capacities 


This heavy duty series “93” caster will 
support a static load of 80,000 Ibs., but 
nothing like that load in action. Its rated 
carrying capacity, for normal slow move- 
ment of heavy equipment, is a conserva- 
tive 10,000 Ibs. or 15,000 Ibs., for 8” 
and 10” sizes. 

It is not designed to stand the strain 
of fast power pulled applications, how- 
ever. These jobs, where speed may ex- 
ceed 5 mph, normally call for a Trailer 
type of caster such as the Floating Hub 
swivel trailer caster rated at 500 to 1000 
Ibs. per caster. 


THE 
BASSICK COMPANY : 


BRIDGEPORT 5, CONN. 
IN CANADA: 
BELLEVILLE, ONT. 


Excel 
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When you buy Motor Starters —— 


YOU PAY FOR OVERLOAD PROTECTION 


Ve 


\s 


\ 


4 


JRE 


Only ONE-PIECE Overioad Relays can give 100% 
Protection Only with ONE-PIECE construction 
can you know you've installed the heater correct- 
ly. Only with ONE-PIECE construction can you 
know the heater is exactly centered, or properly 
positioned, so that it performs according to its 
rating. Only with ONE-PIECE construction can 
you know your starters will not operate without 
the thermal units properly installed. Only with 
ONE-PIECE construction can you know your 
motors have full protection. 


IA ay | iE al Alls 


Heat-responsive element 
(solder pot) provides accu- 
rate response to overload, yet 
prevents nuisance tripping. 
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Heat-producing element is an 
integral part of overload unit. It's 
permanently joined to solder 
pot, can't become misaligned 


Only Square D has ONE-PIECE Construction 
ONE-PIECE construction eliminates any possi- 
bility of heater misalignment. Square D melting 
alloy thermal overload relays can be installed 
only one way. They are tamper-proof. They are 
factory-assembled, are individually calibrated 
and tested. Repeated tripping will not affect 
their accuracy. 


Insist on Square D starters with 
melting alloy thermal overload relays 


LET US PROVE IT! 





Let your Square D Field Engineer 
show you 1 howone-piececon- 
struction is accomplished and how 
easy it is to mismatch separate 
heaters and solder pots— 2 an en- 
durance tester to prove that over- 
load units can be reset repeatedly 
without damage while the solder 
is liquid— 3 a tripping time tester 
to compare various types of melting 
alloy units and to prove that trip- 
ping time won't change after re- 
peated operation. 


Write tor Bulletin SM-275 for the complete story on Square D starters with ONE-PIECE thermal 
overload relays. Address Square D Company, 4041 N. Richards St., Milwavkee 12, Wisconsin 


E. 


— 


SQUARE COMPANY 


D 
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In this Split Wedge Gate 


you can see why it pays to 


Specity JENKINS for 
STAINLESS STEEL Valves, too 


This picture shows the many points of 
excellence in the design and construction 
of Jenkins Fig. 1327 Split Wedge Stainless 
Steel Gate Valves. Compare them with any 
valve you know. You'll conclude that it’s 
hard to beat Jenkins at making valves, no 
matter what the material. 


But no picture can show the quality of 
the castings ... the precision machining .. . 
the rigid inspection and testing that have 
gone into this valve. All of these are as 
important as design and metal alloys in 
assuring long, dependable, economical 
valve service. And, all of them are up to the 
peak standards for which Jenkins has been 
known for almost a century. 


SEND FOR NEW CATALOG of Jenkins 
Stainless Steel Valves. You'll find in it the 
patterns you want, in a choice of alloys 
that satisty the requirements of practically 
all corrosive services. Also, you'll see that 
these Jenkins valves meet valve industry 
specifications and the high standards estab- 
lished by the leading users of stainless steel 
valves. Jenkins Bros., 100 Park Avenue, 
New York 17. 


JENKINS 
VALVES & 


Sold Through Leading Distributors Everywhere 
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————WHEEL of high strength malleable 
iron designed for firm grip and 
easy operation. 


—YOKE BUSHING, easily renewable. 

Made of bronze, for ideal thread 
engagement with stainless steel 
spindle, to prevent seizing or gall- 
ing of spindle threads. Bushing of 
Stainless steel is optional. 


~—— SPINDLE has long thread bearing 
surfaces with correct lead for easy, 
tight closing. Screws into wedge 
carrier, then secured by a stain- 
less steel pin. 
YOKE BONNET has liberal space 
between yoke arms for easy ac- 
cess to packing box. Precision 
machined flange face assures uni- 
form contact with gasket for a 
tight body-bonnet joint. 
GLAND consists of two pieces — 
gland flange and gland follower — 
eliminates binding of follower in 
case gland bolts are tightened 
unevenly. 
PACKING of Chevron-type Teflon 
in large packing box prevents leak- 
age. Only a minimum load is re- 
quired on gland, extending service 
life of packing. 
WEDGE CARRIER connects wedge 
to spindle and raises or lowers it. 
Husky in size to stand any operat- 
ing strains. 
___—SPLIT WEDGE is the ball-and-socket 
: design which automatically adjusts 
to the tapered seating surfaces 
for positive shutoff. The discs, re- 
volving freely in the wedge carrier, 
produce a Self-cleaning action on 
Seating surfaces and reduce pos- 
sibility of galling and seizing. 
ODY —Through-port design for 
— full, free flow. Ample wall thick- 
ness and good design provide extra 
strength to withstand stresses. End 
flanges conform to M.S.S. specs. 
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JENKINS BROS., 100 Park Averiue, New York 17, N. Y. 


Send the new 
stainless steel 


vaive catalog NAME & TITLE 


Have a represent- 
ative call on me COMPANY 


ADDRESS 


For More Information Write No. 153 on Inquiry Card—Page 32 








